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Selling and Service 
Pacemakers of the 
Bicycle Tire Market— 


VACUUM CUP 
‘Red © ) Tread 
BICYCLE TYRES 


And filled with such invariable qualities as to make per- 
manent this selling and service supremacy. 














Early orders of your requirements will safeguard you against 
rush season delay. 





The Predominant Factory Brands of All Time— 


_ Sold direct to deal d 

Tiree remarkable values SPR UINNSSY EVANS Sector areangenens wh 

at three popular prices. mean utmost protection and 
BICYCLE TIRES ) rift 


Write Department E for profitable plan particulars. 
Pennsylvania Rubber Company - Jeannette, Pennsylvania & 


Direct factory branches and service agencies throughout the United States and Canada 
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Carry This Line and Stop ; 
Price Cutting 


You can meet every price demand in your locality if you carry 
the Thermoid line of Hand Made Hose, for there is wide range 
of prices in this line, and at each price you can offer your 
customers more for their money. 
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[In Thermoid brands you can give your patrons a garden hose 
to meet the water pressure conditions in your neighborhood. This 
is the intelligent way to meet cut-throat competition. You are ye 
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not simply selling Garden Hose when you sell a Thermoid brand 
—you’re selling a garden hose that will meet conditions right 
around you. Talk that fact to your customers—tt scores big. 







All grades of Thermoid are made with our famous, elastic, 
non-drying tubes, which will not peel. A quarter of a century's 
experience and the largest manufacturers of garden hose in the 
‘United States stand back of the Thermoid line. 














Booklet, Samples and Prices on Request 
Don't fail to see a Thermoid Sample 


pW RE BNDRT RE eg 
Thermo Rubber Compang 
TRENTON, N. J. 
Makers of Thermoid Brake Lining 
and Nassau Tires 


New York Philadelphia St.Louis Detroit Chicago 
Pittsburgh Indianapolis Boston San Francisco 








For High Pressure and 


will not kink 


FLEXOID. Special in both 
quality and construction. Very 
flexible, light and will not kink. 
Constructed with four plies of 
sheeting and braided cover. Tube, 
cover and friction of high quality 
stock. High pressure. Should be 
carried in every stock as a high- 
grade hose. Guaranteed. 














A Popular Seller—Light 
and Strong 


TRUMPOID. A five-ply hose 
of special quality, high-grade 
sheeting. Excellent quality of 
friction, cover and tube. Com- 
bines lightness with strength and 
durability. A popular brand, 
very serviceable. Recommended 
for greenhouses, lawns and gar- 
dens. Medium pressure. Guar- 
anteed. 








For Lawn or Garden— 
Flexible, Durable 


SAXONOID. A five-ply hose 
of light weight, special duck of 
great strength and durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For 
lawn or garden use, and espe- 
vially recommended for florists, 
gardeners and contractors. High 
pressure. Guaranteed. 
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F you believe that “‘a satis- 
' fied customer is the best 
| advertisement”? you ought 
! to see that every alarm clock 
customer.is shown an Ironclad, 
—they outlast three ordinary 
I alarms. 

The only people who are going to 
ask for them are the ones. who have 
owned an ‘Ironclad or people they 
havetold. ‘The Ironclad doesn’t look 
: like an alarm clock but it sounds like 
i one—it rings to beat the band. 


\ You have to show it to sel/it. Just 
i set off the alarm and let them hear 
how loud it rings, make them heft it 


| 
In broken lots, 87¢ each. 


In dozen lots, 84c¢ each. 





| ‘Tt Rings to Beat the Band’’ 


to feel how solid it stands—point out 
the cast iron armor so they can see 
how well it is shielded. 


No projecting bell or legs to get knocked 
off—no openings for dust and dirt to work 
in—not light on its feet, hard to upset.—An 
alarm clock with the trouble /eft out and 
kept out. 


A lot of hardware stores push Ironclad 
with their ad on the face. They feel it’s 
mighty good advertising to have their name 
on such a satisfactory article. Besides 
there’s enough profit in Ironclads to make 
it worth while to se/] them. Because they 
have to be sold, you'll find very little cut 
price competition on them. 

Get a few started in your town. A few of the 
striking display boxes and cartons in your window will 
do the trick. Your nameon the dial free in lots of 
24. Order direct or through your wholesaler. 


In case lots of 24, 82c each. 


i 
| Less 2%, ten days at your wholesaler’s. 


Makers of Westclox 


Western Clock Co. 


La Salle, Illinois 
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This Is the rrame 


That Fits the Bar Se 
That Forms the ee ee 4 
Body of the Wrench 
that WalworthBuilt 








UMUC UMASS LTS TT 


Extra heavy new pat- 
tern malleable iron frame 
made in our own foun- 
dry. Heavier, stronger 
and better. Defies even 
the hardest side pull. 





-€ The frame serves to hold 

Look for this_Mark. the parts together. It is 

Satisfaction and_ Highest the connecting link of an 

= li : efficient wrench. Every 

= Quality wrench guaranteed as 
usual. 


Sell the wrench with the Diamond Trade 
Mark. The standard for forty-seven 
years. Imitated but not equalled. Handle 
the Genuine Walworth Stillson Wrench. 
It will pay you. Write to your jobber 
today. 


Four Parts Only 
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Walworth Mfg. Company 


Makers of Stillson Wrenches Since 1868 
“BOSTON 


CHICAGO BRANCH: Des Plaines Street 
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Tested 












16 Limes 
and Then Some 











We make bold the assertion that no wrench is 
given a.more thorough, searching examination before 
being ready for the market than our own COES 


“WRENCHES. We inspect each wrench sixteen 


times. Then we send it out to make its own mark 
in the world; to be inspected and tested by others. 


And here is where the real testing begins. It's do 
or die for Coes, so we put 30% extra strength in the 
wrench to insure its life. ns | 


This insurance is charged for at the rate of 5% 
extra. But isn't it worth paying an additional 5% | 
to know that the wrench you are buying is stronger 
than it ever need be; always ready for any emergency? 


Men of experience seem to think so. And our 
million-a-year output proves it. Order an assort- 
ment of Coes Wrenches from your jobber. 


Coes Wrench Company 


Worcester, Mass. 


AGENTS 


J. C..McCarty & Co., 39 Murray St., New York 
John H. Graham, 113 Chambers St., New York ae 
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This hank of Manila fiber 


is one of hundreds of thousands now in our 
warehouses. 


To inspect such fiber, to judge how much is 
good enough for Plymouth Rope and to decide 
how various lots of widely different character 
shall be blended (as all Manila must be) to 
maintain definite standards of quality in the 
product—this is a job for true fiber experts. 


Such men are none too numerous, but we 
have our quota of them—have always had. 
The accumulated experience of this group 
covers ninety-one years. It cannot be dupli- 
cated. 


Our Manila purchases amount to nearly one- 
fourth of the importations of that fiber. And 
every lot is passed upon by these men. Their 
skill and this superior supply of raw material 
largely explain why Plymouth Manila Rope is 
of uniform quality. 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. — WELLAND, ONT. 





January 20, 1916 HARDWARE AGE : q 








~~ be a 


Good Selling Tools That 
are Indispensable in Lay- 
ing Out Work 


That is why there is a constant demand for tools like those 
shown on this page. There is very little machine work and 
few tool jobs that do not call for the use of one or more of 
these tools in laying out various stages of the work. Being 
used so often the chief requirements of a careful mechanic in 
buying such tools are handy and serviceable design and the 
ability to stand hard service. Brown & Sharpe tools meet the 
exacting demands in these respects. 







































B. & S. Tool Makers’ Dividers are made with a hardened ful- 
crum stud. The spring is unusually stiff and so made as to 
prevent side deflection. They are strong and well made and 
most finished with the care that characterizes all 


Brown & Sharpe Tools 


The Firm Joint Hermaphrodite Calipers are handy, well made and 
dependable, the adjustable point being a feature adding to their handi- 
ness and economy. The B. & S. Automatic Centre Punch forms a 
handy and efficient substitute for the ordinary centre punch and 
hammer. The knurled handle gives a firm grip and the spring 
actuated striking mechanism, being located within the handle, enables 
the punch to be used where an ordinary centre punch could not be 
used to advantage. 














The Tool Makers’ Clamps are designed for strength and rigidity. A 
distinctive B. & S. feature is the spring attachment which prevents 
the loose jaw from dropping or slipping. A handy tool for drilling 
and fitting small pieces is the B. & S. Tool Makers’ Vise. Drop forged 
and case hardened it is well adapted to hard usage and is con- 
venient to handle. B. & S. Scribers are made 
with finely tempered tool steel points which are 
threaded into the knurled holder and readily 
renewed when worn. 
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Raps? t, Pets Ramey ee Ry © 8 Hc - oh > 


A stock of these handy tools will mean ready 
and continuous sales. Another point: Have you 
a good supply of our No. 26 catalogues ? 


Brown & Sharpe Mfg. Co. 
Providence, R. I., U.S. A. 


In addition to the large stock at our works a full line of our tools is carried 


at our Chicago Store, 626-630 Washington Boulevard, Chicago, Illinois 
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Nail Puller on the Market 
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‘‘Look at the Eagle Beak Jaws’”’ 






“CYCLOPS” 


The reasons they sell: 
No springs to break; will not turn in the hand; 
unobstructed view of nail; jaws hardened and 
tempered ; jaws grip beneath nail head; oblique 
delivery of ram blows; handle prevents bruised 
hands; will not roll off inclined surfaces; length 
18 in., weight 41% Ibs. ea. 
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Turning Tools 
and Socket Gouges 
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More Profits and 
Quicker Sales 


They are just as good as they look. Sold on the basis of 
price and quality. Built strong and rigid. Plain hickory or 
leather tipped hickory handle. 



















You run no risk when you sell Union Hardware Products. 
Only the best of material goes into them. They are made in 
such quantity that you are able to offer them to your customers 
as great values at a low price. 
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E don’t claim to perform any 

Arabian Nights’ miracles 

with our advertising of 
“Pompeiian Bronze” Screen Cloth. 


The task of picking prospects from 
the multitude and depositing them 
where you can “land” them is just 
about all we feel capable of. 


Advertisingly speaking, however, 
the goods are already sold in the minds 
of many of your townspeople. 


Whoever comes across “‘Pompeiian 
Bronze” advertisements in The Satur- 
day Evening Post, The Literary Digest, 
Country Life in America, World’s 
W ork, Century, The House Beautiful, 
Collier’s, McClure’s, Leslie’s, House and 
Garden, Sunset Magazine, or Good 
Housekeeping must, we feel, be con- 
vinced by the sound logic contained 
therein. 


Such red-blooded publicity as we 
are creating and sending broadcast 
cannot fail to make a buying impres- 
sion on your patrons. 
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Not stopping at telling the human- 
interest story of how “Pompeiian 
Bronze” Screen Cloth is manufactured 
and thoroughly inspected in the most 
complete plant of its kind in the world, 
we are making it plain to one and all 
that “Pompeiian Bronze” Screen 
Cloth can be recognized by the Red 
String in the Selvage. 


With this as our hub we are turning 
the great Wheel of Publicity—-yes, it is 
a wheel and a magnet both, a force 
that moves and makes move. 


Our campaign, moreover, is not lim- 
ited by heavy national advertising. 
We furnish all the aids that usually go 
with such efforts—free electros, book- 
lets for consumer distribution, sales 
manuals—and we also render an 
unusual follow-up service. 


An explanatory booklet, “Mosgui- 


toes, Flies and Profits’’, is free for the 
asking. Ask. 














The Clinton Wire Cloth Co. 


CLINTON, MASS. 


First Power Loom Weavers of Wire in the World. Makers 
of “Pompelian Bronze,’”’ “Clinton” Painted and “Silver Finish”’ 
Screen eet Clinton “Silver Finish’’ Brand Poultry Netting. 
Clinton Wire Lath, Hardware Cloth, Clinton Electrically Welded 
Fabric for Reinforcing Concrete, and Clinton Perforated Stee! 
Rubbish Burners. 
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For Cold Weather Driving Sell 
The Clark Heaters 


and Clark Carbon 





Every good customer you have who drives in winter and has not already bought a Clark | 
Heater will want one. 


Just keep a few Clark Heaters on the counter where they can be easily seen and you'll 
be surprised to find how many you can quickly sell without any special effort. 


The great demand for Clark Heaters is due not only to extensive advertising but the fact 
that for' 16 years they have given the greatest satisfaction. 


They are not only a luxury but a positive necessity for comfort during cold weather driv- 
ing. You can sell one to the doctor, lawyer, merchant, liveryman—any one who owns an 
auto or carriage—the farmer who takes long drives into town will want one. It is sur- 
prising how many openings there are to sell Clark Heaters. 


Nearly half a million Clark Heaters now in use—every one with our guarantee behind it. 
We make them in 20 styles and sizes, retailing from 90c up to $10.00 each, according 


to size and quality. 


Get Repeat Orders for Fuel 


The fuel used is the celebrated Clark Carbon Brick, with which we can supply you and 
which we guarantee will give your customers perfect satisfaction. 


Get ready early and be prepared with a supply of Heaters and Fuel for the strong demand 
when cold weather sets in. 


— for our new catalog—make up an assortment and get in an early order to your 
jo , 


Chicago Flexible Shaft Company 


606 La Salle Avenue, Chicago, IIl. 
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Hardware Dealers, Attention! 


We want to introduce you to THE VANOPHONE, the 
greatest value in the musical world. A phonograph that 
plays 10 or 12-inch records with a sweetness of tone and 
volume unsurpassed by any machine regardless of price, 
and the cost of a Vanophone is only $12.00, a most 
remarkable value. 





THE VANOPHONE IS 
A MILLIONAIRE’S MACHINE 
AT A WORKINGMAN’S PRICE 


We have a proposition to submit to you that is right and your store 
is the logical place to display and sell this remarkable player. 


The Vanophone is a beautifully finished, finely performing creation, 
free, positively so, from metallic or barrel sounds, provided with a 
smooth running silent motor. 


The Vanophone is truly 


THE MUSIC MASTER FOR THE MASTERS 
and only $12.00 


Get lined up for the Holiday trade on this splendid money maker. 
Every machine sold under a positive money-back guarantee. We 
offer you complete sales co-operation. The Vanophone is a real 
winner. Complete descriptive matter and proposition by return mail. 


THE GARFORD MFG. CO. 


100 Olive Street ELYRIA, OHIO 
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Faulty Methods Cut Profits 


Now that the holidays are slipping into the near past, the beginning 
of a new year offers an opportune time to make some of those 
changes that you have been contemplating but never started. 


January 


iti 














Hardware Store 


Business Methods 


contains suggestions that will help you. The ideas 
and methods presented in this book have aided the 
practical, thinking hardware men who originated them 
—and they have been of material service to others 
who were alert and progressive enough to appreciate 











their value. And any man who has returned to his 





store after supper three or four nights a week, worn 
: his nerves to a ragged edgé and his temper to the 
profane point, does not have to be remarkably progressive to appreciate the points 
offered in this book on the work of inventory. 


Then there are the little defects which bore holes in your business system and let 
profits ooze out. Unless you know where to look, some of them will remain un- 
plugged. A chapter in this book on “Waste in the Store and How to Avoid It,” 
points out a great number of the ebb flow places, which your yearly statement 


doesn’t show. 
The book is broad in its scope and comprehensive in its style. Well illustrated, 


sales sheets, cost records and all the other reproductions are shown filled out 
properly, giving their uses at a glance. The table of contents will give an idea of 


the field covered: 








CONTENTS 


Treatment of Clerks. Waste in the Store and How 


Rules and Regulations for the Hardware Store. The 
Hardware Buyer. Good Buying. Hints for Buyers. 
Securing the Correct Charging of Goods Sold on 
Credit. Conducting Sales to Avoid Oversights in 
Making Charges, Credits, etc. A Broad View of Stock 
Taking. Good Methods in Stock Taking—I. How to 
Take a Quick Inventory; II. From a House in Wyom- 
ing; Ill. A Vermont Merchant's Method; IV. From a 
Pennsylvania Merchant; V. An Ohio Method; VI. 
From a House in South Dakota. Suggestions in Re- 
gard to Inventory. Price Book and Stock Directory. 
Prices and Catalogs. Arrangement of Catalogs and 
Price Lists. The Accumulation of Dead Stock. The 


to Avoid It. Keeping the Stock in Shape. Coll<cting 
Accounts. The Retail Hardware Merchant's Collec. 
tions. Changing a Credit into a Cash Business. Sales 
Record of Cook Stoves. The Merchant and His Em- 
ployees. How to Keep the Store Neat and Clean. 
Cost Marks. Averaging Retail Profits. Changing 
Business Conditions and How to Meet Them. Start- 
ing in Business—I. Getting Located; II. Buying Stock; 
lll. Fitting Storeroom; IV. The Financial Department. 
V. First Year in Business. Profit Figuring System. 
Keeping Track of Shop Work. 


227 Pages, Cloth Bound, Price $1.00 Delivered 





Hardware Age Book Department 


239 West Thirty-ninth Street, New York 





20, 1916 
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TRADE MARK REG. U.S. PAT. OFFICE. 


‘The Prize-Winnin g Rods 


Biggest National Advertiser 
inthe Sporting Journals. 


In Field & Stream, National Sportsman, Outdoor Life, 
Hunter-Trader-Trapper, Outer’s Book and Rod & Gun, 


we are running fifteen pages of advertising in each—a total of ninety full-page adver- 
tisements to increase the already large, nation-wide demand for “BRISTOL” Steel 
Fishing Rods. 


All of these advertisements will create a greater general interest in fishing and will 
create a demand for thousands of dollars worth of fishing tackle of every description 
which you will sell to your trade as a direct result of our advertising. 














In addition to the above, we shall advertise in fifteen or twenty other general maga- 
zines, boys’ publications, national weeklies, etc. 


Based on past experience, this great national advertising compeitn should make 
not less than five hundred thousand men and boys more anxious to go fishing. 
At least twenty-five thousand of these will be so interested that they will write 
directly to us, asking us about the best rods to buy and the best tackle to use. 


In order that every “BRISTOL” Steel Fishing Rod dealer may 
be in the best possible position to make the most money out of this M: Sez. = 
big sale of “BRISTOL” Rods and other fishing tackle, we shall, at i he, ——— 
in forthcoming advertisements in Hardware Age, make five dif- a Pn . 

ferent and distinct special offers on Advertising Helps which 
we will furnish FREE if you will tell 
us what ‘‘BRISTOL’’ Rods you 
have bought for this season’s 
trade—or what kind of fish- 
ing your customers are 
most interested in. 














































Watch carefully for our page 
advertisements in the February 
3rd, February 10th, March 2nd. 
March 16th, and April 6th issues 
of Hardware Age. 


THE HORTON 
MFG. CO. 


301 Horton Street 
BRISTOL - CONN. 
———s 











In the greatest 
National Prize 
Fishing Con- 
tests that have 
ever been held 
in America, 
“BRISTOL” 
Steel Fishing 
Rods have for 
three succes- 
sive years won 
es ; | =— than 
oat TIS & 3 twice as many 
Se. tte rides . prizes as any 
ae > MMO ee other rods. 
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Usual Stock of Black and Galvanized 


Sheets Despite Steel Shortage 
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Fifteen thousand tons of flat black and galvan- 
ized sheets and formed roofings are in stock at 
Wheeling and our centrally located warehouses. 





These sheets are for immediate shipment. 








Back of this stock are twenty modern sheet mills 
constantly supplied from an adequate stock of 
sheet bars; large and complete galvanizing depart- 
ment; and a factory of immense capacity for fin- 
ishing iron and steel products. 


During the present pronounced shortage of iron 
and steel products of all kinds, our stocks offer 
distributors and consumers an opportunity to 
secure needed material without delay. 





Make your inquiries known at 
nearest store or sales office 


WHEELING CORRUGATING COMPANY. 
WHEELING W.VA. 


BRANCH OFFICES AND STORES: 
NEW YORK - CHICAGO PHILADELPHIA 


ST. LOUIS KANSAS CITY CHATTANOOGA 


Manufacturers of 





Flat Black and Galvanized Sheets, Tin and Terne Plates, Long Terne Sheets, Corrugated 
Sheets and Formed Roofings. Conductor Pipe, Eaves Trough, Ridge Roll, Metal Lath. 
Steel Ceilings. Black and Galvanized Household Ware and Metal Containers. Metal Cul- 
verts, Concrete Forms, etc., etc. 





Sales Offices— 
Detroit, Mich. Minneapolis, Minn. 
Dallas, Texas. Richmond, Va. 
Indianapolis, Ind. Portsmouth, Ohio. 


34 


Export Sales Office: 16 Desbrosses Street, New York City 
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JUST LOOK US OVER. 


On better acquaintance you will know from 
experience that you can always depend on 


Gf, {7 VA A Boxwood Rules & 


Spring Joint Rules 


For the very same reasons that the trade 
for years has had highest confidence in 


OFHIN Measuring Tapes. 


Our Boxwood Rules are made from highest grade selected boxwood, properly seasoned. 
The parts are most securely assembled, rivets being headed over so they must hold. 
Then each rule is carefully surfaced, insuring that all parts will be smooth and flush. 
They are machine graduated by a method which make the omission or inaccurate 
spacing of lines impossible; and last, they are very finely polished and thoroughly 
inspected. 


We makea complete line. Send for catalog. Ask your jobber for UFAINM 


Boxwood Rules. We guarantee your entire satisfaction. 
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Combination Rule and Level 


A new article selling very well. Both as Rule and Level a 
practical and handy tool 
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SPRING JOINT. RULES 
CONCEALED JOINT RIVET JOINT 








You see these rules in use everywhere. Made in lengths from 2 to 8 feet. Yellow 
and white enameled. Graduated in consecutive inches, also feet and inches, feet and 
tenths, and in Metric measurement, We can take care of any requirement for these. 


All our goods are made in the United States. 
Without Any Exception, You Cannot Do Better Than To Handle 


[UFHIN Rules “=. Tapes 
THE JUFKIN fPULe C0. 


SAGINAW, MICH. NEW YORK, N. Y. 
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wv What this S127TN) 1M 
a window means 


This sign displayed in your window will mean that 
every shop man, every user of wrenches, dogs, clamps 
or any other of the Billings & Spencer tools will be 
impressed with your desire and sincerity in carrying 
what is known as the best line of goods of its kind on 
the market. | 


The value of such advertising cannot be over-esti- 
mated. The effect it has upon the passerby is very 
noticeable. 


The person seeing this sign in your window who is desirous 
of buying a tool such as we make is almost as sure to go into 
your store as he is to follow the sign of a “blue bell’’ telephone 
if he wishes to telephone his wife. 


The work of this sign does not cease when it has helped to 
lead a new customer into your store, for after he has pur- 
chased one of our numerous products he finds that the much- 
talked-of Billings & Spencer quality is all that is represented 
and his confidence in our products and in you as a hardware 
dealer continually increases. The chances are 100 to | that 
the next time he wishes to make a purchase of any hardware 
materials his footsteps will wind away to your store again and 
by courteous, prompt treatment you will have made another 
permanent customer. 


You should take advantage of every opportunity to build 
your trade among customers of this kind. The Billings & 
Spencer quality sign will do its part if you will do yours. Give 
it the opportunity. 


The Billings & Spencer Company: 
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All The Good Attributes 
Of Swiss Files Plus 
American Uniformity 


It is a revelation to use Nicholson “ X—F” Files on work 
where careful expert filing is required. 







Every file of each respective kind is of uniform shape and 
cut, quality and temper of steel, and this rule holds true 
no matter how many you may unpack. 









For years discriminating file users have been taught, by 
experience, that Nicholson Files stand for the best there 
is in file manufacture. 









Nicholson “X—F” Files give the user who wants files 
for high grade work a guarantee of satisfaction. No delay 
in filling orders, 6000 varieties of shapes, sizes and cuts 
always in stock. 








Write for complete Catalog and a copy of “File Filosophy.” 
You'll like this book; it’s full of valuable information 
which you can put to practical use. 


Nicholson File Co. 


PROVIDENCE, R. 1., U.S. A. 
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Roller Bearing — 
‘Steel Gem’ Caster 


CCAM 


The Reasons Why They 
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Sell Quickly 


“Steel Gem” Casters offer the dealer 
handling them a large number of strong 
talking points. 


For instance, they possess tremendous 
strength; they are stronger and better than 
cast iron casters; they are roller bearing and 
they revolve at a touch. 


The twelve distinct lines give a sufficient 
variety to meet every demand. 


“Steel Gem” Casters in sets of four in neat 
boxes make good displays and help sell 
themselves. 


It is decidedly worth while to investigate 
this line. Send for catalog covering all the 
selling points. 


M. B. SCHENCK CO. 


CONNECTICUT 


CAA 
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The cream of the 
cream separator 
trade goes to the 
De Laval Agents 
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THE DE LAVAL SEPARATOR CO. 


165 Broadway 29 E. Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 
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The name “CYCLONE” of Waukegan, IIli- 
nois, is a guarantee of superior quality in the 
minds of people who buy wire fence and gates 
throughout the United States. . 

The reputation of Cyclone Fence and Gates_ { 
rests on years of uniformly conscientious work 
by high class mechanics in our factory, and on 
“square deal” business methods. 

Public confidence and good reputation consti- 
tute a strong selling force for Cyclone goods J@g)==]==liiishare~ aime 
—make them preferred by the buyerandeasy to ~ cycrowe «uNIVERSAL” | 
sell against all com- ie your town cab usc one or more of 
petitors. 
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these gates. Has heavy high-carbon 
tubular steel frame, closely — 
fabric of Full Gange No. 9 

pickets heavily a an Built. ‘. 
various — with fittings for any 


style pos 
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It is one of the penalties 
of our leadership that the 
Cyclone Fence Company of 
Waukegan, Illinois, should 


Cyclone Fence and Gates 
are made and backed by the 
largest factory of its kind 
in America. 


We guarantee every foot of h 
ave imitators. 
fencing and every gate that leaves our factory T d ae ee 
tion by imitators with in- 
ns in every particular— vO (POCvEs Sentp y 
fing oolong! Speenennene Ar ferior products using half-gauge or even No. 10 


size of wire, height, width and weight—quality 
of material ‘and workmanship. Any shipment 
that does not come up to all the specifications 
given in our literature may be returned at our 


expense. 


or No. 10% in place of No. 9 wire for pickets, 
we offer you free of charge a reliable wire 
gauge, pocket size, for your own protection, that 
will gauge full and half-sizes of wire. 


Maintain your leadership among your customers by selling wire 


fencing true to gauge. 
Cyclone dealers have found our free dealer helps effective business 


builders. Write us about them and get our prices. _ 
Write for illustrated catalog and dealer agency prices. 


‘CYCLONE FENCE CoO., “ttuinois™ 
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CYCLONE DOUBLE OR SINGLE DRIVE GATE—Com- CYCLONE ‘Nn ATIONAL” FARM GATE is the lo 
bines strength and beauty. Frame of heavy high grade tubular steel, nage: SY Com — ; es . — which Benen J gz? — buy 
. on sight. mple, t and strong. me oO carbon 
with center bar support. Fabric closely woven. Supplied with at tubular steel with center-bar support, heavy wire fabric, that 


tings so that one-half of gate is held frm while other half may be is chicken tight from top to bottom. Fittings for any style 


used as walk gate. Built in sizes to fit any standard gate openings. . This is our ‘‘big drive’’ in = So gates. We build them 
y thousands and they sell by thousands. 
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Cortland 
New York 


Wickwire 
Brothers 


Inc. 








There’s more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced batk to the idea of giving the best value and highest quality possible. 
“4 We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
: etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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ine Advertising Brings the Buyers 
to this Dealer’s Store 


S if they literally stepped out of the pages of the 
magazines right into the store, is the experience 
of Mr. McMullin, Manager of the Paint Depart- 

ment of Asam Brothers, Philadelphia. Recently he 

was asked by a special writer of the ‘‘Painters’ Maga- =a 
zine and Paint and Wall Paper Dealer’: ‘‘Do you 
really believe that all the national advertising which 
has been done by the manufacturers has benefited 
either jobbers or retailers??? Mr. McMullin 
replied: ‘‘Well, I'll answer that question from 
my experience in this store. After the Satur- 
day Evening Post or some other large 
circulating medium has run an advertisement on Pratt 
& Lambert Vitralite, for example, we a/ways notice an — 
increased demand — were we to market a brand of our 
own and try to market it as a substitute for a nationally f 
advertised product, we would have a hard time.”’ / 


Make your varnish selling problem easier by 7 
handling Pratt & Lambert Varnishes, the J,’ 
most widely advertised line of varnishes, 
proven by space used and money expended 
for magazine advertising. 


Write For Complete Pratt & 
Lambert Dealers’ Proposition. 


Pratt & lLambert-Inc. « 
114 Tonawanda St. tA y" 


Buffalo,N.Y. gsi ARES Pe ; 
Pratta amber arnis Proposition 
QualityL. Sales ¥ Profits | Repeats--- 
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Factories: New York Buffalo Chicago Bridgeburg, Canada London Paris Hamburg F 
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Screens 





You'll never find business unless you look 
forit. There are probably more opportunities 
for you to sell Coal, Sand, Gravel, Ash and 
Cinder Screens than you imagine. 


A little salesmanship on the part of your 
clerks, a good line like “Royal Worcester” 
and “Martin” Screens and there’s a chance 
to open -up a new field. 


Isn’t it worth looking into? 


WRIGHT WIRE COMPANY 
WORCESTER, MASS. 


Boston New York Philadelphia Chicago San Francisco 


Sand 
Screens 
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A NEW PLANE 
Stanley Rabbet 


Filletster N 0.278 


The sides and bottom being square with 
each other, the plane will lie perfectly flat 
on either side. 


It has an adjustable fence which slides 
under the bottom, regulating the width of 
the cut. 


It is fitted with two spurs, one on each 
side, for working across the grain—also an 
adjustable depth gauge. 


As both the fence and the depth gauge 
can be attached to either side, the plane is 
suitable for either right or left hand work. 


The front part of the Plane can be easily 
detached, thus providing a bull nose plane 
for working close up into corners or other 
difficult places. 


The cutter is adjustable endwise. 


Length over all 634 inches—1 inch cutter, 
weight 2 lbs. 


List Price $1.75 


On account of its many usages and low 
cost this plane should prove a good seller. 


Manufactured by 


STANLEY Rute & LeveL Ca. 
New Britain, Conn. U.S.A. 
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Dealer and Consumer Alike 
Unite in Endorsing 


<Orsin-BRown SPEEDOMETER 


*“*The Speedometer of Absolute Accuracy”’ 


The dealer from the viewpoint of sales, the 
owner from the viewpoint of service. 


Many speedometers have been tried on the 
Ford, but it remained for the Corbin-Brown 
to give absolute satisfaction. 


The Ford Special is slightly higher in price 
than other Ford Speedometers for the rea- 
son that the Corbin Co. places its reputation 
above price competition. The workmanship 
and material in Corbin-Brown and the un- 
equalled service it gives more than make up 
the difference. 


All the basic, successful features of the 
original Corbin-Brown are retained with the 
addition of several important improvements. 


The Swivel Gear 
Section 


These large gears yield 
great power and are 
made in one piece 







are attached, and 
hardened. They 
are held in correct 
location by a big. 
etrong collar which insures exact meshing. All 
bearing surfaces are exceptionally large and the 
entire mechanism is so assembled as to be pro- 
tected against the entrance of dust and dirt. The 
bead section has a large capacity for grease and, 
eing filled when assembled, will need no attention 
for a long period. 


The Attaching Bracket 


Though firm and rigid this bracket can be ad- 
justed to four positions by merely removing two 
set screws, thus enabling the driver to obtain ex- 
actly the angle most suited to his range of vision. 


Ford Owners Specify the Corbin-Brown. 
Jobbers Include It In Your 1916 Catalogue. 


THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORP., Successor 
NEW BRITAIN, CONN. 


BRANCHES: New York Chicago Philadelphia 
Makers of Corbin Duplex Coaster Brakes for Bicycles 
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Tell the builder 


to forget lath-and- 


plaster. Isn’t this 
one of the strongest 


sales arguments that 
you can give a builder? 
That when he uses Ankyra 
Ankor Bolts he can “forget 
lath-and-plaster’ — forget 
all the troubles usually en- 
countered in hunting for a 
studding in this class of 
structure. 


Ankyra Bolts insure an abso- 
lutely secure attachment for 
fixtures in lath and plaster, 
whether wire or wood—the 
picture shows this clearly. 


And they are equally applicable 
to hollow tile, stucco, corr 
crete, compo-board or hollow 
sheet metal. 


These are a few of the very 
definite reasons why architects 
and builders throughout the 
country are specifying and using 
Ankyra Bolts in enormous 
quantities. 

Finally, don’t you appreciate the 
enormous sales possibilities of 
Ankyra, when you realize that 
every dwelling is calling for at 
least four such appliances, and 
does not know of the existence 
of Ankyra? 

If you will write to-day, we will 
gladly send samples of Ankyra, 
and show you how profitable a 
line they would be for you. 


Ankyra 


Manufacturing Company 
150 Berkley Street 
Wayne Junction 
Philadelphia 


U 


Bolts 
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ARTISTIC 
BANK 
INTERIORS 


Banks should use Y2eisee Joint” 
Metal Ceilings because of their 
enduring service and economical 
cost. 
The high quality and dignified 
| tone of aust zoint’ Metal 
Ceilings are strictly in keeping 
mm =with bank ideals. 


The designs are all of the highest 
artistic standard and the decora- 
tive schemes are unlimited. 

For interior decoration YJzeisibe Joint’ is the preferred ceiling and wall finish because of such ad- 
vantages as— 








Beauty Fire Proof Ease of Erection 
Durability Economy Lower Insurance Rate 


Our ceiling catalog shows many new and exclusive designs suitable for any interior. 
SEND FOR CATALOG TODAY 


MILWAUKEE ARTISTIC METAL CEILING CO. 


Branch at KANSAS CITY, MO. MILWAUKEE, WIS. 
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BASIC OPEN HEARTH 

ean still be obtained from the stock of many jobbers who stocked up 

heavily at the right time. Werecommend specifying, a preference for 

We hope before very lon3, to be in a position to re-enter the market 

with Black Sheets and later on with Galvanized. 

First National Bank Bld¢., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, I!L _ 


: 
BLACK AND GALVANIZED 
the Inland brand as a means of securin?, the most reliable material. 
INLAND STEEL COMPANY 
Branch Offices- ST.LOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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Bis. of every Bishop’s “Greyhound” Bishop NS) 


Saw is over 20 years of specialized 
experience in High-Grade Saw making. a P h qd” 

IN every saw that bears the “Greyhound” rey oun 
trade-mark is the toughest kind of ‘pure, evenly 
tempered, refined steel. 

OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 

AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his 
money. We'll do the same by you. 

Made in both Straight 
and Skew back. 
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LIST PRICES 
Length Dozen 
i Gt Cas 0.6 Wee aed $28.00 
a -4.boe'n vedas 30.00 
Pt +t desseewena 32.00 
Pree 34.00 
Saree es 36.00 
a ee 40.00 
DP situeeews ~«-- 44.00 


Packed one in a box. - Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back, or rather, stand alive and 
watch them stop and bite. 


















IN NAMI 


| 
J 


Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a cen- 
ter level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges or chisels; you can 
do scalloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 


A 


J 





Let us send you de- 
tails on this free display 
cabinet. 








The Progressive Manufacturing Co. 
Torrington, Conn., U.S. A. 
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MACHINE SCREWS 
STOVE BOLTS 


Largest Stock and Greatest Assortment 








Screw Co. 


Western Depot : 
69 East Lake St.,Chicago, Il. 


American 
PROVIDENCE, R. I. 





Zire Bolts 
Rivets and Burrs 
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MYERS Cog Gear SPRAY PUMPS 








REQUIRE 331% LESS POWER TO OPERATE 


Did you ever operate a spray pump for four or five hours at a stretch doing real spraying? If you 
have you will agree with us that this is not the easiest work to be found regardless of how easily the spray 
pump works. Here is the reason why we ask this question :—Spraying, being real work evert under the 
most favorable conditions, pumps that cut this work one-third and do the spraying better will interest you, 
and doubly so your customers. 

MYERS COG GEAR “Rolling Motion’’—Bucket and Barrel—SPRAY PUMPS, Small, Medium or Large Capacity, require 
33%4% less muscle to operate. For the man who sprays this means a saving of one-third of his energy, or if desired this reserve 
force can be utilized in other ways—an extra nozzle can be added and used satisfactorily; a higher and more uniform pressure can 
be maintained thus effecting a saving of mixtures through the even penetrating spray thus obtained; one man can operate the 


pump much longer without rest or change, saving time. These points alone are sufficient to set anyone thinking. Then, add the 
many other Myers features, and you will be quick to recognize the selling possibilities of MYERS COG GEAR SPRAY PUMPS. 


MYERS SPRAY PUMPS—The Complete Line—Bucket, Barrel and Power, Nozzles and 
Accessories, for every spraying need, are ready for the 1916 Spraying Season. Write us to- 
day for catalog. 


F. E. MYERS & BRO., Ashland, Ohio 


ASHLAND PUMP AND HAY TOOL WORKS 
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paper above all others which re- 
. quires no introduction to men of 
experience. The quality is in-built—glued 
on, so to speak. 


U S. SANDPAPER is the one sand- 


The ingredients we use are simply good 
paper, good glue and good flint, combined 
in such fashion as to render the whole a 
most effective abrasive. 


The “Handy” Sandpaper Package is one 
of our most popular sellers. It contains 


twelve sheets of assorted weights and retails 
for one “jitney.” 


Merchants report splendid results from 
displaying the “Handy” package on their 
counters and in their windows. It’s some- 
thing new and different. Has the familiar 
“map-of-the-U. S.” trademark printed on 
the outside in red, too! That counts for a 
good deal! 


Try an order and watch it go! See your 
jobber TODAY! 


THE U. S. SANDPAPER CO., Williamsport, Connecticut 


This Market Is Yours 
For the Asking 


A ready-made demand for TRIUMPH CHAINS is existent in 


every state of the union. 


It is certainly true that a firm is known 


by the value it gives per dollar and the experience which governs 
this value-giving. This explains our unusual hold on the chain 


market, both national and local. 


TRIUMPH CHAINS were the first weldless chain having a 


lock joint. 


Made from specially tough hard-drawn steel wire; per- 


fectly smooth—it can’t kink. Twice as strong as Welded chain. 
Three times as strong as Steel Wire Rope. Five times as strong 


as Double Jack chain. 
chain. 


How do we get these figures? 


Eleven times as strong as Single Jack 


By actual competitive tests! 


And as for our experience—we have had over a quarter century of it. 
May we be favored with a trial order? 


The Bridgeport Chain Co., Bridgeport, Conn. 
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KIEL MANUFACTURING COMPANY 


ALBERT LEA, MINN. 
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—_ ; ' to please 


The Oscillator 


=<. Vacuum Washer 


Sefety Hand . 
WwW i 4 = 
Wringer Forces water di 


rectly thru the 

clothes by compressed 
35552 | 1h air, involving the simple 
| but effective vacuum 

principle. No fabrics 
too heavy or too delicate 
to be washed clean and 
without injury. 


We make Hand, Gaso- 
line Engine and Electric 
Power Machines. 


Foot Our free trial and ex- 
clusive agency offers are 
now open. Write now. 


PE te, 
BASE Wes 








Display One in 
your window 


Voss Bros. Mfg. Co. 


Davenport, Iowa 









Show these critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 
them see the conveniences and exclusive fea- 
tures this Washer offers. They will be quick 
to see and appreciate what it will do. 


By our system the washing travels 
straight from one end of the machine to the 
other and the wringer goes with it, or from 
wash tub to clothes basket without a lost 
motion or an extra step. 


Please remember that every machine is 
guaranteed against defective workmanship 
and material. If you want prices and infor- 
mation ask for them—but do it today. 
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Ice ‘poe made the 
“ White" Mountain 


So agie than.e 
pudding ora pie. 


The Triple Motion” 
does it. 







WHEN YOU ADD 
TRIPLE MOTION 


White 
Mountain 
Freezers 


TO YOUR STOCK 
YOU MULTIPLY 
YOUR FREEZER 
SALES THREEFOLD 















LJ 





THE 
WHITE [MOUNTAIN 
FREEZER CO. 


Nashua New Hampshire 






























Have you ever had a 
pair of old shoes that did 
not fit you properly? 


If you have you know what a 
woman is up against when you 
sell her a clothes wringer that 
does not properly fit her tubs. 


When a customer wants to 
buy a wringer the first question 
should be, ““What kind of tubs 
have you?’ If she has a soap- 
‘stone or slate tub sell her a 


wringer that will fit that tub. 
Our No. 781-S is one of the 


very best wringers that money 
can buy. Guaranteed for five 
years. Steel ball bearings; en- 
closed gears; I]! inch rolls; re- 
versible water board. 


We make many other styles. 
Send for our large and interest- 
ing catalogue. 


Lovell Manufacturing 


Company, Erie, Pa. 
Largest Manufacturers of Clothes Wringers in 
the World 
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The Combination 
Holder 


we illustrate is particularly a 
combination of attractiveness 
and service. 


Our unusually convenient arrange- 
ment of the two tumbler holders and 
a soap dish is essentially a natural 
combination which the consumer 
will appreciate. 


This particular fixture is a very good 
one. It will interest your better class 
trade. The metal parts are Solid 
Brass, highly polished and heavily 
nickel plated. Equipped with best 
grade opal tumblers and soap dish; 
one inch No. 7 round head brass 
No, B3484 Extra Heavy — nickel plated; packed one in 
a box. 











All of our unusually large line will prove interesting to you, when you know our values. Write for 
catalogue and prices. Address 


American Ring Company 
FACTORIES: WATERBURY, CONN. 


NEW YORK CHICAGO BOSTON SAN FRANCISCO 















Winds er Gin Walk 


and unwinds in the same way. Not necessary to touch 
wet, muddy hose. Investigate the 
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Pushed like a go-cart, it automatically gathers up the hose, winding it around 
a large galvanized drum. 














To unwind the hose, merely a reversal of motion is necessary. 


No Complicated Mechanism 


By simply drawing up and catching lower handle, the drum locks for moving 
wound reel from place to place or for winding or unwinding hose 
without moving reel. 


Only Reel of Its Kind 


All steel—frame enameled green. | 
Capacity 150 ft. of 34-in. hose. Weight 32 pounds. 


Retail Price, 35.00 


JOBBERS—Write for proposition. 
DEALERS—Write for prices. 


FOSTER BROS. MFG. CO. 


Utica, N. Y. St. Louis, Mo. 
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‘Universal Disc or Roller 


Bearing Plate Casters 


MADE IN FIVE DISTINCT SIZES ATen-Center That Has 
WITH VARIOUS KINDS OF WHEELS 
, FULL VALUE 


QUICK APPEAL 
SATISFACTION 
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The ‘Universal’ Disc or Roller Bearing Plate 
Casters are built of ‘Grey | Iron, Copper Bronzed 
Finish and equipped with strong Steel Axle and 
Steel Disc Roller Bearings. 


Briefly, the ‘‘Universal”’ Disc or Roller Bearing Plate 
Casters are the best constructed Casters on the market. 
Unlike the average Disc Bearing Casters they are built of 
heavier tron castings throughout, smoothly finished and 
fitted with heavy steel axle and uniform steel Disc or 
Roller Bearings. 





























754B 
es Number 752 753 754 Broad- 756 
a . wheel 
Face Face Face Face Face 
Size of Wheel 1 J,"x %” 1 A"x %’” 154"x i” 154’xh” | 114°xh" 














Packed one set of a size in convenient boxes 


We also manufacture Roller. Bearing Truck Casters 
intended for box and other style trucks 


Write for complete catalog No. 105 H. A. 











Fits your hand and cleans 
clean stiff, rust-proof 
wires—scours anything 
quickly—saves labor, 
time and temper. 


And it floats: top of 
handle is always above 
water. 


Packed in attractive coun- 
ter display package—three 
dozen to each. Sells read- 
P ily on sight to any house- 
Universal Caster & Foundry Co. ate 

General Offices and Factory: 
574 FERRY ST., NEWARK, N. J 
Also Maker ‘U al” B 
diss, Motes, punseepel al, Scoring 1 THE OSBORN MANUFACTURING CO. 
dicen: | Metallic Bedstead Casters and “Uni. CLEVELAND NEW YORK SAN FRANCISCO 

5401 Hamilton Ave. 395 Broadway 61 First St. 
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Grand Rapids 
All Steel 


Sash Pulleys THE CHAMPION 
Double 


acing Floor Hinge 






(Patented) 


Have a reputation for 


quality and time-sav- This handsome hinge of few parts has 
ing features. the “call,” and deserves it. 
Made in fifty dif- The entire weight of the door rests on 
ferent styles, any a ball bearing and allows the door to 
nish. swing freely and easily without jar or 
noise. 


Your jobber can : 
supply you. And all a carpenter has to do to attach 
this hinge, is, simply saw out a rectan- 
gular piece at the bottom corner of the 


Samples sent free on door and make a slight mortise for the 





request. Get our strap ends of the hinge. No wonder 
; thirty-one-page it sells. 
« _ ie ay em catalog. 
a Send for our Catalog of Profitable 
Hardware Specialties. 
Grand Rapids Hardware Co. 
The Champion Hardware Co. 


520 Eleventh St., Grand Rapids, Michigan GENEVA, OHIO 
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BETTER GET Busy 


Peerless Freezers are a good buy at any 
time—they are the best, too, at any price. 
It’s the line that has given complete satis- 
faction for over 40 years. 





Push Bar 


Mortise Latch 
















Door Brace 





But listen, they are a doubly good buy 
now at the same old prices. Metals are 
from 25% to 300% 
higher than cost to us 
last season, still our 
prices have not yet 
been advanced. 





Shelby Screen 


Door Hardware 
Meets the Demand 


The line consists of 
12 styles of screen 
door hinges; 10 styles 
of pulls; 2 styles of 
door braces; 2 styles 
push bars; 2 styles 
latch sets; bumpers, 
perfection springs and 
gate hooks and eyes. 


Ask for Prices. 


Better place your 
order for Peerless and 
Frezo Freezers at 
once with your jobber 
and be _ protected 
against any possible ‘avium 
rise. As a Watch to Wind 


Pull and Plate 








The 
Shelby Spring 
Hinge Co. 
SHELBY - OHIO 


THE PEERLESS FREEZER CO. 
WINCHENDON, MASS. 


J. C. McCARTY & CO. 
29 Murray Street, New York Eastern Selling Agents 





Rim Latch 











888C Hinge 


























January 20, 1916 HARDWARE AGE 


37 














(CHICA 
SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 
Chicago Spring Butt Company 


CHICAGO NEW YORK 
Send for Catalogue H-32 




















BOMMER 


Floor Surface Spring Hinge 
- Release and Holdback Features 
wees Ball Bearing—Alignment Device 


Every moving part of this hinge can- be oiled from a single 
hole on outside of side plat 





Creators of the Demand WB Rpinesecssr atl 


and single-acting doors 





for Alaska Freezers 


Alaska Freezers with the Aerating Spoon 
Dashers make delicious, smooth and fluffy —_— 
cream in three minutes with the least labor.  O Pils EP EEEEEES 


We are not content with making the best . 
freezer on the market. So we help you 
create a demand for the freezers by national 
advertising, cuts, etc. Use some of these 











~—— le 
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cuts like the one above and get results. We oe a ah SS tse 

furnish them free of charge for your paper. Ds See 

Many will come to your store for their This is the most durable hinge of its type. 

Alaska Freezers. It holds the door open when swung to go de- 
You get all the profits from factory to grees. The spring-action can also be entirely 

kitchen. We sell direct to you. Price-cut- released as long as desired so that the door 

ting competition eliminated. Write for our will swing free, without spring-action, in 


either direction, by inserting a wire nail (when 
the door is open) into a hole provided in the 
side plates for that purpose. The spring-action 


THE ALASK A FREEZER CO. can be restored by withdrawing the nail. 


Winchendon : Mass. Bommer Brothers, Mfrs., Brooklyn, N. Y. 


proposition. 
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\~~ eseansscere.\ Tubular Rivets and Bifurcated Rivet 


= 3 
2 TUBULAR 


ee. 
Packed in CARTONS, Assorted | A 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


THTITTTY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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An Honest 
and Substantial 
Power Grinder 


at a 


POPULAR PRICE 

















A Big Seller § 
For Your a 


Farm Trade 


HARVEST KING 
Cleveland Grindstone 


Sold Only to Hardware and Implement Dealers 














There must be a good market in your vicinity tor a strongly 
built, medium priced grindstone like the Harvest King. 


The stiff frame of heavy angle steel, 14"x1%4"x3/16", is braced 
against all vibration. The stone is our high grade standard 
Cleveland Grindstone, 24”x2”, on a 5%” steel shaft, which runs 
on heavy steel roller bearings. The pulley is 12”x23%”. A hand 
crank and drip cup goes with every Harvest King. We can 
also supply a treadle, pitman and trough. 


Finished in green and black. Comes to you frame folded, stone 
crated. Weight about 125 lbs. 


Write For Trade Price. 


THE CLEVELAND STONE COMPANY 


LEADER-NEWS BUILDING 33 CLEVELAND, O. 
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PANAMA PACIFIC INTERNATIONAL EXHIBIT 


SAN FRANCISCO - 1915 


THE EXHIBIT THE ; as 
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‘Thimo TOOLS 


Highest 
Award 
for ee aH ' 
Pipe | P 
Fitting =| PE FTN | i 
Tools | oom 














Send 
PRL For 
Catalog 
Nut Guards 133 








Be sure to ask for the TRIMO 
wrenches, both Pipe and Monkey. 
They are equipped with Nut 
Guards that prevent the accidental 
turning of the adjusting nut in 
close quarters, and with Steel 
Frames, in the principal sizes, that 
will not break. 


Place a magnifying glass over 
the above and increase your orders 
accordingly. 








TRIMONT MFG. CO. 


55-71 Amory Street 
WITH FLAT-LINK OR CABLE CHAIN 
Trimo Chain Wrenches ROXBURY, MASS. - - U.S.A. 
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Of course you have heard about Seedtape 
But are you selling It? 





new way to plant seeds—seeds in | 
a tape—a whole row at a time— |e 
and the best seeds obtainable. 

Even before we started our present 
strong advertising campaign people were 
saying to each other: 

*“‘There’s a new way to plant seed this 
year. It comes in a fertilized tape prop- 
erly spaced. I wish I knew where I 
could get some.” 

Our advertising tells people not only 
all about Seedtape but where they can get 
it too. It refers them to the livest store 
in each locality. Is that yours? 


UEER how the news has flashed : 
over the' country that there is a Plant dated eeboy= ~ h* 
im 
: an 











> 
. 


\. 


Our advertising tells them, too, exactly al itl NP. “SVE \\ 
what Seedtape is. Here is a package. | a4 — Fi 














OW, once in a long, long while the 
merchants of this country have a 
chance to get the benefit of a really big 
basic idea applied to a common necessity. 
It happened when the vacuum cleaner 
took the place of the broom, when the 
kitchen cabinet came to save the house- 
keepers’ steps and when the washing 
machine brought new profits to the hard- 
ware trade. 





Seedtape consists of carefully selected garden Anything that stimulates interest in 
seeds, properly spaced in a fertilized paper tape. gardening is a boost for the hardware 
The fertilized tape acts as a wick and draws the ; . 

man’s business. People who never ran 


ground moisture, assuring earlier germination and f é b 
healthier plant life. With Seedtape you can plant successful gardens before are going to be 


your garden as fast as you can walk—a whole row drawn to gardening this year by the very 
at a time. novelty of Seedtape. And they will be 


Seedtape will start new gardens 


That means more seed—and more garden tools 
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confirmed gardeners next year because 
though Seedtape has the advantage of 
being a novel idea, still its best point is 
the quality of the seeds taped. They are 
absolutely the highest grade obtainable 
—much better than frequently sold in 5 
and 10c packages. Seedtape gardens 
grow. . 


How many plots are there in your town 
which an idea like Seedtape can turn 
into gardens? How many back yards now 
overgrown with grassand weeds can be 
made to produce fresh vegetables—and 
how many sets of trowels, hoes, rakes, 
watering cans and garden hose can you 
sell as a result? 


SEEDTAPE 
Easier to plant—Easier to sell 


O MAKE it easy and profitable for you to 
sell Seedtape, we have prepared for you a 
handsome lithographed counter box containing’ 
100 packages of 25 varieties of Seedtape vegeta- 
bles in the following varieties: 


BEEt, Early Egyptian 

CaBBAGE, Early Jersey Wakefield 
CaBBAGE, Premium Flat Dutch 
Carrot, Oxheart 

Kou tRaBI, Early White Vienna 
Lettuce, Big Boston 

Lettuce, Black Seeded Simpson 
Onion, Yellow Globe Danvers 
Onion, White Portugal 

RapisH, Scarlet Turnip White Tip 
Raptsu, Long Scarlet ' 
Rapisu, Icicle 

Beans, Bountiful 

Beans, Golden Wax Improved 
Beans, Challenger Lima 

Pras, Gradus 

Pras, English Wonder 

Corn, Golden Bantam 

Corn, Country Gentleman 
CucumBErs, Improved White Spine 
Pars ey, Double Curled 
SPINACH, Long Standing 

Swiss CHarpD, Giant Lucullus 
Tomato, Stone 

Turnip, Purple top, strap leaved 


In addition to these vegetables we also tape the 
following flower seeds: 


ASTER CANDYTUFT 
MIGNONETTE PANsy 

BALSAM SWEET Peas 
MorninG GLORY CALIFORNIA Poppy 
PINKs PHLOx 


AMERICAN SEEDTAPE 
COMPANY 


Woolworth Bldg., New York 


Pa 


7 


Dealer’s Counter Box 
The counter display 
box shown here costs 
you $6.50-614c a pack- 
age and you retail it at 
10c a package, giving 
you a profit of 54 per 
cent. Seedtape flowers 
cost you 3c a package 
and retail at 5c—a 
profit of 6624 per cent. 
Special Ready-to-Grow 
Gardens 

We have also pre- 
pared a $2.00 assort- 
ment, consisting of 20 
varieties of vegetables, selected by a board of 
the leading horticulturists of the country who 
have combined their opinions to produce the most 
properly proportioned and well balanced garden 
that you have ever sold. In fact, it is the first 
ready-to-grow garden that you have ever been 
able to offer your customers. A smaller assort- 
ment, just as carefully selected, is retailed at $1.00. 


In a word, Seedtape gives you something to 
talk about in selling seeds—it lets you sell a whole 
carton full of packages at once instead of a few 
individual packets, they can of course have 
individual packages also. It rouses new interest 
in gardening and stimulates the rest of your 
merchandise. It becomes a leader in creating 
comment and developing new patronage for your 
store. 


Now is the proper time to send in the cou- 
pon in the corner. Our shipments are all 
prepared, ready to be sent off at once. 
If you act immediately, within the 
next few days your customers will 
find-in your store this profit- 
making invention which they 7 
are learning about from 
our magazine advertis- 
ing and from their 
own friends. 


Send in the 
coupon to- 


day. 
a 
7 


eee 





7 
Pics 
7 
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4 American 
Seedtape Co. 
Woolworth Bldg. 
f New York 
an Enter our order for your 
Counter Box containing 100 
Boxes of Seedtape Vegeiables (Price 
$6.50), also 
$2.00 “‘Ready to Grow Gardens” 
$1.00 “Ready to Grow Gardens” 
1916. 


i 


e aa 


*oenrneeee e£*# @ *@ 


Reece eoeos 6 6.6 € 6.00 


4 
rr“ 


ADDRESS ....... 
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Jouns- 
ANVILLE 
SERVICE 



























COVERS 
THE CONTINE 


A Safer and 
More Efficient 
Fire Fighter a 


That is gaining quick recognition be- 
cause of an easily apparent superiority in 
design and in ease, safety and effective- 
ness of operation. 


J-M FIRE 


Always ready for instant use. Contents 
sealed against tampering. Stream is steady— 
powerful—non-pulsating and though deadly to 
fires, including gasoline, oil and electrical, is 
harmless to everything else. Constructed on a 
principle which permits of efficient use from 
cramped positions that render the operation of 
other extinguishers exceedingly difficult. 

Inspected and labelled by the Underwriters’ 
Laboratories, Inc., and entered as an approved 
fire appliance by the National Board of Fire 
Underwriters. 




















Saves 15% on Automobile 
Fire Insurance Premiums 


To the Trade—We have an inter- 
esting proposition to make. Write 
nearest branch for it today. 









\ 





Bracket 
5 8.0 caiedea 
























aot SHOCK 
= ES, 
H. W| JOHNS— 
5 . f 
Akron Columbus — Kansas City 
Albany  -jDallas ff Los Angeles — 
Atlanta Dayton Louisville 
Baltimore Denver Memphis 
Birmingham Detroit Milwaukee 
A, Boston {Duluth Minneapolis 
. Buffalo -}Galvestor Nashville 
cS Chicago Houghton Newark 
4 Cincinnati : - . New Orleans — 
Cleveland | New York 
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| > Ge MANVILLE 





SERVICE 



























Quickly becomes 
a Leader in 
Dealer’s Stocks bia. 
sizes for pa te _ 


Car owners in increasingly greater makes of cars 
numpers are learning that this brake 
lining combines high braking effici- 
; ency with maximum economy in pes 
eae service. This knowledge has stimu- | 
= lated its sales everywhere. 


J-M Non-Burn 
BRAKE LINING 


is the product of Asbestos fabrication 
methods evolved from 50 years’ undis- — 
puted leadership in the Asbestos field. Its et 
efficiency as motor vehicle equipment is : | 
vouched for by a long reliability record in 
the industrial field, where the require- Reg 
ments to be met are infinitely more severe. | 





Dealers—Send at once for our 
proposition to the trade AAA. 

















MAN VILLE CO. 


Pelle St. Labis ri. 
Philadelphia St. Paul Talsa 
Pittsburgh Salt Lake City Washington 
Portland San Francisco Mn es-Barre 
Rochester Seattle Youngstown 
Syracuse 


THE CANADIAN] 
_ H.W. JOHNS-MANVILLE CO, LIMITED 
_ Toronto Montreal Winnipeg fancouver 
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Just a Few 


We're only able to 
show a few of the many 
styles of Chatillon Scales 
—but don’t think that 
the Chatillon line is at all 
limited. It isn’t. We 
have scales for every 
purpose—scales for com- 
mon everyday purposes 
and scales for the special 
needs of many trades. 


There isn’t a merchant 
in your town that doesn’t 
use scales. Most house- 
keepers use them, too. 
Business men need postal 
scales in their offices. 
There’s a Chatillon Scale 
for each of these pur- 
poses. Have you a com- 
plete stock? 








JOHN CHATILLON & SONS 


85-93 Cliff St., New York City 


(Scale Makers Since 1835) 


Sole Distributors of Foster Bros. & Chatillon Co. Products 





QO 
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OUR CO-OPERATION 


Below Are Dealers Help Features Secured By 
Agents of 


MARTIN-SENOUR 
PAINTS 


Wide-Awake Store Advertising 
Attractive Window Displays 
Up-to-Date Display Signs 

Fence Display Signs 

Large Enameled Agency Sign 
Electrotypes for Local Advertising 


Extensive Local Mailing Campaigns 














These features are designed primarily to 
link the dealer's name with the QUALITY 
of our products and to attract the attention 
of the property owner, and bring him to 
the store for paint, or to sell him paint when 
he is in the store. 


We will help you in YOUR “1916” Paint 
Campaign. 


A post-card will start OUR “1916” Plan 


your way. 





THE MARTIN-SENOUR Co. 


PIONEER'’S OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 
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| Accuracy 


NSPECTION in modern 
factories has become 
so rigid that the ac- 
curacy of workman- 
ship is measured to the 
thousandth of an inch. 


Think of the accuracy required 
1; inthe factory where these measur- 
in?, instruments are made. 








}| In the Starrett factory, where in- | 

1} struments are made a measure to a 

| ten-thousandth of an inch, all the fine 
|  workis laid out—scribed and measured with 


— Tools 


Every hith-prade methane: prizes 
his Starrett Tools because he 


knows they are standard through- 
out the world. He knows his skill aided 

by these instruments makes him an accurate 

workman and that Starrett Tools are almost an 

insurance against idleness, for manufacturers 

— that the best workmen use the best 
tools 


Starrett Tools include 2100 styles and 
sizes of fine instruments—steel rules, 
tapes, squares, levels, hack saws, calipers 
and dividers, micrometers, Zages, speed = 
indicators and many others. 1 
We deal direct with Hardware Stores. Send for 4 i 
Free Catalog No. 20A, prices, terms. j i 
THE L. S. STARRETT COMPANY 
“The World’s Greatest Tool Makers" * ih 
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following goods 
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proved upon. If GY; . : : 
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there were a better way \N : 
ae we apts aged a Y Manufacturing Co. is solving the problem SN — 

Butts and Hinges are G of dependable hardware for the S Ps oP ea 
packed one pair in an en- Yy rap an inges 


S Safety Hasps 






viet th wie The Wp dealers of the country, at a sav- 


: Yip . : S No. 35 Automatic Hasps 
ery ance mated come My ingot bothtimeandmeny. Fl 


WG, Everything is for the dealer’s SN . Handle Hinge Hasps and Staples 







No. I! and No. 12 National Hangers, one pair in a 


SS box with bolts. 
NS Storm-Proof Hangers, one pair in a box with bolts and lag- 


screws for rail. 


National Mfg. Co., Sterling, 


Illinois 


will tell whether a carton or package has been 
opened or not. This method saves the time 
required to count screws, the loss from careless 
counting and the dealer's and customer's time. Time 

invoicing also is saved, as broken packages can be Gy, 
‘spotted’ at a glance. 
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LIFTING LUCRE 


FROM LEATHER 


How the West Has Buckled Into the Collar and Reaped 
Profits from the Sale of Harness 
By B. G. CAREY 


HERE is nothing that tickles the eye of a true 

i son of nature like the sight of a big, well- 
proportioned draft horse in full-dress uni- 

form. You may have a penchant for motor trucks 
and automobiles, but the prancing of the old horse 

















This excellent way of displaying harness helps to sell 
150 sets a year for the Rawson Hardware Company 


will take you back to boyhood days and conjure up 
a vision of the back forty with its all-day hikes 
behind the plow and cultivator. Everybody likes a 
good horse, and we all love to see the old boy rigged 
out in a suit that puts the necessary finish on his 
wardrobe and brings out his natural beauty. It’s 
human nature. We all concede that the automobile 
is here to stay. The motor truck has already copped 
the cream of the city traffic. But the horse lives on 
and takes his daily three squares of oats and alfalfa 
while his price still soars. He is the king-pin in a 
dominion all his own, and he sports a new suit of 
store clothes just as regularly as the counter- 
jumper at the corner drug store. 


The Big Gray Horse at Rawson’s 


Out in Williston, N. D., the horse is still the 
real thing. If you don’t believe it take an in- 
ventory some Saturday afternoon and note how 
many roans, blacks, grays and pintos are nibbling 
splinters off the hitching racks that adorn the little 
city’s side streets. Every farmer within a radius 
of 20 miles hits Williston on the last day of the 
week, and the big percentage of them come in on the 
“Whoa, Git-Up!” line. 
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Not all the horses in Williston, however, are tied 
to the hitching racks. There’s one big, perfect gray 
that takes a daily stand in the entrance to the Raw- 
son hardware store, where he shows off his own 
charms and the fine points of the harness the firm 
has for sale. To be sure, he was born in a paper 
mache factory, but he has all the earmarks of the 
real thing, and he never figures in a runaway. It’s 
a case of safety first. 


Sells 150 Sets of Harness Per Year 


The Rawson Hardware Company has handled har- 
ness for several years and regards it as one of the 
staple lines of its stock. The company has over 
$3,000 wrapped up in harness and figures a net 
yearly profit of 35 per cent. The records show the 
sale of 150 sets of work harness per year at an 
average price of $45 a set. You can figure the profit 
to suit yourself. The stock is carried in a separate 
room, where it can be shown to advantage. The 
harness is hung on regulation harness hooks, each 
harness occupying a separate hook. The collars 
and pads are arranged on shelves, while the blankets 
and extras are displayed on tables. Hardware is 
the firm’s line, and it is in the game to the finish, 
but harness with the company is a hardware item, 
and it would take considerable small talk to convince 
it that it is not entitled to harness profits. 


Another Dakota Firm in the Harness Game 


The sale of harness is not a new wrinkle with 
Jacobsen & Fugelso, Minot, N. D. They have 
carried an extensive line for many years and sell 
great quantities of harness and harness accessories 
yearly. This firm displays the stock on a rack of 
galvanized pipe, with cross-bars to support the har- 
ness. The rods at the front and back of the rack 
are drilled and fitted with 60d spikes, which act as 
hooks for holding bridles, straps, halters, etc. The 
base of the rack is formed of pipe and elbows, while 
iron balls set in babbit sockets act as castors. It is 
very convenient, carries a large stock of harness 
and can be easily moved to any part of the store. 
Jacobsen & Fugelso regard the harness line as a 
hummer, and declare themselves more than satisfied 
with the profits. 


A. J. Broadwater Finds the Harness Line Profitable in 
Montana 


Harness has long been a staple in the hardware 
store of A. J. Broadwater, Havre, Mont. In this store 
also a galvanized pipe rack solves the display prob- 
lem, and a good profit is realized from the sales. 
Mr. Broadwater uses a novel rack for the display of 
collars, which economizes space and keeps the stock 
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in sight. A piece of 2-in. pipe extends from the 
floor to the ceiling and is held in place by means 
of floor plates and nipples. Attached to this center 


—+ 





| +. s.. s. s. a _ s.. 

















OE «SE pee - 
ae 
8 A —_ 
a = 
onlin aaennnetiiee caaemmeiane fe, _~8Y— 








yp A 
fj 
i~ 

















Harness rack used by Jacobsen & Fugelso 


pipe are five sets of cross arms, each about 3 ft. in 
length, on which the collars are hung. Each arm is 
long enough to carry five collars, and the entire 
fixture will support 100 collars. It takes up very 
little room and when well filled is an attractive 
fixture. 

Washington Firm Makes Saddles 


Not content with reaping a profit from the sale 
of harness and kindred lines, the Toppenish Trading 
Company, Toppenish, Washington, employs a regu- 
lar saddle maker. This man is an expert in his line 
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A. J. Broadwater’s harness rack extends from floor to 
ceiling 


and supplies all fancy silver-mounted saddles used 
by the various Wild West outfits who put on the 
bucking contests and round-ups in the different 
towns of the State. Some of the saddles turned out 
by this firm are really works of art, and $150 is not 
an uncommon price to get for one of their high- 
grade mounts. The firm carries its harness in a 
separate room adjacent to the hardware salesroom, 
and the stock is large and up to date. 


Come in—the Water’s Fine 


‘The West has no corner on the possibilities of the 
harness line. There is a chance for some hustling 
hardware man in every town to make good at the 
game. Harness is as staple as nails, and the field 
is not crowded. It isn’t necessary to hire some 
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high-salaried harness maker, although it is a good . 
stunt to have a man who can attend to repair work. 
Buy your harness ready made; it is cheaper, looks 
better, and is just as easy to sell. The profits on 
harness are as long as on any other line in your 
stock, and it does not get shelf-worn or go out of 
fashion. The horse is not going to leave us. The 
farmer may ride to the tune of a gas engine when 
he hits for the village, but he sings his crop solo 
to the tune of the horse, and the hardware man who 
wises up to the situation and gets busy with the 
harness is booked to reap a harvest. We love the 
purr of the “Tin Lizzie,” but our hat is off to the 
horse. He’s our first love, and it’s up to us to fur- 
nish his work togs. Hit the harness for profit. 
Buckle into the harness and pull your part of the 
load. There’s money in playing haberdasher to 
his majesty, the horse. Go after it! It’s dollars 
to doughnuts that you win in a walk. 


Northwestern Chemical Company 


Opens New York Office 


é er Northwestern Chemical Company of Mari- 
etta, Ohio, has opened a branch office, display 
and ware rooms at Nos. 47-49 West Street, New 
York, where there is a complete stock of the vari- 
ous “Chemically Correct” automobile specialties 
and from which the concern will deliver all goods 
intended for New York, New England, New Jersey, 
Pennsylvania, Maryland, Delaware, District of Co- 
lumbia, North Carolina, South Carolina, Georgia, 
lorida, the City of New Orleans and the City of 
ontreal. All export orders will also be taken care 
of from the New York branch. 
- This branch is in charge of G. Sam Scott, who 
has for a number of years had charge of the East- 
ern sales of the company. Goods shipped from New 
York will be invoiced from New York, but will be 
payable at the home office, in Marietta. By this 
system of invoicing, the home office can always tell 
how much stock is on hand in the New York ware 
rooms, and thus keep the supply complete at all 
times. It is announced that all orders from the 
territory named will be shipped from New York 
the day received or the day following. 
The Northwestern Chemical Company makes 
about 40 different automobile specialties, the best 
known of which is “Se-Ment-Ol.” 


Hardware Men Dine 


IGHTY-FIVE employees of the Hardware & 
Supply Company, Akron, Ohio, sat down to the 
third annual banquet of the company’s Booster Club 
at the store Dec. 21. There was a five-course dinner 
and music. J. T. Catlin was toastmaster. One of 
the requirements of the club is that each member 
give a talk. 

The honorary members are J. E. Good, Crannell 
Morgan, E. S. Bunnell and W. W. Wohlwend, re- 
spectively president, vice-president, secretary and 
treasurer of the company. 


A FAREWELL BANQUET was given to H. D. Final on 
the occasion of his retirement from the Duluth house 
of the Marshall-Wells Hardware Company. There were 
about 150 present, including the road men, department 
managers and assistant buyers. Addresses were made 
by A. M. Marshall, John Howe and Mr. Final, and 
others. 


THE UNION CALIPER COMPANY, Orange, Mass., has 
announced to the trade that it has appointed Surpless, 
Dunn & Co., 74-76 Murray Street, New York, and 34 
North Clinton Street, Chicago, as its general sales 
agents. 




















SELLING WASHING MACHINES 


A Few Helps in the Sale of These Housewives’ Labor-Savers 
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Part of the crowd at a washing machine demonstration of the Paine-Ford Company 


SHTABULA, Ohio, had a Merchants’ Fall Fes- 
A tival last year. During the two days of the 
festival for Paine-Ford Company, which fur- 
nishes the town and the surrounding country with 
hardware and supplies, held a demonstration of 
washing machines. To make sure of a large attend- 
ance of women they held a cake-baking contest and 
offered prizes of $5, $3 and $2 for the best three 
cocoanut cakes brought to the store during the 
festival. 

The Paine-Ford Company said in a recent letter 
to HARDWARE AGE: 

“It was the greatest attraction for the ladies we 
ever saw. Our store was crowded throughout the 
two days. 

“Several manufacturers supplied us with adver- 
tising novelties that we gave out, and we were right 
on the job every minute showing, selling and looking 
after future fall business. 

“The festival was such a big success we are going 
to hold another next year and on a larger scale, and 
the Paine-Ford Company will show you a larger 
crowd.” 

After a look at the crowd that gathered around 
the Paine-Ford store at this demonstration one can- 
not help but wonder just what is to be done with 
the crowd next year when the plan is carried out 
on a larger scale. 

It is hardly a question to-day whether or not the 
hardware trade should sell washing machines. The 
question has been settled long ago in favor of the 
hardware man. It resolves itself into the question 
“Will the hardware man sell washing machines?” 
And in many cases he will and does. 


The Free Trial 
It is almost a hopeless proposition to attempt to 
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sell washing machines unless the dealer is willing 
to put them out on free trial. A woman may think 
that the machine looks well in your store, but usually 
she has an idea in her head that no other woman’s 
weekly wash is quite as hard a proposition as her 
own, and the only argument in such a case is a free 
trial in her own house under her own conditions. 
This is especially true with power washers, and 
those are the machines on which the dealer should 
center his efforts. 


Effective Advertising 

It seems almost unnecessary to mention so well- 
known a medium as newspaper advertising. En- 
velope stuffers and package circulars are equally 
well known, but their value should nct be over- 
looked. The mailed circular or circular letter is 
one of the most effective weapons that a dealer can 
use in advertising washing machines. The mailing 
should be arranged so that the letter or circular 
reaches your prospect on Monday—if that is the 
most common wash-day in your locality—and prefer- 
ably in the afternoon. If your selling arguments 
are read after a hard day’s work over the washtub 
the chances are they will receive more attention than 
if the lady of the house had just returned from 
an afternoon tea. The same idea should be remem- 
bered in planning newspaper advertising. An ad in 
the Monday evening paper will bring more results 
than the same copy used on Friday morning. 


Demonstrating the Machine 


There are a dozen ways to successfully demon- 
strate washing machines. They can be shown in 
action in the window, in the store, on the sidewalk 
or on a wagon that parades through the town. A 
demonstration is a half-hearted affair if you merely 
make the wheels go around. Have a real washing 
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A money-making contrast produced by J. C. 


and let the housewives know when the demonstra- 
tion is to take place. Most women are of the “show- 
me” variety when it comes to matters pertaining to 
housework, but most of them are willing to learn 
and glad of the chance to get into a crowd of other 
women. Let them know far enough in advance so 
that they can make connections. 

But keep one idea in mind—not to let the house- 
wife forget the drudgery of the tub and washboard 
—to keep everlastingly at her until she realizes that 
in duty to herself she should have a washing machine 
to lighten her labor. If you can continue your 
appeal to the extent that the power machine will 
relieve her of all hard work, then it means a sale 
of a power rather than a hand machine. 





Neipp for the Kelly Hardware Company 


The Kelly Hardware Company, Duluth, Minn., 
sells power washers. It is not hard to imagine why, 
after a look at the illustration of one of their window 
displays. 

There is the contrast between the “Old Way” and 
the “New Way.” On one side is the housewife tied 
down to the drudgery of the washtub—on the other 
the happy contented woman who is letting her 
machine do the work. The cards make all the 
explanations necessary. 

J. C. Neipp, window trimmer for the concern, had 
the right idea in mind when he tackled the washing- 
machine proposition. It is headwork like this that 
will bring results in any line, whether it happens 
to be washing machines or merely mop sticks. 





Cleveland Twist Drill Company to 
to Share Profits 


a Cleveland Twist Drill Company, Cleveland, 
Ohio, has adopted a profit-sharing plan under 
the provisions of which the employees of the com- 
pany will actually share-with the stockholders in 
the net earnings. The adoption of this plan will 
not in any way affect the rate of employees’ wages 
or salary. The first division of profits under the 
plan will take place within the next few days when 
the employees who have been in the employ of the 
company since July 1, 1913, will receive cash divi- 
dends amounting to 101% per cent of their year’s 
earnings. The plan as adopted by the board of di- 
rectors on Dec. 30, and later approved by the stock- 
holders of the company, is as follows: 

Before any profits are divided with the employees 
the stockholders shall receive 8 per cent per an- 
num. When the 8 per cent interest has been paid 
to the stockholders in any calendar year, all cash 
dividends subsequently declared in that year will 
be divided between the stockholders and among the 
employees based on the amount of salary or wages 
earned during the 12 months ending with June 30 
of that year. Employees who have been continually 
in the service of the company for at least two years 
prior to July 1 will receive dividends based on their 
earnings at the same rate as the stockholders. Em- 
ployees who have been in the service of the com- 
pany for more than one year and less than two 
years will get three-fourths of that rate and em- 


ployees who have served continually for less than 
one year will get one-half the rate that is allowed 
the stockholders. 

Dividends that have accrued to employees will be 
divided once a year, in December, excepting that 
the dividends for the year 1915 will be distributed 
during the present month. 

All employees, with the following exceptions, are 
eligible to share the dividends under this plan: No 
person will be entitled to a share of these dividends 
unless he is a bona fide employee of the company 
and in good standing at the time of their distribu- 
tion, except that employees laid off owing to lack 
of work or sickness will be entitled to dividends 
accruing in any year on the wages earned by them 
during the twelve months ending June 30 of that 
year. Employees voluntarily leaving the service of 
the company or discharged will forfeit their right 
to the accrued dividends. Any employee who re- 
ceives a commission from the company or any share 
in the profits other than provided for in this plan, 
except through dividends on stock if a stockholder, 
shall thereby be rendered ineligible to receive the 
dividends under this plan. As the plan is purely 
voluntary on the part of the company it reserves 
the right to make such changes as the directors 
may consider desirable for the best interests of the 
company. It is further stipulated in the plan that 
the company is not being deprived of the right at 
any time to discharge an employee who is receiving 
the benefits of the plan, and thereby terminate his 
participation in the profit sharing. 











NEW HOME OF THE VERMONT 
HARDWARE COMPA gNY 
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Buildings of the Vermont Hardware Company. To the left is the office building; to the right the main 
storehouse 





A Story of the Progress of a Burlington, Vt., Wholesale Hardware House 
By T. E. LEONARD 


P where the north wind blows just a little keener, P where the lonesome pine its nightly requiem sighs, 
Up where the grasses grow just a little greener, Up where the unpolluted waters take their rise, 
Up where the mountain peaks rise a little higher, Up where the sons of toil have fought for freedom’s sod, 
Up where the human kind draws a little nigher, Up where all nature’s mood is a little nearer God, 
That’s where Vermont comes in. That’s where Vermont comes in. 
P where the snows of winter last a little longer, HEREVER manhood fights for honor, 
Up where the heart beats just a little stronger, And where woman shrinks at sin, 
Up where the hand clasp is just a little warmer, Where heaith is man’s best riches, 
That’s where Vermont comes,in. That’s where Vermont comes in. 


—Hon. Charles H. Darling. 


HIS little poem was included with the holiday interesting to follow the growth of the Vermont 
ji greeting in a handsome booklet sent out by Hardware Company through the steps that made 

the Vermont Hardware Company of Burling- possible the complete, modern and_ up-to-date 
ton, Vt., describing the progress that has been made __ building. 
by the company since it was founded in 1868 and In 1868, encouraged by the signs of business im- 
the new model establishment into which it has re- provement following the Civil War, Henry H. Doo- 
cently moved. Since that poem was written Vermont little opened a retail hardware establishment on 
has come in with a wholesale hardware house, and Church Street, Burlington, Vt. It was not long 
though it is located far from any Metropolitan cen- before the business was taken over by the Messrs. 
ter, it has a store arrangement that would docredit Ripley and Shattuck. In 1871 it again changed 
to any business establishment. It might perhaps be hands, and Edward L. Ripley of Burlington, Vt., 




















Storehouse used for heavy and bulky stock. A span of the railroad makes carload shipments a simple propo- 
sition. Two additional stories have recently been added to this building 
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Part of the offices of the Vermont Hardware Company 


and Joseph H. Holton of Derby Line, Vt., joined 
forces under the firm name of Ripley & Holton. 
Previous to this time Mr. Holton had spent three 
years in learning the laborious art of silver-plating 
by hand, but upon the introduction of the electro- 
plating process he found his trade cut away. The 
knowledge and experience which he obtained in the 
plating of harness mountings and accessories played 
an important part in the future history of the new 
hardware concern, leading it to specialize in sad- 
dlery supplies. The result in this line was imme- 


diate and so good that it encouraged the partners 
to branch out from the retail, and in 1895 to add a 
jobbing business. It was the first wholesale hard- 
ware concern in northern New England. When this 
change was made it was necessary to move to larger 
quarters on another street. 

Because of the rapidly increasing trade and the 
need of capital to expand as the business seemed to 
warrant, outside capital was brought into the com- 
pany, and it was incorporated as the Holton Hard- 
ware Company to conduct a strictly wholesale 
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View of the packing room showing bins and packing tables 
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business. In November, 1907, one of the most - structing the shelving alone. The building has large 
prominent directors died and a new governing board windows and skylights, and the various rooms are 
was elected. The following March the name was’ so extensive and commodious that the stock can be 
changed to the Vermont Hardware Company, and in arranged with space enough to handle it easily. 
March of the same year, 1908, the business was sold As the diagram shows, this warehouse is devoted 
to S. F. Henry and associates of Plattsburg, N. Y. almost entirely to the lighter items of the hardware 

From that time the sales of the Vermont Hard- stock. The other warehouse is used to store the 
ware Company received such an impetus that six bulkier stock of nails, wire, cement, fencing, screen 
years later it was an absolute necessity that larger doors, etc. 
quarters should be secured. In addition to the shipping by railroad, much mer- 

There was at that time a vacant plot known as_ chandise is sent from Burlington by means of boats 
the Howard Park property, which was the seat of on Lake Champlain. The railroad station at which 
many a Vermont State Fair. A concern which later small shipments must be delivered and received is 
went out of business had built several large fire- a short distance from the warehouse of the com- 
proof buildings on it, but these had been vacant for pany, and a 3-ton Samson truck delivers express and 
several years. This plot was purchased in 1914, freight shipments both to the Rutland and the Cen- 
and in the early part of 1915 the Vermont Hard- 
ware Company was installed in quarters adequate ~ 
to the demands of its business. ° 

This property consists of 10 acres of land along 5 
the south side of the city adjacent to the lines of % 
the Rutland Railroad and near Lake Champlain. ? 
The location itself is delightful. To the east and re) 
north rise the terrace slopes of Burlington, while 
to the west across the rippling waters famed in 
history and story extends chain and chain of the I a — nel 
blue peaks of the Adirondack Mountains. But it 3, eer i 
was not for the delightful view that the location , | 
was secured. It is located on the main line of the ; ¢ ot | 

; ; 
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Rutland Railroad and spur tracks are extended 
through the company’s property and up to the ware- F eogees 
houses. Merchandise bought or sold in full car- fet 
loads can be loaded or unloaded directly on the car ‘| ‘ 
without the necessity of any hauling by wagon or , 
automobile truck. It saves a great deal of expense * 
in both shipping and receiving. 

The buildings consist of a main warehouse built 
of brick and stone, 180 x 225 ft.; a second ware- 
house of wood, 40 x 150 ft., four stories high; an 
office building, 54 x 79 ft.; a watchman’s building 
and a number of lesser buildings. 

A study of the floor plan of the main warehouse 
will showwhat an ideal arrangement for the handling 
of wholesale hardware this company has secured. Diagram of the grounds and arrangement of the build- 
More than two carloads of lumber were used in con- ings of the Vermont Hardware Company 
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Ammunition room in the main storehouse 


tral Vermont station and to the Champlain Trans- 
portation Company’s dock on the lake. A smaller 
car is used for local deliveries within a radius of 
9 miles, and forms one of the important links in the 
chain of service between the Vermont Hardware 
Company and its customers. 
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The office building is entered through a vestibule 
screened from the main office room by an iron grill. 
The door to the left leads to a pleasant waiting 
room, from which open the private offices of the 
manager, assistant manager, some of the directors’ 
rooms and the meeting room of the salesmen. The 
filing and catalog rooms are at the left, and also a 
refreshment room, where coffee and at times lunch- 
eons are served and enjoyed alike by employers and 
employees. 

The men who have made the Vermont Hardware 
Company possible are for the most part men who 
have been practically born and brought up in the 
hardware business. S. F. Henry, the president and 
treasurer, started his business career as a clerk, 
and gradually climbed from that position to more 
important positions with various local concerns 
until, on Jan. 1, 1908, he disposed of his interest in 
a sash, door and hardware concern under the name 
of Henry, Wood & Marshall and assumed the con- 
trol of the Vermont Hardware Company. J. Charles 
Arnold, the vice-president, was employed by the 
same company as Mr. Henry, and it was through the 
efficient service which he rendered the concern that 
induced Mr. Henry to offer him the higher position 
with the Vermont Hardware Company, which he has 
since satisfactorily filled. Fred H. Prouty, secre- 
tary and one of the traveling representatives, en- 
tered the employ of Ripley & Holton, and was one 
of the first salesmen to be put on the road by that 
firm. In those early days it was necessary to reach 
much of the trade by wagon, and Mr. Prouty esti- 
mates that he has driven more than 125,000 miles 
in pursuing the hardware business of small country 
stores. 

The Vermont Hardware Company adopted as the 
trademark of its goods the name, “True Ver- 
monter,” with the policy of always keeping the 
goods bearing this name, like the true Vermonter, 
substantial, lasting and of high value. 
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Section devoted to shelving for the efficient carrying of stock 
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FUTURE DEVELOPMENTS IN METHODS 
AND MECHANISMS OF MODERN 
ARTILLERY* 


By LIEUT. LOGAN CRESAP, U.S.N. 

















Condition of a 3-in. American common high-explosive shell after passing through a steel plate and into a bank of 
sand, and after bursting (Annual Report Smithsonian Institution, 1914) 


VERY war of any importance is a milestone in 
H the development of the implements and 
methods of warfare. The fundamentals of 
diplomacy and strategy change very slowly, if at all, 
but the methods of conducting active operations 
change to meet every advance in scientific achieve- 
ment, and in fact lead the way to scientific advance. 
Improvements in the mechanisms used in war- 
fare have at times been the dominating factors in 
some wars. For instance, the Greek fire, intro- 
duced about A. D. 668, used by the warriors of the 
Eastern Roman Empire, probably prevented the 
conquest of Constantinople and Eastern Europe by 
the Moslems for several centuries. At Crecy, in 
1346, the English were greatly assisted by the use 
of guns, of which the French had none. Later, the 
German needle gun. used in the wars of 1864 and 
1866, which materially increased the rapidity of 
small-arm fire, brought material advantage to its 
users. The adoption of the Chassepot by the French 
caused the Germans to readjust their tactics in the 
war of 1870 
It is quite evident that recent developments in 
material are again causing modifications of tactics, 
and our readers will be interested in a brief dis- 
cussion of that subject. It will be necessary to 
depart somewhat from the specific subject of ar- 
tillery, and it should also be borne in mind that the 
present war is not vex and that some of its lessons 
may not as yet be conclusive. 


The Automobile as a Factor 
The automobile has had a monumental effect on 


*Reprinted in part from an article in The Iron Age of 
Jan. 6, 1916. 


warfare. In the first place, it has greatly simpli- 
fied the transportation of ammunition and supplies, 
thus permitting a more extensive use of artillery 
and machine guns and the massing of troops. With- 
out railroads and motor trucks the masses of troops 
being used in the present war could not be put into 
the field. All the horses in Europe could not handle 
the field transportation work of such armies, even 
if drivers and forage could be provided. 

This is one of the most important lessons of the 
war, and it points, in America, to the necessity of 
our building stronger country bridges than we are 
now doing. In the second place, having tended to 
develop good roads, it has opened a new field to 


‘the ordnance engineer and he has been able to give 
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mobility to powerful artillery. Howitzers up to 
12-in, caliber have been put into the field, and such 
artillery must now be classed among the mobile ar- 
tillery. The best example of such artillery is the 
Austrian 28-cm. (11l-in.) howitzer. 

Also we find the multiplicity of railroads, their 
location on strategic considerations and their in- 
crease in train loads have opened still another field 
to the ordnance engineer, and the modern “railroad 
artillery,” of which the German 42-cm. (16.5-in.) 
howitzer is practically the only example, is the 
result. It can not be stated at present that such 
guns have had deciding influence in the present war, 
but it can not be denied that their use has secured 
important results. It should be noted that such 
artillery has been used so far only against inland 
fortifications. 

The use of such artillery has seriously ques- 
tioned the usefulness of present inland fortifications 
constructed of metal and concrete. Such fortifica- 
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The officer at the telephone, who transmits the orders of 

the commanding officer is protected against poisonous 

gas bombs and a hand — is suspended from his 
elt 


tions are useful as bases, for protection against 
turning movements and as barriers, and it is quite 
evident that not only must their local protection be 
improved, but that they should be surrounded with 
systematic far-flung field intrenchments to keep 
attacking artillery beyond very effective range. 


Importance of Infantry 


Astonishing as has been the lavish use of artil- 
lery in this war, the importance of infantry has 
been increased rather than diminished by its les- 
sons. The rifle is quite as important as it ever was, 
and relatively the machine gun has gained a greater 
importance, by this war, than any other weapon. 

Americans are prone to consider the total rail- 
road mileage of their country rather than its local 
density and strategic location. That factor, as well 
as the co-operation of our railroads with military 
authorities, should be considered. The proper trans- 
fer of troops and supplies to the scene of operations 
is the basis of success. 


The Aeroplane Has Altered Tactics 


The airship has, in its turn, produced decided 
changes in the conduct of war, perhaps the most 
decided changes. The dirigible balloon, while hav- 
ing achieved its purpose in sea scouting and to a 
less degree land scouting and bomb-dropping expe- 
ditions, has had small application compared with 
the aeroplane, which can be said to have revolu- 
tionized tactics. 

In the first place, aero reconnaissance has prac- 
tically eliminated large-scale surprise movements, 
such as extensive turning movements, and gives 
ample warning of the concentration or arrival of 
reinforcements. This applies with equal force to 
land and sea operations. Co-operation between air 
craft and artillery has enormously increased the 
efficiency of the fire control of the latter; thus, in 
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effect, increasing its accuracy or, in other words, 
extending its effective range. 


Narrow Trenches the Rule 


Aero scouting has further altered the former 
plan of constructing and locating trenches. Where 
trenches used to be at least 4 ft. wide they must 
now be extremely narrow, even 18 in. or 2 ft., as 
wide trenches are easily detected from above; and 
they must be separated into groups, for distinct and 
continuous lines of trenches are more easily dis- 
cernible. 

The primary consideration in locating trenches 
used to be a field of fire of at least 800 yards, where 
possible, and invisibility from horizontal view. Now 
the primary consideration is invisibility from above, 
and field or fire must be sacrificed, even to the ex- 
tent of locating behind the military crest or on the 
reverse slope; and a field of fire of only 100 yd. 
is considered satisfactory if this object can be 
secured. Trenches, further, used to be more or less 
continuous ditches; now, because of the increase in 
accuracy of artillery fire, the use of high-explosive 
shell by field guns, and the use of hand grenades and 
bomb mortars, they must be stepped or jogged, to 
localize the effect of explosions. 


Air Craft and Naval Warfare 


Fire control in naval warfare can be quite effi-- 
cient at ranges of 15,000 to 17,000 yd., and fairly 
efficient for ranges up to 20,000 yd. There is no 
doubt that co-operation between air craft and ship’s 
fire control parties can be developed, and with the 
perfection of such a system the effective range for 
naval warfare will be increased, or in other words 
the accuracy of marksmanship will be improved. 
It is interesting to note, in this connection, that 
only the smoke pipes and masts of large vessels are 
visible to turret gun pointers at about 25,000 yd. 


Types of Aeroplanes 


Aeroplanes are rapidly being classified into dis- 
tinct types, just as ships have been. For instance, 
we have the scout machine, with great speed, long 
cruising radius and excellent maneuvering quali- 
ties; the destroyer, with high speed and good ma- 
neuvering qualities but with the cruising radius 
reduced to permit light guns and armor to be car- 
ried; and the fire-control machine, fitted with wire- 
less telegraphy apparatus and given fairly low 
speed to permit hovering. 


Anti-Aircraft Guns 


The ordnance engineer has been called to fur- 
ther fields by the airships. For defense against air 
craft, small guns of from 1.5 in. to 3.0 in. caliber 
have been designed, the requirements of which are 
high muzzle velocity, elevations of as much as 90 
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Deserted Russian trenches in East Prussia 
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deg., and for land work, in most instances, great 
mobility. Guns to be carried by aeroplanes have, 
on account of the shock of discharge and weight, 
been limited to very smal] calibers. Recently a 3-in. 
gun has been produced in America in which the 
shock of discharge has been eliminated by making 
it double ended and having it shoot equal weights 
from both ends simultaneously. One end is a rifled 
barrel for the regular projectile and the other end 
is a smooth bore barrel for bird shot. The gun is 
very light and a fair velocity is given the projec- 
tile. The bird shot quickly dissipate and are harm- 
less. 

Again, new types of projectiles called drop 
bombs or grenades have been produced. Small ones 
weighing from 10 to 50 lb. are provided for aero- 
planes, while large ones, weighing from 50 lb. up- 
ward are provided for dirigibles. Such bombs are 
of two types: shrapnel bombs, which, bursting on 
impact, distribute fragments and small balls more 
or less horizontally, and detonating bombs, filled 
with high explosive, which, detonating on impact, 
destroy by the violence of the detonation. Incen- 
diary bombs, possessing the qualities of Greek fire, 
which have only enough explosive to ignite and 
scatter the contents, are also used. The French 
“flechette” or steel dart, weighing less than an 
ounce, is also a new development. A single ma- 
chine can carry several thousand of these, and one 
will kill or seriously wound a man or horse if 
dropped only 600 ft. 


The Hand Grenade and Trench Bomb 


One of the most interesting developments of 
recent times is the revival of the hand grenade and 
trench bomb. Hand grenades were first used in the 
sixteenth century, and were so extensively used in 
the seventeenth century as to warrant the organiza- 
tion of special troops trained in their use, called 
grenadiers. They were little used after the eigh- 
teenth century, but their use was revived in the 
Russo-Japanese war and extensive use was made of 
them to good effect by the Russians in the siege of 
‘Port Arthur. 

As used at present they are cylindrical metal 
containers, filled with high explosive, weighing, 
when filled, about 1% lb., though some weigh as 
much as 4 lb. They are used in hand-to-hand com- 
bat and are thrown from hand slings or sticks into 
trenches. There are two kinds: those which ex- 
plode on impact, and those which are caused to ex- 
plode after a few seconds by means of a time fuse 
which is lit when thrown bv « wrist lanyard or simi- 
lar device. The use of hand grenades is interesting 
to America because they can be efficiently used by 
comparatively raw troops. Hand grenades can be 
used up to about 50 yd. distance. 
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Belgian armored automobile with machine gun 
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This captured war aeroplane has special arrangements 
for dropping bombs through the bottom, which the 
soldiers are examining 


Bomb mortars are small mortars used for throw- 
ing larger grenades and high-explosive bombs to 
comparatively short distances. Ranges up to 250 
yd. are thus secured. 

Asphyxiating gases, such as chlorine, now being 
used, are piaced by utilizing a favorable wind or 
by incorporating them in grenades or bombs, 

The increased efficiency of artillery fire and the 
use of grenades and gases have caused elaborate 
bomb-proofs, etc., to be added to trenches. 


Submarines versus Battleships 


Perhaps the most striking recent development 
of naval warfare has been the perfection of the at- 
tack on submarines. The submarine, while a val- 
uable weapon, is by no means the David of larger 
war vessels. So far as is known, no large modern 
war vessel has as yet succumbed to submarine at- 
tack, and the lessons to be learned from the present 
war are more as to the means for their destruction 
than as to their effectiveness. Submarines have 
cruising radii of 75 to 125 miles only, under water, 
and they must come to the surface for offensive 
work, and, as occasion demands, to recharge their 
storage batteries and air supply. Sea-going tor- 
pedo boats, small steamers and fast motor boats, 
armed with small guns, and air craft are used to 
search them out, and steel nets of large mesh have 
been successfully used to snare them. 


No Material Modifications in Naval Vessels 


Recent events have indicated no material modi- 
fications in the character of naval vessels. Many 
important details are being changed, but the use- 
fulness of all existing types of sea craft has been 
vindicated. Thus, America’s lessons are rather as 
to the proportion of vessels in the various types 
rather than as to the creation of new types. At no 
stage in history has Admiral Mahan’s conception of 
the value of the control of the sea been so forcibly 
shown as in recent times. 
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One of the 200 mm. (8-in.) rapid firing howitzers of the French Army, mounted on a flat car of a war train. 
The gun and carriage itself is protected by an armored shield. Folding arms swing from both sides of the car to 
prevent the car from being overturned 


The Care of the Soldier 


The care of men is receiving renewed attention. 
The demands of warfare are ever increasing, and 
every effort is being made not only to husband the 
men but to nourish their efficiency by providing for 
their comfort and cleanliness as much as possible. 
Thus, in small naval craft of all kinds where the 
discomforts are many every means is being taken 
to ease the situation. This means unhampered at- 
tention to duty. Again, on land, we see the elabo- 
rate, but even as yet inadequate, arrangements for 
the bathing of men and sterilization of clothing, 
The revival of personal armor for infantry is an 
interesting development in this connection. 

One of the most important lessons of the pres- 
ent war is the value of industrial organization to a 
country. As General Wood has said, a trained mili- 
tary force is simply a cutting edge, which must be 
supported and given direction by all the strength 
and organization of the nation behind it. Both are 
necessary, and each is weak in effect without the 
other. For instance, Rumania is armed mostly with 
Krupp equipment—many inferences can be drawn 
from that condition. Of course, no nation can or 
should develop industry for the sole purpose of 
backing military forces, but every nation which pos- 


sesses well-organized metal, glass, chemical, textile 
and agricultural industries should see to it that, by 
any means, such can provide all the sinews of war 
in such quantities as the wisest military counsel 
may deem advisable. This appears to have been lost 
sight of in present public discussion. 


Superiority of Trained Troops 


The present war appears to have demonstrated 
to popular opinion what military experts have al- 
ways known and stated: the marked superiority of 
trained troops. The length of time which “Kitch- 
ener’s Army” required in training needs no elabo- 
ration here. That time was a primary factor in 
providing a navy has been generally acknowledged, 
but never before in our day has the time factor in 
the preparation of an army been so clearly demon- 
strated or so widely acknowledged. The power 
using trained troops secures the initiative and 
forces on its adversary the necessity of providing 
preponderance in numbers. 

The necessity for and adherence to an adequate 
military policy and the preparation of industry to 
meet its demands are the primary lessons of the 
war, and with our growing population and foreign 
trade it behooves us to change our discussion of 
such lessons into action. 





SAMPLES OF FOREIGN TOOLS FOR 
DUPLICATION IN THE U.S. A. 


H. BALDWIN, former chief of the Bureau of 
¢ Foreign and Domestic Commerce, Washing- 
ton, D. C., now commercial attaché of the depart- 
ment stationed in London, England, has sent to this 
country samples of mechanics’ tools, chiefly of Ger- 
man made, with a few articles of English manufac- 
ture. He says that for all of them there is a large 
trade in the United Kingdom and the British Em- 
pire. Likewise they are also adaptable for many 
other foreign markets. 
The exhibition, now at the branch of the Bureau 
of Foreign and Domestic Commerce located in the 
New York Custom House, Bowling Green, New York 


City, is for the benefit of manufacturers and others 
interested in an examination of these foreign-made 
goods, duplicates of which we doubtless can readily 
supply. 

Mr. Baldwin says that there exists a favorable 
opportunity, in English markets especially, for these 
articles, if they can be matched by tools made in 
the U. S. A. of similar character and at acceptable 
prices. All of the items shown are carefully tagged 
and show in most instances both wholesale and 
retail prices. E.C. Porter, the Department of Com- 
merce agent in charge, will be pleased to have any- 
one interested examine the samples. 
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Five of the tools shown are of English production, 
made specifically to replace articles which before the 
war came from Germany, but are not now made 
in England in sufficient quantities to satisfy the 
demand. The prices, according to Mr. Baldwin, are 
generally rather high, thus making it easier for 
American products to fill the gap at fairly remuner- 
ative figures. 

All of the following items are made in Germany, 
viz.: Cast-iron bench vise with 23% in. inserted steel 
jaws, wholesales at $1.83 and retails at $2.56 each; 
hand vise with black wood handle, 71% in. over-all, 
wholesale 6lc., retail 97c. each; hand vise, 4 in. 
long, nickel-plated and polished, wholesale 57c., re- 
tail 85c. each; Archimedean drill, 13 in. long, whole- 
sale, 6lc. each; spring divider, 6-in., wholesale 
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35c., retail 49c. each; spring calipers, 514-in., retail 
6lc. each; double ratchet spanner, 7-in., for hexagon 
nuts of % and *% in. outside diameters, wholesale 
20c. and retail 30c. each; rose pruning shears, 8'4- 
in., wholesale 49c., retail 85c. each; the rolling mill 
gage for determining thickness of sheets which in 
upright position rests partly on the handle of a 
pruning shear retails at $3.65 each; jewelers’ 
shears, 5'-in., polished and nickeled, retail 73c.; 
piercing saw frame, retail 85c. each; combination 
cone pliers, with reamer, screwdriver and wire cut- 
ter, having two sizes of toothed grips for holding 
pipe rounds, etc., wholesale 43c., retail 73c. each; 
adjustable steel grips or pliers, with toothed mova- 
ble jaws, polished, wholesale 37c., retail 61c. each; 
flat-nose side-cutting pliers (for milliners), nickel- 
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Tool samples gathered in Great Britain by A. H. Bald vin, commercial attache of the Department of Commerce, 
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plated, retail 37c.; diagonal, 542-in. cutting nipper, 
wholesale 32c., retail 6lc., each; compound leverage 
and cutting nipper, 7-in., wholesale 73c., retail $1.22 
each, and dial micrometer gage, wholesale $3.65 and 
retail $5.11 each. 

The remaining samples are of English make, 
namely: genuine Whitworth taps and dies, with 
6-in. stock, having three taps and two dies, whole- 
sale $2.43 each; “Handy” cold chisels, cross-cut, dia- 
mond, half-round and flat, retail, per set, 37c.; the 
4-in. flat steel rule at left of spiral drill, graduated 
one side in twentieths, twenty-fourths, forty- 
eighths, fiftieths, ninety-sixths and one hundredths, 
with reverse side in metric, retails at 37c. each, and 
a depth gage under the rule, with sliding indicator 
to 3 in., wholesale 24c. and retail 37c. each. 


Brooklyn Hardware Dealers Meet 


‘THE Brooklyn Hardware Dealers’ Association met 

on Thursday evening, Jan. 13. Further prog- 
ress made in the plan of co-operative advertising 
brought up at the last meeting was brought for- 
ward by the committee appointed to attend to this 
matter, but nothing definite was decided upon. It 
is the intention of the association, however, to adopt 
some form of co-operative advertising during the 
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spring months. This was attempted once before on 
a small scale, and the success it met with has in- 
duced the members to extend their activities along 
this line. 

Each member present was presented with a rub- 
ber stamp to mark on orders, giving the information 
that the user was a member of the Brooklyn Hard- 
ware Dealers’ Association. 

The main discussion of the evening was about the 
annual dinner of the Metropolitan Hardware Asso- 
ciation held on Tuesday evening, Jan. 18, at the 
Hotel Astor. 

The Brooklyn Hardware Dealers’ Association has 
the distinction of being the largest local hardware 
association in the country, which excepts, of course, 
the National and State organizations. Last June 
the Brooklyn dealers determined to have by Jan. 1 
100 active members, and at the meeting on Jan. 13 
several new members were admitted which brought 
the membership up to a total of 101. Considering 
the fact that there are 146 retail hardware dealers 
in Brooklyn, the percentage of active members be- 
longing to the association is unusually high, and the 
members deserve a great deal of credit for the 
efforts which they have made to bring about this 
end and for the co-operative work which they are 
doing. 





A MILLION BICYCLES IN 1916 


nS manufacturers, the country over, are 
looking forward to a banner year. And this 
optimism is not the result of a “hunch.” It is based 
on facts. The conditions that go to make a big 
market are more favorable than for many years. 
Many agencies are at work helping to create a de- 
mand for them. Good roads go hand in hand with 
pocket books in making way for bicycle demand. 
The activity of the past season in building better 
roads and paving miles of old roadways has been 
followed by an increase in bicycle sales. Sections 
where bicycling has formerly been a mud-churning 
performance are now seeing more cyclists on the 
roads, thus providing a strong foundation for in- 
creased sales in 1916. 

Club activity has greatly increased everywhere. 
In many cities throughout the country, renewed 
club interest has astonished observers. Un- 
doubtedly many more clubs will be formed the com- 
ing season. 

A noteworthy development is the interest which 
is being shown by women. Many women’s and 
girls’ clubs have been formed and afternoon runs 
are becoming popular. In the parks and on the 
pavements they may be seen and even in the coun- 
try it is no longer unusual to meet a party of 
happy girls pedalling along with every evidence of 
the old time enthusiasm that the veterans are so 
fond of telling about. 

In some localities even society women have re- 
turned to the bicycle as a means of pleasure, health 
and exercise. A very decided demand for bicycles 
‘by women riders has been evident since the spring 
of 1915. 

As the bicycle has been compelled to divide pub- 
lic attention with the automobile and motorcycle, 
it has seemed to some that not so many were being 
ridden as formerly. But the bicycle has been very 
much alive. There are probably as many being 
ridden now as some years ago when the “good 
old days,” as they are commonly referred to, were 
here. 

At the bicycle shows there has been every evi- 
dence of the confidence of the manufacturers in a 
banner year in 1916. 


The concensus of opinion among dealers and 
manufacturers is that the bicycle has suffered from 
a lack of proper boosting—that the profits made in 
handling automobiles and motorcycles have been so 
much larger than those obtained in selling bicycles 
that the field has wanted live dealers. Manufac- 
turers are now, through the use of helps for the 
dealer, enabling them to get in touch with bicycle 
prospects, aiding greatly in the marketing of bi- 
cycles. This in its turn operates to secure live men 
to handle them. 

Probably no one feature has served to bring the 
bicycle prominently before the public than the great 
renewal of racing which broke out last summer. 
Not for years has the public been so interested in 
racing. In all parts of the country the entries have 
been numerous and the attendance large. The en- 
thusiasm that seems to have been needed to boost 
the bicycle has been aroused, and “A Million Bi- 
cycles in 1916” is within the bounds of probability. 


Ingersoll Firm Holds Successful 
Convention 


—_— firm of Robt. H. Ingersoll & Bro. held its an- 

nual sales convention at the New York office 
from Jan. 3 to 7 inclusive. It was not only the 
largest convention the firm ever held, but also the 
most successful and inspiring. About seventy-five 
salesmen and executives from the New York and 
Chicago offices were in attendance. E. S. Daniells of 
the London office, which by the way did a business 
in 1915 five times greater than any other year, was 
also present, as was George H. Eberhard, manager 
of the San Francisco branch office. 

William H. Ingersoll acted as presiding officer at 
the banquet, while Robert H. Ingersoll was toast- 
master. The speakers of the evening, other than 
these two gentlemen, were Charles H. Ingersoll, E. S. 
Daniells, T. F. Putnam, George F. Eberhard, A. L. 
Daniells, George H. Eberhard and J. W. Schulze. 
There were various features of entertainment pro- 
vided by members of the force and by professional 
entertainers. 








am 


AMPEG. i Gonmocransinn omni hahaa 








WASHINGTON NEWS 


The Parcel Post—Why the Express Companies Failed 
By W. L. CROUNSE 


WASHINGTON, D. C., Jan. 17, 1916. 

HE parcel post boomers in Congress have 
dropped the mask. For the first time since the 

law of 1913 was passed the retail merchants 
of the country are now enabled to learn the ultimate 
aim of the Congressional allies of the catalog con- 
cerns—and the disclosures are calculated to take 
your breath away! 

In open session on the floor of the House, Rep- 
resentative David John Lewis, of Cumberland, Md., 
armed with figures—and with statements which 
are not necessarily facts—furnished by the Post 
Office Department, has presented the program of 
the parcel post champions for the extension of the 
service to packages without limit as to weight and 
with every possible adjunct which the taxpayers’ 
money can provide. And to cap the climax of ab- 
surdity, this preposterous proposition is put for- 
ward with the declaration that “if the Post Office 
Department will expand the parcel post to its nor- 
mal dimensions, as is done in other countries, there 
is awaiting it a profit of from $30,000,000 to $35,- 
000,000 per annum!” 


A Novel View of the Parcel Post 


A parcel post for revenue is a brand-new idea, 
but worth considering. If the Postmaster General 
by a twist of his wrist can convert an $11,000,000 
deficit into a $35,000,000 surplus, why may he not 
go a step further and by reducing the parcel post 
rates as well as taking off the weight limit, make 
a profit that in a year or two would extinguish 
the national debt? Surely Mr. Burleson will try if 
Congress will give him the necessary authority. 

Mr. Lewis is now serving his third term in Con- 
gress. He was elected when the agitation for a 
parcel post was at its height and when the philan- 
thropic work of the mail order houses on Capitol 
Hill was being most industriously carried on. The 
Maryland member lost no time in getting into the 
van of the parcel post boomers. He is an avowed 
champion of the “common man,” a somewhat vague 
designation which obviously does not include the 
small merchant, who, by the way, has to be a very 
uncommon man to keep his head above water in the 
face of the Congressional legislation of the past few 
years. 

Mr. Lewis rejoiced when the parcel post law was 
passed, but he was not satisfied with the Post Office 
Department’s regulations. To his mind they sug- 
gested a mail service, or at most an express serv- 
ice. What Mr. Lewis wanted was a freight service 
by mail. 

Of course he approved the action of the Postmas- 
ter General in boosting the weight limit to 50 Ib. 
and in raising the size limits. So far, so good. 

But the only limit that will satisfy Mr. Lewis and 
his associated boosters is the sky. In his opinion 
Mr. Burleson’s motto should be, “Go as Far as 
You Like!” 

Here, in cold type, is the new parcel post program 
as enunciated by Mr. Lewis, lifted bodily from the 
official pages of the Congressional Record to the col- 
umns of HARDWARE AGE: 


The New Program 


“Weight limit: One hundred pounds for pick up 
and delivery; no limit when package delivered to 


and collected from railway terminal by shipper. 

“Size limit: 84 inches, measuring the length and 
half the girth combined. 

“Pick up: When postage on shipment is not less 
than 15 cents. 

“Insurance: Graduation of insurance rate from 3 
cents minimum to 15 cents for $100. 

“ ‘Collect’: Privilege of ‘collect’ on rate from con- 
signee when postage is not less than 21 cents, the 
consignee to pay fee therefor at rate of 10 per cent 
of postage to be chargd; minimum, 4 cents; the 
consignor to guarantee postage. Farm products 
direct from farm, no extra charge. 

Classification: Parcels of first-class mail in single 
bundles directed to non-city delivery offices may be 
sent if bearing ‘drop-letter’ postage plus parcel 
rate. Any statement relating to contents of parcel 
may be inclosed within the parcel. Any mail piece 
exceeding 4 ounces in weight and marked ‘fourth 
class’ or ‘parcel’ may be posted at parcel rates. 

“Zones: The zones shall each be 50 miles in ex- 
tent and be based on the present units.” 

There was a time when the transportation of a 
ton of coal in the mails was referred to as a possi- 
bility by professional humorists. It may soon be 
an accomplished fact, for with the weight limit off 
the farmer could receive his ton of coal and ship 
a hundred bushels of wheat through the mails with 
equal facility. 

The mail order people have developed some won- 
derfully ingenious devices for bringing packages 
of knock-down merchandise within the weight and 
size limits of the parcel post regulations, but there 
are still a good many things they can’t ship except 
upon payment of the same freight rates that the 
retailer pays on the goods that he buys from the 
jobber or manufacturer. With the weight limit 
removed, however, and with Uncle Sam’s merry 
little jitneys buzzing up and down the rural free 
routes, the mail order houses could ship the kitchen 
range, the parlor base burner or even a steam 
boiler and the necessary equipment of pipe and 
radiators from Chicago slap-bang to the farmhouse 
door. 


Championing the “Common Man” 


Listen to Mr. Lewis, after he is thoroughly 
warmed up, lambasting the express companies and 
pleading the cause of the common man. With 
tears in his eyes and with voice trembling with 
emotion, he says: 

“In 1912, the year before the parcel post, the 
express companies carried 317,000,000 packages. 
That represented their total service in that year 
in moving the potential package traffic of the coun- 
try. It was about three parcels per capita, for 
which they secured an average rate of 50 cents per 
package. In 1915 these companies carried 280,- 
000,000 pieces—at 48 cents each—and the parcel 
post carried 400,000,000 pieces—at 14 cents each, 
counting only packages of.a pound and more. In 
three years the traffic leaped from 317,000,000 to 
nearly 700,000,000 packages—from three packages 
to seven per capita, in 1915, of which four were 
moved by the parcel post. Four per capita by 
the three-year-old rival, as against less than 
three per capita by the time-trained, if not 
the time-honored, private express agency. ‘Effi- 
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ciency! What crimes are committed in thy name!’ 
For forty years the people were denied this 
service, because it was asserted falsely that the 
post office was not efficient enough to do this work 
of the express companies. Now we find that the 
express companies were killing more traffic than 
they carried, were performing only about half the 
function, and, call the statement demagogic if you 
will, it is a true statement; the traffic they refused 
to carry was the common man’s traffic. It was traf- 
fic that could pay 14 cents per package to the Postal 
System, but could not pay 50 cents to the companies, 
not to speak of the postal Rural Route Service 
necessary to carry the package to the farmer on 
more than a million miles of daily route. So much 
for the efficiency of these de facto parcel posts, the 
express company adjuncts to the postal function.” 

Isn’t that a fine jumble of unadulterated non- 
sense? “The common man’s traffic!” 

As a matter of fact, Mr. Lewis’ figures prove 
about every contention the retail merchants have 
ever made regarding the injurious effect of the 
parcel post and the enormous benefits it has be- 
stowed upon the catalog concerns without money 
and without price. Senator Bristow’s official re- 
port knocks the Lewis statistics into a cocked hat. 
Referring to reports received by the Senate Com- 
mittee from nearly 40,000 post offices included in 
the committee’s investigation, Senator Bristow 
says: 

Catalog Concerns Chief Beneficiaries 


“The reports demonstrate to a striking degree 
the fact that the great bulk of the parcel post busi- 
ness originates with shippers in a few large cities, 
and that the extent to which the system is being 
utilized by farmers, residents of small towns, and 
the average citizen not engaged in a mail-order 
business is very slight. It is a significant fact that 
of the 37,745 post offices reporting, only 697 re- 
ported outgoing parcel post business in excess of 
their incoming business. In other words, of the 
offices reporting, 98.15 per cent received more par- 
cel post matter than they sent out, and only 1.85 
per cent dispatched a greater number of parcels 
than they received from other offices. Even more 
illuminating is the fact that 46,514,699 of the 77,- 
539,521 parcels dispatched were sent out from two 
officces—New York City with 26,696,489 (not in- 
cluding Brooklyn, which dispatched more than 
3,000,000) and Chicago with 19,818,210. These two 
offices sent out, then, 60 per cent of all the fourth- 
class matter dispatched from the 37,745 reporting 
offices during the six weeks’ period under consid- 
eration. The tremendous amount of merchandise 
sent out by the mail order houses of these cities is, 
of course, the explanation of this condition. 

But let us get back to Mr. Lewis’ speech in be- 
half of the common man. He now proceeds to tell 
some Post Office Department secrets. It appears 
that in the effort to get some idea of the cost of 
handling the parcel post, six censuses of this traf- 
fic have been taken for half a month in April and 
October of each year. The detailed results obtained 
Mr. Lewis does not state, but he sweeps the whole 
thing up into a beautiful climax by declaring that 
“the experience shows that if the Post Office were 
given the express traffic it could make a profit of 
some thirty millions a year, at their rates, and 
paying the railways what they now receive of the 
companies.” 

Somebody asked Mr. Lewis if the parcel post 
“nays,” to which he replied that it does and that 
the Government makes “25 per cent on the average 
and the larger the package the greater the profit.” 
The meagre statistics which he presented indicate 


Hardware Age 


that in all these calculations the department leaves 
out of its estimates all overhead expense, all forms 
of supervision, every item that by hook or crook 
can be charged to any other feature of the service 
—and then guesses that it makes a profit! 


Why the Express Companies Failed 


But here is Mr. Lewis’s eloquent explanation of 
why the express companies fell down because they 
did not know how to run their business and why 
Mr. Burleson has been able to put over all sorts of 
clever tricks in the interest of the common man: 

“Efficiency; economy; it is hardly necessary to 
say more. The express company is obviously de- 
linguent under both standards, while democracy’s 
establishment, the parcel post, has given us proof 
of incomparable achievements in both. It has cut 
the operation cost per parcel to less than half by 
express; it reaches the 25,000,000 rural popula- 
tion, and has more than doubled the package traf- 
fic. Thus is Democracy’s purpose for the common 
man realized, and its wisdom in the selection of 
economic methods justified by results. Your com- 
mon man had an ‘equal right’ to have his package 
carried, but the companies carried only for those 
who could pay their rates, only three out of the 
seven parcels potential, whereas the Swiss parcel 
post carries 10 per eapita, probably the figure our 
parcel post will attain when fully developed.” 

It is really surprising what a lot of misappre- 
hensions have filled the public mind regarding the 
express companies. Most people thought they were 
managed by pretty shrewd men—sometimes a trifle 
too shrewd. This was all wrong. The managers 
of the express business were either dotards or mere 
children compared with the bright young men Mr. 
Burleson has gathered about him. Mr. Lewis says 
so and Mr. Lewis knows. Listen again: 

“The country thought that the express companies 
were making egregious profits in their time. I want 
to inform the House that no express company in the 
history of the country has ever made one-half the 
profits out of the small parcels that the Post Office 
is making at this moment. At least 25 per cent of 
the parcel post receipts represent profit to the 
service.” 

At last we have the reason why the express 
companies are going out of business. If Uncle 
Sam, with a 25 per cent profit on the parcel post, 
shows an $100,000,000 deficit at the end of the year, 
and no express company has ever made half such 
a profit, the wonder is, not that some of them 
have gone to the wall, but rather that there is a 
single one in operation to-day. 


Boosting Size and Weight Limits 


The average retail merchant probably thinks the 
Postmaster General is developing the parcel post 
service about as fast as the country can stand it; 
in fact, the service is getting a little rich for the 
retailer’s blood. But, bless you, Mr. Lewis don’t 
think so. No indeed; he is for prodding up Mr. 
Burleson to go a little further. He says: 

“We have had enough experience with it now 
to satisfy the most timid man that the clause in 
the substitute bill passed by this House, giving 
the Postmaster General the power to change the 
weight limit, the size limit, the rates, the zones, 
and all the conditions of the service, is a. power 
very wisely placed as judged by the result, and that 
he ought to exercise that power to cover the whole 
parcel post function of transportation, as abroad, 
and give the farmer who is on the farm where the 
express service can not reach an equal right to 
transportation in small shipments. That means, at 
least, a weight limit of 100 pounds. It means also 
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a size limit, say, of 2 feet square. And it means, 
besides, the collecting of the rate on delivery.” 
Don’t overlook that last sentence—‘“It means, be- 
sides, the collecting of the rate on delivery.” Such 
a rule would enable the mail order houses to make 
shipments through the parcel post “postage collect,” 
so that in quoting prices in their catalog no refer- 
ence need be made to cost of transportation, which, 
of course, would help along the humbug that mail 
order prices are cheaper than the local retailer’s. 
Presumably, every catalog would inform prospective 
purchasers that shipments would be made by the 
“exceedingly cheap and convenient parcel post.” 


Up to the Retailers 
But what are the retail merchants going to do 


Obituary 


COLONEL EDWIN D. METCALF, president and founder 
of the Columbian Rope Company, Auburn, N. Y., died 
at his home in Auburn recently. Colonel Metcalf went 

















Col. Edwin D. Metcalf 


from New England to Albany in 1890 to take the posi- 
tion of treasurer and general manager of the D. M. 
Osborne Company, maker of binders, reapers, mowers 
and other farm machinery. While connected with the 
Osborne works he started a department called the 
Columbian Cordage Company, which manufactured 
binder twine and rope. The establishment of this de- 
partment was of unusual importance. Up to that time 
only a few implement manufacturers had thought so 
far ahead as to see the importance of furnishing a 
binder twine of their own make with their binders. 
In 1903 the International Harvester Company bought 
the plant of the D. M. Osborne Company, and with it 
the binder twine department of the Columbian Cordage 
Company. 

With a few of his friends and former business asso- 
ciates Colonel Metcalf in 1903 established a new corpo- 
ration, which was known as the Columbian Rope Com- 
pany. This company was capitalized at $600,000, 
which was later increased to $1,000,000, and was or- 
ganized to manufacture Manila, sisal, cordage, jute, 
hemp and flax twines. 

Colonel Metcalf was born in Smithfield, R. I., in 1848. 
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about it? This means you, Mr. Hardware Mer- 
chant. 

Mr. Lewis has frankly told you what he and his 
colleagues intend doing. Do you mean to let them 
do it? 

There are just three men in the United States 
who cen help you in blocking Mr. Lewis’ game. 
Two of them are the Senators from your State. 
The other is your Congressman. If you write to 
them in time and with sufficient forcefulness they 
will probably suggest to Mr. Burleson that he 
should make haste slowly in any further extensions 
of the parcel post. 

If you don’t act promptly, Mr. Burleson will beat 
you to it. 


He lived for a time in Springfield, Mass., and while 
there he was twice elected to the House of Representa- 
tives, twice to the State Senate, and also served the 
city as Mayor. He acquired the title of colonel by a 
service of three years as Assistant Quartermaster Gen- 
eral, with rank of colonel, on the staff of Governor 
George D. Robinson of Massachusetts. In 1912 he was 
made president of the National Implement & Vehicle 
Association, 

Colonel Metcalf was married in 1873 to Miss Carrie 
Walker Flint of Fall River, Mass., who survives him. 
He leaves two sons connected with the Columbian Rope 
Company and another son, Stanley W. Metcalf, a stu- 
dent in Yale University. 


A. W. SPRAGUE, for many years sales manager of the 
woven wire fence department of the American Steel & 
Wire Company, Chicago, IIl., died at his home in 
LaGrange, Ill., recently. Mr. Sprague was born in 
England, and came to this country when he was eight 
years old, with his parents. His first position was with 
thé Ellwood Fence Company, founders of the barb wire 
industry, and the forerunner of the American Steel & 
Wire Company. Mr. Sprague resigned his position with 
the American Steel & Wire Company a few years ago to 
become president of the DeKalb Fence Company, and 
later sales manager of the post department of the 
American Steel & Wire Company, which position he 
held up to the time of his death. 





A. W. Sprague 
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“American Beauty” Electric 
Radiant Radiator 


The American Electrical Heater 
Company, Detroit, Mich., is now man- 
ufacturing the “American Beauty” 
radiant radiator, which was put on 
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“American Beauty” electric radiant 
radiator 


the market to give the benefits of 
extra warmth without the danger of 
fire, gases, dirt, etc., which is at- 
tendant upon the use of heaters other 
than electric. 

This heater can be attached to any 
lamp socket. The heating element of 
this new radiator is the new “Ameri- 
can Beauty” button type and when 
the current is turned on it gives the 
impression of a bed of glowing coals. 

The company states that this heater 
is made of the very best material. 
The entire case is made of steel fin- 
ished in old bronze, and the reflector 
is made of polished copper. The han- 
dle on the top makes it very easy to 
carry. The device is equipped with 
an 8-ft. brown silk cord, which gives 
ample length for practically any pur- 
pose. It is also equipped with a de- 
tachable composition: plug and lamp 
socket attachment plug. 

The new heater burns 600 watts per 
hr. It is 16 in. wide, 11 in. high and 
8 in. deep and weighs 4 lb. The re- 
tail price is $5.00. — 


“Champion” Electric 
Washer 


The Boss Washing Machine Com- 
pany, Cincinnati, Ohio, is now offer- 
ing the “Champion” washer with an 
electric motor drive. The “Champion” 
as a hand-operated machine has been 
well known on the market for over 
thirty years, and the addition of the 
motor drive to this machine should 
meet with favor. 

The “Champion” electric is fur- 
nished complete with a general elec- 
tric Fort Wayne type motor, and is 
ready for use by screwing the attach- 
ment plug into the nearest electric 
light socket. It is claimed that it 
needs no attention whatever while 
running and is absolutely trouble- 


HIS is what a prominent man- 

ufacturer of electrical-cooking 
devices has to say about “Things 
Electrical: 

“The hardware dealer should be 
made to understand conclusively 
that the handling of electrical ap- 
pliances by him would increase his 
profits. He should be made to un- 
derstand also that electrical appli- 
ances, so far as a line of merchan- 
dise is concerned, are uppermost in 
the minds of the housewife to-day, 
and if he can get her into the store 

-by interesting her in electrical ap- 
pliances, he will sell her many 
things for the home that he cannot 
by any other means. To enjoy the 
trade that should be his he must 
get more of the women of his com- 
munity into the habit of coming 
into his store, and electrical appli- 
ances are one of the strongest pull- 
ing cards that he can offer.” 
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proof, but in case of a failure of the 
operative power, the machine can be 
run by hand by simply attaching a 
wheel handle that is furnished with 
each machine. 

Some of the desirable features of 
this machine, the company states, are 
a metal drain faucet with hose con- 
nection, rollers on the legs, and a 

















amount of clothes at a time. 


“Champion” electric washer 


self-adjusting cylinder which makes it 
possible to wash a large or small 
An- 
other distinctive feature is the meth- 
od in which the motor is attached. 
This motor is not limited to operat- 
ing the washer only. It can be used 
to operate a churn, ice cream freezer 
or any small household appliance 
adapted for the purpose. It is claimed 
that the mechanism is extremely sim- 
ple, as there are no gears or break- 
able parts and it is practically noise- 
less in operation. Two sizes are made, 
No. 2 for regular family use, and 
No. 3 for large families, hotels and 
laundries. 
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“Quick-Heat” Electric 
Stove 


The Quick Electric Heater Com- 
pany, Cincinnati, Ohio, has put on 
the market the “Quick-Heat” electric 
stove. 

The company states that the per- 

















The “Quick-Heat” electric stove 


forated jacket of the stove is oxidized 
copper and that the ornamental ends 
are cast and nickel-plated and pol- 
ished. The heating core within the 
perforated jacket becomes red hot 
and gives a ruddy glow, and emits 
intense and satisfying heat. It is 
stated that it is safely guarded from 
children’s dresses, skirts or anything 
that might accidentally come in con- 
tact with it, and that it is especially 
adapted for bathrooms, small rooms 
of any kind, small halls, or any place 
requiring a moderate amount of heat. 
The ornamental cast iron top with 
the open flat surface may be used 
for warming or heating small vessels. 
It is claimed to be an ideal stove for 
sick room or nursery. 


New Electrical Lighting 
Equipment 


Edward Miller & Co., Meriden, 
Conn., and 68-70 Park Place, New 
York, have added a considerable num- 
ber of patterns covering electrical 
lighting articles, in the way of chan- 
deliers, lamps, including table and 
other portables. 

This new design places the light 
above the face, thus keeping the glare 
from affecting the eyes. These goods 
are fitted with inexpensive shades, 
which may easily be removed and re- 
placed, if desired, to suit different oc- 
casions. 

In electrical table lamps there are 
artistic designs in new colored effects, 
in antique, verdigris, etruscan bronze, 
ebony, gold, etc., which are both en- 
tirely new and rich in appearance, yet 
not costly. 

In table electrics there are some 
lighting devices in Patina bronze and 
dull brass finishes, having dark colors 
in recessed portions of the design, 
which make a fine contrast after the 
higher surfaces have been polished, 
rubbed or brushed, thereby bringing 
out the relief work. 
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George E. Hodson Resigns 


— E. HODSON, president and treasurer of 
the Winchester Repeating Arms Company, New 
Haven, Conn., tendered his resignation recently be- 
cause of impaired health. Mr. Hodson had been with 
the company for forty-four years. He entered the 
employ of the Winchester Company as a clerk in 
1872. After nine years he was honored by an elec- 
tion to the board of directors. The following year he 
was elected secretary of the company, which position 
he held until February, 1890, when he became treas- 
urer. In 1900 he was elected first vice-president 
and treasurer, and in 1911 he was chosen president 
and treasurer. While holding the offices of secretary 
and treasurer Mr. Hodson acted as purchasing 
agent for the Winchester Company. 

During Mr. Hodson’s administration the Win- 
chester Company has enjoyed great prosperity, the 
business having shown a large and healthy growth, 
to which his efforts contributed a great deal. Win- 
chester Bennett has been elected to fill the vacancy 
caused by Mr. Hodson’s resignation. Thomas G. 
Bennett was appointed president pro tem and treas- 
urer pro tem to serve during the disability of Win- 
chester Bennett, who is convalescing from a serious 
illness. 


Cleveland Association Holds Annual 
Meeting 


_ annual meeting of the Cleveland Retail Hard- 

ware Association was held Jan. 14, and officers 
for the ensuing year were elected as follows: 

President, Charles O. Rehburg; first vice-presi- 
dent, W. D. Jones; second-vice-president, A. Sheriff ; 
secretary, Phil G. Wuertz; treasurer, Frank M. Pot- 
ter. Directors, F. J. Miller, H. Blecking, P. J. 
Schwertner, Fred Warnke, W. L. Bullard, G. H. 
Wehrle and A. Aurbach. 
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Pratt & Lambert Meetings Sound 
Keynote of Prosperity 


|B seared sales meetings were held during the 
week of Jan. 3 at the New York, Chicago and 
Buffalo offices of Pratt & Lambert, Inc. 

New ideas for the sale of Pratt & Lambert prod- 
ucts were advanced to the men. New goods which 
Pratt & Lambert will put on the market were ex- 
plained and the selling plans to be followed were 
thoroughly discussed. 

At the various banquets, President Andrews and 
General Manager J. H. McNulty spoke freely of 
the success of Pratt & Lambert during 1915. The 
past year broke every record that the company ever 
established. The management expressed its belief 
that 1916 would be a remarkable year. 

A bit of sentiment was introduced at the ban- 
quet when General Manager J. H. McNulty an- 
nounced that the year 1916 would mark the twenty- 
fifth anniversary of President Andrews with Pratt 
& Lambert, Inc. For this reason Mr. McNulty said 
that he was going to call 1916 “President’s Year,” 
and that he was planning to make it the biggest 
year in the history of Pratt & Lambert, to show 
the appreciation of the organization for the many 
years of untiring effort which Mr. Andrews had 
devoted to the company. To let the men know 
just how much of a goal he had planned—just how 
much of a task he had cut out for them, Mr. Mc- 
Nulty named a sales increase figure which would 
be equal to an entire year’s business of the com- 
pany not so very many years ago. When the sales- 
men were given an opportunity to display their 
oratorical powers later in the evening, they all ex- 
pressed themselves in no uncertain terms as being 
very much “with” Mr. McNulty, and would do their 
part to materialize this mark of gratitude to Presi- 
dent Andrews. 





The Prospect for Business 






































This map, prepared and issued by the Standing Commitee on Statistics and Standards of the Chamber of Com- 
merce of the United States of America, shows the prospects for business in the United States for the first four 
months of 1916, as estimated by the committee on the basis of reports under date of Dec. 11, 1915 
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Exceptional Importance of 1916 
Inventory 


HIS is the most important inventory 
season the hardware trade has ever 
faced. Right now the counting, listing 

and pricing of stock is well under way in 
thousands of stores. 


A lot of mistakes are going to be uncov- 
ered and a lot of other mistakes are going 
to be made. A minimum of errors is every 
merchant’s aim. 


In the years gone by you have discovered 
certain bins that failed to get into the in- 
voice book, and you also found the usual 
errors in goods sold and not checked off after 
the initial count. You need little advice on 
such common errors. You may well take ad- 
vice on other possible errors. It is time to 
get your ear close to the ground. 


Two cases came to the attention of HARD- 
WARE AGE last year that contain a lesson 
and a warning. Two stocks showed invoice 
figures beyond all reason. The value was 
high, so very high that the owners of these 
stores took a second inventory immediately, 
with the result that one stock totalled 20 
per cent and the other 17 per cent less than 
the questioned inventory. In each of these 
stores the loose screws were clerks, and they 
were not careless clerks. They were just 
plain crooked. They were men who wanted 
more money. They knew that annual raises 
in salaries were usually given in the spring, 
and they wanted the showing in their stores 
to be so strong that their employers would 
grant their salary requests. In other words 
they stuffed the ballot box. The evil was 
uncovered in two stores in different states. 
These two dealers wrote HARDWARE AGE of 
their experience. What happened in their 
stores happened in scores of other stores. 
A thinking man knows that these were not 
isolated cases. The dealers were two men 
who frankly confessed a weakness in their 
own stores for the benefit of the trade as a 
whole. There were plenty of others who kept 
their dismal experiences discreetly to them- 
selves. 


The past twelve months have been marked 
by price changes fired in volleys. The mails 
have been literally filled with price advances 
crowding one upon another. The manufac- 
turers’ costs have been raised by scarcity of 
raw materials, boosted again by a shortage of 
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machinery, and further vigorously impelled 
toward the high-water mark by a shortage 
of both common and skilled labor, and it 
looks as though the limit has not yet been 
reached. The merchant who takes his in- 
ventory this year will certainly figure his 
goods at prices he paid at time of purchase. 
He will have to do this to get a correct line 
on what has been produced by his merchan- 
dising machine. In addition to this regular 
form of inventory procedure every merchant 
should extend an additional row of figures, 
and those figures should represent the pres- 
ent market value of the goods in his store. 
In the usual run of business, goods on hand 
over a year look bad to the buyer. Right 
now goods bought over a year ago repre- 
sent a handsome profit in the advances which 
have taken place. 


An instance recently came to our attention 
where a heavily overstocked store was bought 
at invoice price. A second inventory was 
taken by the purchaser as soon as the trans- 
action was completed, and an unusual profit 
was represented in the advances. 


Manufacturers say this is going to be a 
year when it will be hard to get goods. That 
statement will undoubtedly prove true, but 
another fact is also insistent at this time. 
With prices crowding the topmost of recent 
years it is most advisable to make every effort 
to dispose of surplus merchandise. 


With prices at or near the top of the lad- 
der it is good business to know to-day’s cost 
on every item purchased even four months 
ago. It is not good business to sell an item 
for $1.85 which cost $1 eight months ago. 
This statement is absolute truth on about 
half the hardware sold over your counters. 
To-day’s cost is probably decidedly nearer 
your old selling price. 


If ever the use of a price book seemed im- 
perative it is now. The merchant who does 
not make daily use of his cost book now is 
losing money. 


It is evident that many standard items 
of hardware have not reached the top price. 
It is also evident that when the European 
war ends there are going to be some radical 
reductions. It is a good time to sell old pur- 
chases at a stiff profit. Your inventory 
should point out these items. As was stated 
at the beginning of this editorial, this is the 
most important inventory the American 
hardware merchant has ever faced. 
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January 20, 1916 


On the Continuance of 
Prosperity 


T IS good proof of the need of such cau- 
| tion that the conservative counsels of 
Chairman Gary, in his comment on the 
business outlook, published last week, should 
have provoked such criticism and in some 
quarters even resentment. There would be 
something wrong about the locomotive en- 
gineer or the ship’s captain who showed 
temper at rules requiring careful going under 
conditions of great difficulty and possible 
danger, particularly conditions he had never 
met; but the average man would not think 
of finding fault with such rules. Just now 
there are reasons for the irritation shown 
on the lower end of Manhattan Island at the 
suggestion that the ending of the war may 
interrupt easy money-making. 


The fact is that Judge Gary expressed the 
belief nearly three months ago, at the meet- 
ing of the American Iron and Steel Institute, 
that peace in Europe would change the pros- 
perous aspect of American business. He 
said at that time: 


“Personally, I do not agree with the state- 
ments which have been made that at the 
close of the war we may expect in this coun- 
try a prolonged continuance of the great 
prosperity now experienced; especially if we 
do not have protection against the results 
of cheap labor and the impoverished condi- 
tions abroad, which are inevitable.” 


With scarcely an exception, the men of 
prominence in industrial, financial and rail- 
road operations who were quoted in the vari- 
ous review and outlook articles published at 
the opening of the year, called attention to 
the possible interruption to business activity 
involved in the readjustments of peace. The 
score of leading steel manufacturers who 
wrote in The Iron Age of Jan. 6 on the same 
question all pointed out that when peace 
came the American steel trade would have 
problems to deal with which might change 
its present prosperous aspect. It is fair to 
say that the following paragraphs in Judge 
Gary’s utterance of last week would be in- 
dorsed by practically all iron and steel manu- 
facturers of the country, so far as they refer 
to conditions to be looked for in those trades 
after the war: 


“But whenever the war shall close the busi- 
ness of this country will be confronted with 
new conditions. The purchasing power of 
the whole world will have been greatly re- 
duced. Foreign countries who are now buy- 
ing our products, because compelled, will 
withdraw their patronage in a large measure. 
Other non-producing countries will find their 
financial resources and credits lessened. 
More than this, foreign producers, in great 


need, will strive more diligently than ever 
to supply the countries that are financially 
able to pay and at prices based upon cheap 
labor and low cost, as they have a perfect 
right to do. 


“Our producers, including our wage earn- 
ers, will find themselves in commercial an- 
tagonism with the most persistent and diffi- 
cult competition ever experienced, unless this 
shall be prevented by laws that are reason- 
able and sufficient. Most of the foreign pro- 
ducing countries, and quite likely all of them, 
will be thoroughly protected by tariff pro- 
visions, and we should be on a parity with 
them in this respect. 


“I hope and believe whatever political 
party is in power much thought will be given 
to the all-important question of adequate— 
no more and no less—protection. Our people 
will succeed or fail together. No class can 
long prosper at the expense of others. No 
class can long continue in adversity with- 
out similarly affecting all others.” 


One fact looming up above all others and 
fresh in the mind of every man in the in- 
dustry is that the American steel trade was 
seriously depressed in the months preceding 
the placing of enormous war orders here. 
On the Pacific coast our steel manufacturers 
practically lost their footing because of the 
low prices of imported steel products. When- 
ever these conditions of the recent past are 
recalled, instant reassurance is given from 
certain newspapers and Administrative 
sources that there is nothing to fear. From 
the same sources the country was told when 
the last tariff act was passed—an act defin- 
itely designed to produce lower prices and 
larger imports of steel products—that our in- 
dustries would be put on the high road to suc- 
cessful operation, having at last been un- 
shackled and endowed with a new freedom. 
The same sapient advisers might as well have 
told the railroads when their labor cost was 
advancing with every year, revenues were 
declining and receiverships for many were 
ahead, that all would be well if they faced 
the future with courage and ceased from pes- 
simism. That is substantially the advice they 
are offering the steel industry today. It 
is not surprising that the leaders in that 
industry, facing the responsibilities of a 
situation that has no parallel, are not 
carried away by the easy optimism of im- 
practical phrase-makers. They are not 
thinking in maxims and platitudes, but in 
terms of a very concrete problem. It is the 
problem created by wages on a scale nearly 
three times as high for common labor as the 
lowest rate paid in the depression of the 
eighteen-nineties, and at the same time the 
possibility of prices, fixed by German compe- 
tition, fully as low as those which brought 
them to the verge of disaster in 1914. 
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How It Is Done 


EAR SIR:—Will you kindly publish directions for 
tieing a bow-tie? ROGER Coot. 
Well, Roger, you hold the tie in your left hand and 
your collar in the other. Slip your neck in the collar, 
and cross the left-hand end of the tie over the right 
with the left hand, steadying the right end with the 
other hand. Then drop both hands, catching the left 
with the right and the other with the other. Reverse 
hands, and pick up the loose ends with the nearest 
hands. Pull this end through the loop with your un- 
engaged hand, and squeeze. You will find the knot 
all tied and all you have to do is to untangle your 
hands.—Dartmouth Jack-o’ Lantern. 


A Lesson to Learn 


y Sygresaownard in Kitchener’s army was recently sent 

to the barracks of a large provincial town. After 
wandering round the town to his heart’s content he 
tried to find his way back. Eventually he reached 
barracks some hours late. 

“What is the meaning of your turning up so late?” 
demanded his sergeant. 

“T lost my way, sir,” replied the man. 

“You lost your way?” 

“Yes, sir.” 

“Well, you had better stay in barracks until you 
know the town better. Lismiss!”—Tit-Bits. 


Politeness Returned 


FEW days after a farmer had sold a pig to a 
neighbor, he chanced to pass his place and saw 
his little boy sitting on the edge of the pig-pen, watch- 
ing its new occupant. 
“How d’ye do, Johnny,” said he. “How’s your pig 
to-day?” 
“Oh, pretty well, thank you,” replied the boy. 
“How’s all your folks?”—Harper’s. 


A Prepared Pacifist 


éé RE you in favor of preparedness?” 
“No,” replied Bronco Bob. “I think it’s all 
wrong for people to carry guns.” 
“But you are carrying one right now!” 
“Sure. If I didn’t, something might happen to me 
that ’ud keep me from exertin’ my moral influence in 
the cause of peace.”—Washington Star. 


Super-Agility 


MART YOUNG MAN—What do you think of 
Smith? 
Indignant Old Gentleman—Smith, Sir’ He is one 
of those people that pat you on the back before your 
face and hit you in the eye behind your back.—Ez- 


change. 
Her View 


R. SAPHEAD—tThe family gave me a set of hair 
brushes for Christmas. 
Miss Kutting—How nice! 
Mr. Saphead—Solid ivory too. 
Miss Kutting—How appropriate.—Exchange: 


Peace ships rush in where dreadnoughts fear to 
tread.—_ Washington Post. 
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The Come-Back 


¢¢T SUPPOSE this Fulton Street car was named after 
Robert Fulton?” he oueried of a young man 
leaning against a lamp post. 

“I dunno sir,” was the reply. 

“Didn’t you ever ask any one?” 

“No.” 

“Have you ever felt any interest in the matter?” 

“Can’t say that I have, sir.” 

“But you ought to be interested,” persisted the ques- 
tioner. “I presume you are a resident around here 
and have crossed the street hundreds of times?” 

“T have that.” 

“And you never asked what it was named after?” 

“Never.” 

The stranger shook his head and heaved a sigh, and 
was about to pass on when the young man seemed to 
think that some defense was needed, and he observed: 

“T’ve also crossed Jay Street more times than I can 
remember, but I never stopped to think whether it was 
you or some cther old jay with a plug hat on that it 
was named after.”—Washington Herald. 


Wary 


ee street-car was crowded, and a gentleman with 
kindly twinkles in his eyes took five-year-old Tom 
upon his lap. 

“This will be better than standing, won’t it, my boy?” 
he suggested. 

“Uh, huh,” Tom replied without enthusiasm. He had 
rather enjoyed lurching about the aisle, just like his 
father. 

“But you want to be careful that I don’t pick your 
pocket,” the gentleman cautioned in a whisper. 

“Can’t,” Tom retorted, his voice somewhat muffled; 
“soon as I saw you lookin’ at me, I put my penny in 
my mouf.”—Judge. 


A Parable 


éé HO are you?” asked the Judge. 
“IT am Cowardice,” answered the applicant 
at the bar. 

“What do you want?” 

“IT want to change my name. I’m tired of being 
ridiculed.” 

“Have you any particular name in mind?” 

“Yes, Your Honor. Conservative seems to be a fine, 
respectable sort of name. All the Conservative family 
are held in great esteem. I’d like to change my name 
to Conservative, if you please?”—Newark News. 


Defined 


ILLIE WILLIS—Pa, what’s “artistic tempera- 


ment?” 
Papa Willis—It is a fellow, who, when he gets a re- 
jection slip, would rather get drunk than lick the 


editor.—Exchange. 


Proof 


66 ERBERT, you weren’t listening to what I said.” 
“Er—what makes you think that darling?” 
“TI asked you if you could let me have a hundred dol- 
lars and you smiled and said, ‘Yes, dearest.’ ”—Life. 


Some people speak as they think, while others speak 
oftener.—Exchange. 
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NEWS FROM MANY SOURCES 


Articles on this Page Are Taken from the Press of the Country 


Expects 40-Cent. Gasoline Within 
a Short Time 


sis cates prices will continue to advance; it 

would not be surprising if first-grade gaso- 
line was quoted at 40 cents per gallon within a 
short time.” So Harry F. Sinclair, millionaire oil 
man and baseball magnate, declared recently. 

“There is really a scarcity of oil at this time,” 
added Sinclair. “Unless new fields are opened 
within a year or so, there may be an oil famine. 
The output of all the old fields is decreasing grad- 
ually, while the demand for gasoline is increasing 
every day. 

“The Oklahoma oil fields, which are the largest 
in the world, show an average daily decrease of 
250,000 in comparison with the output of a year 
ago. A barrel of oil averages 42 gal. of oil, or 21 
gal. of gasoline. 

“This means that the average yearly decrease in 
gasoline production in Oklahoma alone is 1,916,- 
250,000 gal. 

“Other fields have been affected the same way 
as Oklahoma, and probably the average decrease 
in the gasoline output from all the fields in the 
United States is close to 3,000,000,000 gal. yearly.” 

“Has the cost of production increased?” Sinclair 
was asked. 

“Not appreciably,” was the answer. 

“Why, then, should the price be advanced?” 

Sinclair laughed and said: 

“Oh, well, if you’ve got something to sell that 
everybody wants, you get the highest price you 
want for it, don’t you? That’s the way in the oil 
business.”—New York American. 


Macy Aide Attacks Price 
Maintenance 


4 eye principle of rigid price maintenance was 
vigorously attacked recently by Ernest Katz, 
auditor of R. H. Macy & Co. He spoke before the 
New York Society of Accountants. 

He analyzed the pros and cons of price mainte- 
nance from the point of view of the consumer, the 
retailer, the wholesaler and the manufacturer, seek- 
ing to show the advantages of allowing each seller 
to adjust the price as he found desirable. 

Mr. Katz said: 

“Cash discounts are prohibited on price-main- 
tained merchandise. Is not this sheer temptation 
for the slow payer? The firm of R. H. Macy & Co. 
pays all its bills within 10 days and takes every 
conceivable discount. There are other firms who 
take 90 days and even more. Is it justice to say 
that both shall pay the same? 

“If this principle becomes law, it will be the end 
of cash discounts, it will mean the end of prompt 
payments, because prompt payment will no longer 
be expedient. 

“Proper merchandising means the pushing out 
of the goods, if not at one price, at another. The 
articles that do not sell for $1 to-day may sell at 
90 cents to-morrow, or if not, then at 80 or 70 or 
60, or perhaps even 50 cents. 

“There is somewhere a price at which that mer- 
chandise is salable. Our friends will have us put 
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upon our shelves price-restricted goods, and keep 
them there until they are unsalable; not until then 
can we reduce them, and only after having asked 
permission of the manufacturers, 

“How unreasonable! Time and tide wait for no 
man, and merchandise of many types deteriorates 
fast if it is not moved.”—New York American. 


10% Wage Increase by Corn 
Products Company 


HICAGO, Jan. 11.—The Corn Products Refin- 
ing Company declared a 10 per cent increase 
in wages, effective Jan, 15, at its Argo plant. 

The increase, which affects 1100, will amount to 
about $140,000 a year. Employes in Granite City, 
Ill., and other places, are to receive similar in- 
creases. Several hundred employes of the Corn 
Products factory at Edgewater, N. J., will ‘have 
their pay increased. 

Men with the concern for more than one year 
will receive a 10 per cent increase, those with the 
company six months, 5 per cent. The latter will 
receive the extra 5 per cent after they have been 
with the company a year.—New York American. 


The Best Seller of the Ages 


HE oldest book continues to be the “best seller.” 
Year after year the Bible is away ahead of any 
other. 

Since the war started, millions of copies of Holy 
Writ have gone to the soldiers. Our United States 
exports of Bibles have been very large the past 
year. 

Many religions are represented under the flags 
of contending armies, in which are found Japanese, 
Turks, Algerians and Indians, besides the many 
shades of difference in European countries. 

But the Bible, written by 40 different authors 
over a period of 1600 years, is the book of books, 
and has been for centuries. 

If all that the Bible teaches about the hereafter 
were false, the world is still enormously bettered 
merely by the vast circulation of such inspiring 
literature among the generations of men as they 
come and go.—Philadelphia Public Ledger. 


A $1,400,000,000 Automobile 
Country! 


ITH the fifteenth annual automobile show 
now under way in Convention Hall, promis- 

ing with its 100 exhibitors and 64 cars to eclipse 
any like show Philadelphia has ever seen, it is very 
plain that this locality has played a prominent part 
in helping the United States to pass far beyond 
the billion dollar output in 1915, and also will not 
be behind the rest of the country in putting the 
nation on a two-billion-dollar basis in 1916, so far 
as the output of motor cars can do it. The local 
facts as to the growth of the automobile business 
are striking, but when one gets at the national 
totals no wonder the general manager of the Na- 
tional Automobile Chamber of Commerce, in calling 
attention to some of the casual automobile statistics 
in connection with the recent New York automobile 
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show, describes them as “romantic,” though they 
are far from being the “romances” of a Colonel 
Mulberry Sellers, or the gauzy claims of the typical 
fake promoter. 

Indeed, the man who “depended on his imagina- 
tion for his facts and pure statistics for his fancy” 
ought to go into the automobile business at once, 
for he would not lack for occupation. The figures 
are fairly staggering. It is estimated, for instance, 
that in 1916 the motor car production will amount 
to 1,200,000 cars, while, on the basis that any per- 
son with an income of $1200 can own a car, there is 
a market for automobiles to the number of 5,000,- 
000. All this is based on the astounding figures for 
1915, which show sales of 892,618 motor vehicles, 
842,249 passenger cars, 50,369 motor trucks, at a 
total cost of nearly $1,400,000,000; the figures for 
the motor vehicles totaling $691,778,950 and for 
the cars $565,856,450, all these vehicles using up 
930,000,000 gal. of gasoline and traveling 12,000,- 
000,000 miles! 

With the average cost of ali cars reduced to $672 
—it was $1,284 in 1899, but went to $2,123 in 1907 
—the twentieth anniversary of the automobile finds 
us almost reaching that happy state when almost 
every other person owns an automobile or rides in 
one, which, if not the same thing, is quite as satis- 
factory, and the millennium of the enthusiast, and 
likewise of the manufacturer, is certainly at hand. 
Moreover, with Iowa, a strictly agricultural State 
leading with a per capita of one car for every nine- 
teen persons in a total registration of 117,407, and 
with ten grain States owning 677,G90 automobiles, 
it is obvions that the cars, confined to no class 
and indifferent to place, occupation, color or “pre- 
vious condition of servitude,” are part of a social, 
industrial and economic problem, if not revolution, 
that is worth a billion dollar country’s considera- 
tion and concern. 

So far as local figures go in the nine years that 
the State Highway Bureau has collected fees, from 
1906 to 1915, they have amounted to $5,400,000, 
beginning humbly enough with $42,000, and run- 
ning up to $1,600,000, with the cars jumping from 
4000 to 143,000, which on any fair average of cost 
would run the values up above $100,000,000. This 
tremendous increase in the popularity and use of 
the automobile is due here, and in the country at 
large, to the standardization of parts, which dates 
from 1910 practically, and to the subsequent cheap- 
ening of production. As this output increases, the 
amazing figures will become even more startling, 
and, with the export trade calling for $8,500,000 a 
month and a total of $100,000,000 in sight, 1916 
will surely prove to be the annus mirabilis for the 
automobile. Good luck to it!—Philadelphia Public 
Ledger. 


Judge Advises New Citizens 


PITTSBURGH, Jan. 15.—Judge Joseph Buffington 
of the United States Circuit Court of Appeals, ad- 
dressing 100 newly naturalized foreigners in the 
federal court here, pointed out that they now had 
but one country to support, and urged them to be 
careful about participating in labor strikes, as he 
thought but little good could come from them. 

“You men now owe an allegiance to the United 
States, and should support it against all enemies, 
both domestic and foreign,” said Judge Buffington. 
“If this country should be plunged into war, and 
God forbid that it ever will, you must remember 
that you owe allegiance to this country only, even 
against the land of your birth. Attend night school, 


Hardware Age 


and have your children attend day school. Back up 
the teachers and help them with your children. 

“Drinking booze when your children need shoes 
is the worst enemy you will encounter. Also re- 
member your marriage vows and keep them. Get 
acquainted with American men and women, and 
have your families get acquainted with American 
people. It will help you. In the old country you 
were accustomed to seeing soldiers standing about 
the streets to make you do right. In this country 
we don’t have the soldiers, but we have the laws just 
the same. Obey the laws and we will help you.”— 
New York Globe and Commercial Advertiser. 


Money Makes the Cars Go 


Of all the important industries which one is 
growing most rapidly? Automobiles. Of all im- 
portant and unimportant industries, which one 
spends the greatest sum of money for newspaper 
and magazine advertising? Automobiles. This is 
not a matter of chance or luck. Automobile makers 
advertise their product more liberally than the man- 
ufacturers of any other article of general commerce. 
They have deliberately gone out to increase their 
sales by the only methods possible. They have spent 
money liberally and wisely, and they are now reap- 
ing a vast harvest from the carefully sown seed of 
printer’s ink. 

There was about $53,000 spent last Sunday to 
advertise automobiles in Philadelphia alone. More 
than that sum is being paid out by them for pub- 
licity this week. No other money which the builders 
of cars have invested in their swiftly expanding 
business pays them such a big rate of dividends as 
this very cash invested in advertising. Any fac- 
tory can turn out a first-class car. The prime neces- 
sity for every factory that hopes to survive and 
prosper is to sell more and more cars. Printer’s 
ink is the largest salaried salesman any business can 
have; but in virtually every case, as proved by 
thousands of tests, it is the one which brings home 
the biggest orders. 

Nothing but the trade of a crook thrives best in 
secrecy. It is not possible for the man who has 
something good to sell to get too much publicity. 
Letting the great crowd of buyers know about it, 
that is the function of a newspaper advertisement. 
Hence it is only logical and just that the automo- 
bile trade expands faster than any other, since it 
has the good sense to adopt the methods necessary 
to bring about that profitable result. Money makes 
the cars go.—Philadelphia Public Ledger. 


According to the finding of a New Jersey jury, the 
doctor who, after having performed an operation, sewed 
up a pair of forceps in a patient’s body, was not guilty 
of negligence, as charged. Apparently he left them 
there on purpose, so that they would be handy in case 
of further need of them:-—New York Morning Tele- 
graph. 


No doubt all those State grangers who vote against 
preparedness for the United States will return home 
and tear down their lightning-rods.—Philadelphia 
North American. 


Spain is placing $20,000,000-munition contracts in 
this country. She knows something about the effective- 
ness of American guns.—Philadelphia North American. 


Kings will be fortunate in becoming sick of war 
before the common people become sick of kings.—Wash- 
ington Post. 


Nevertheless, a dyestuff shortage will never cause 
Uncle Sam to display the white flag— Washington Post. 
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PUBLICITY FOR THE RETAILER 


South Dakota Merchant Features Nationally Advertised Goods—A 
Forceful Presentation of Tools—Sale Ads Bring in the Business 


Hitching Up to National Trademarks 
No. 1 (3 cols. x 74%4 in.). Here’s a New Year’s 
greeting, well worded, from the White & Parker 
Hardware Company, Murdo, S. D. The new year 





WALAAAAAAAAA Aa 
- - 
~ - 

- - 


We wish you all 


Trritiiiiiis 
. 








a Happy oak wD EN 
Gs and (XN 
PROSPEROUS NEW YEAR. 


We have, with the assistance of the people of Murdo and surrounding trade territory, built up” the 
most complete Hardware stock that our customers cat have access to in this territory, 
It has been our earnest endeavor to use: every- 
one fair and square and to sell our goods at as 
low a margin of profit as possible. @ We have 
steadily increased our stock, making 2 spedalty 
of the Nationally Advertised Goods of known 
quality. ' 

We thank you one and all for your many favors during the past 
and boping we ee ee eT 


; “Sua lity Our Cneeess” 
Warre GParverdipw. Ql 
HARDWARE & sate gay 9 al 


PATTONS ~ 
= Sun PRoor 
PAINTS 

















MiuUTuRDO 














© > HOOSIER KITCHEN CABINETS << 


We close at 7:00 p. w,, except Seturdave. 











No. 1—Nationally known trademarks are working for 
this retailer 


affords the retailer an ideal opportunity to express 
appreciation of the year’s tide of trade that has 
flowed in through his doors, and the local newspaper 
is the ideal medium for the expression. Though im- 
personal, an ad of this type creates a real feeling of 
warmth and good-will toward the store and its per- 
sonnel. White & Parker have done in this announce- 
ment what a great many other retailers are doing 
—linking up with nationally advertised goods. Note 
that seven trademarks are featured, and that the 
copy states the company is making a specialty of 
nationally advertised goods. Like other progressive 
retailers, White & Parker see the desirability of 
identifying their store with the products of the 
national advertiser. They have discovered that a 
nationally known trademark means more sales and 
easier sales, and also that it is a real prestige 
builder. They realize that local advertising tied 
up with national campaigns makes for keener in- 
terest and quicker response. In other words, they 
have found, by test, that the national advertiser is 
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reducing their selling overhead. Despite the keen 
interest displayed by many retailers in this subject, 
they have as yet barely touched the sales possibili- 
ties of linking up closely and consistently with 
national advertising campaigns. Total up your na- 
tional trademarks and set them to working for you. 


It Has the Selling Power 


No. 2 (2 cols. x 8 in.). The secretary of Nock and 
Kirby, Sydney, Australia, H. T. Nock, sends us this 
ad, which ought to be read through and through by 
the hardware man interested in selling more tools. 
Tools are apt to be a dry subject to everyone except 
the mechanic or the enthusiastic amateur, but here 
is an ad that kindles tool enthusiasm in the mind 


TOOLS 


For Home a. Workshop. 


They're toole that appeal with equal force to 
both the Amateur and the Artisan—toois 
that have their place in nearly every job that’s 
going——tools of small price and big service 
——tools that every workman worth a hang 
would be happy to have at hie elbow. 











— 


Select the tools 
which experience and expediency brand as 
your best friends, and remember——they’re 
yours, now and always, at 


NOCK AND KIRBY'S NOTED LOW PRICES. 


Eyes on them, sir—! 








“YANKEE” NO. 130 QUICK RETUR 
SPIRAL RATCHET SCREWDRIVER. 
ar instantly convert it into a right (or A spring in the handle makes it the 
left) hand ratchet... Has 5%- = ee “Quick Return.” All you do is push—the 
Complete, with 3 Bits handle comes back itself, ready for the 
next push. Great for workipg one- 
“YANKEE” NO. 31 DITTO.—A heavier; handed or in awkward, cramped 
stronger edition of No, 30, intended for places. 


“YANKEE” NO. 30 SPIRAL RATCHET 
SCREWDRIVER. You can use it rigid, 


“eee 


large screws. Has &%-inch stroke. Complete, with 3 Bits .... 
Complete, with 3 Bits ...... 7/6 each es 7/3 each. 
“YANKEE AUTOMATIC DRILLS. 

SET OF 8 DRILLS AND CHUCK, - Mighty handy t tools in the home or any- 


fir “Yankee” Screwdrivers Nos. 30, where. and the dri 
and 130. With this Set at hand you aad rest. 


immensely to the usefulness of your 
er.’ 


- Price --+- 2/ Set 


EMERY TOOL GRINDING ~yop~ ag 
—No home or workshop shoul be w 


does’ the 
41 


ovement of handle, 
thus clearing chips. No. 44 has an ad- 
a — for spring, to AF 
strength to’ su 

a. soft woods. 


out one, because although 4 mere hand No. 41, with 8 Drill Bits 6/ 
ful” in size, they completely supersede 0. 44. ecccccee e 
the grindstone. They clamp te table - N with 8 Drill Bits, eoesgeces 6/6 
bench, and all gears are encios na’ P 
dust- proof sieei case. Grand for Knives, ee TABLE VYCES, with 2- inch 
Scissors, Axes, Hatchets, Chisels, and Price ...-.. ata tattini iliad 1/9 each. 
— Irons. 
Sin. 6in.- 7in. = lin. Wheel- IRON we. For CARPENT 
—- % ws tt Each | BENCH NTER'S 
Price eorece Deeseee 1/9; 2/-, 2/3 each. § 


CARPENTERS’ BENCHES, 6ft, = 2ft., 
with good so top, fitted wt, ho 


PATENT IRON BENCH STopPs, 1/- 
and Btop  «-4-++ +s cveseeravee 2/3 each. S, 1/-, 








"Phones—City 4030 (six lines). 


NOCK AND KIRBY, LTD., 


“The Home of Noted Low Prices for General Hardware and Drapery,” 
188, 190, 192, 194, 194a George-street, and at 
4, 5, 7, 9, 10, 11, 12, 13, 15, 17, 19, 21 Under weod-street (near Circular Quay), Sydney. - 











No. 2—Enlivening a more or less prosaic subject 





vd 


A SAFETY RAZOR 
FOR 15c 


cele. Wi ae - : —— 


-™ 
< 
+ - 
- 














Pat << 


The Durham Duplex Razor is the first reatly’ complete and thor. 
oughly satisfactory safety razor. ; 


It has all the good features found in other safety razors and none 
of the faults. Old style razors shave with the correct, sliding diagonal 
stroke, but they often out the face as well as the beard. 


While the numerous safety razors introduced in reéent. years have 
afforded the advantage of a safety guard ard interchangeable blades, 
they ‘‘pull’’ and ‘‘scrape’’ the face. 


The Durham Duplex Razor does not cut.the face neither does it 
*“‘pull’* or ‘’scrape’’ as it gives the correct sliding diagonal stroke 


See Our = See Ou 
Window SBERG Window 


Display Display 





SHELDON-IOWA 
HAT q 











No. 3—Contains an idea for getting people inside the 
store 


of the man who perhaps had been content with a 
second-rate saw and hammer and a screw-driver 
with a beautiful birch-colored handle and indifferent 
steel. The opening talk here stirs all the latent pride 
of the man who likes to do things, and before he 
realizes it he is reading about some wonderful, 
modern tools. Convenience and ease stand out from 
each paragraph, and the appeal of a good job done 
quickly clinches the argument. Truly, this is an 
announcement to win any man over to good tools. 
Just for an additional punch Nock & Kirby allow 
their noted low prices to apply on the items featured. 


Individual Article Well Presented 


No. 3 (2 cols. x 6 in.). The Lubbers Hardware 
Company, Sheldon, Iowa, sends us this ad on safety 
razors. It’s well put together. The display is neat 
and nicely balanced as regards distribution of light 
and heavy type, and the text is carefuly written, 
going in to considerable detail as regards the razor’s 
operation. This ad carries a suggestion for featur- 
ing individual articles of hardware, and that is to 
occasionally devote a fair-sized double-column space 
to the featuring of some small article. You may 
not profit much by the sales, but you will bring in 
a goodly number of people who are bound by no 
law to purchase merely what they came in for, and, 
moreover, among them will be some few who never 
were inside your store. We suggest that you select 
from the case a particularly prepossessing penknife, 
give it a 2-column spread and then count the number 
of callers and figure your total sales. We'll warrant 
you’ll thank us for the suggestion. 4 


A Sales-Getter for Schroeter 


No. 4 (1 col. x 1154 in.). Schroeter of St. Louis 
senis along this ad. Schroeter pounds away with 
these sale ads every week, and no dealer would con- 
tinue to do it if it didn’t pay, especially in St. Louis, 
where advertising rates are high. The Schroeter ads 
are invariably well put together; just enough copy, a 





Hardware Age 


sprinkling of cuts and the appeal of the price 
figures. Note the panel on the Home Worm Drive 
Nut Cracker. It will prove interesting to know that 
this particular ad sold 102 of these nut crackers at 
60 cents each. The sale started on Wednesday and 
ended the following Tuesday evening. The day’s sales 
records are as follows: Wednesday, 7; Thursday, 

2; Friday, 14; Saturday, 27; Monday, 21; Tues- 
day, 21; total, 102. This conveys something of an 
idea of the value of the weekly sale. The make-up 
of Schroeter’s ad is an economical one for mer- 
chants in the larger cities where high rates keep 
space down. 


GCHROETER’ S$ 





717 aod 719 Waskingten Ave. 





Weekly Bargain No. 568 
THIS SALE oe TUESDAY, 
NOVEMBER 
Store Open pemaiene Ueeit ¢P. M. 


SEND US YOUR MAIL ORDERS 


NEW BREAST ORILL 
HAS BALI. BEARINGS ANI) ALLIGA- 
TOK JAWS: cearing is chaugeable (rem 
even to speeded three ty ont crank ad- 





“SAVE THE DIFFERENCE” 


Friday, December 31 to 
January 7, Inclusive 











Prices as Noted Below Are 
For Above Dates Only 
DELPHOS 
Improved Sheet Iron 
CORN POPPER 


Equipped complete with Improved 
Sunken Butter Drainer, Size 
of pan 7x9x3% inches; length 


of handle 16 inches, 1 g 
Complete as shown for Cc 








NINE 
DRILL BITS—SQUARE SHANK 


In Elegant Hardweod (ases. 

FOR METAL OR WOOD. WUuarantce:! 

wt consists ad following sizes: 3K, 
%, 5-32, etd’ a,” ane 

~4 SPECTAL PRICE this 

OBIS, COCR .sccccccccescccccerves: 98c 
Parcel post weight, 2 pyunds. 














REXLITE 
‘TO HEADLIGHT FIXTUKE 
Give the legal a vn yuur aut” 
asaiie’ headlight. Price 
per POlr ..-ccnsnccce-ccdece 


Corn popped and cooked with 
2.00 butter in the pan tastes better 
and is better. Try it. 





Parcel post weisht, 1 peund. 
Your money back if not satis- 
STARRETT SCREW PITCH GACE da. 
Has pitches, reading from 9 tu 40 
each icat iso showing the dvuble depth -POP CORN 
»f the thread, which enables the sork- 
man to determine the proper size drill Clean stock, Ds kind that wilt 
to use for a full thread. Special 73c pop, loa pou 


DTICE cn ccrccccersestess seseseses 
Parcel pust Weight, 2 ounces 


4 Seine for 25c 








PIPE VISE 
Malleahle iron; holds pipe te 21) inches, 
na ioine “iosiat *™" $4538) [ICE SKATES 
Weight, 11 ‘pounds. WINSLOW 
“HOME”? UNION HARDWARE, 
WORM DRIVE all sizes and grades, in 
NUT CRACKER price from 







Cracks nuts 

. ithout crushing 25 2 75 
#N he ar I; pe- cto$ s 

cew ; on can bao ° 

“kernel can a Pair 

oon gl Compare our prices 
‘n halves. with any in Berks 
6 County, and quality 


considered, we are cer- 
tain you will shop here. 


This All-Steel Frying Pan 





Parcel post Weight, = pounds« 


HOLLOW-CROUND RAZOR 
TH SAFETY GUARD AND STICK OF 
SHAVING SOAP. 





We guarantee oach Razor. to shave per- 
fectly. If not as represented money. will 
be refunded,.. Razor js set ready for use, 
and does not require honing. 98c 
Special price this ealo, BOER acces 

Parcel post weight, i pound. 





Five sizes, regularly sold from 
lic to 35c. Yours at 9c each, 





SWING RAZOR STROP 
ANVAS AND LEATHER. ° 3 for 25c 
Regutar Te'Strop. Special 29c OUR CASH REGISTER TICKETS 
Ke ee er ARE WO RTH 5 PER CENT. 





Schroeter's Mixed Screws 
Assortment put up in I-pound boxes. Box 
contains about 225 screws, ail god sizes. 
Special price this sale, 

ST De  ckwden o naw ia bins babs kee oe 12c 

. Parcel pest Weight. 2 pounds, 


GET THE HABIT 


Bell Phones 1266-1267 Cons, me 











acon. ee SETS 


ra 3 es. 


See Our Windows 
Glad to Serve You 


HOFF & BRO. 


INC. 


403 Penn Sq. 


Reading's Plain Figure 


Hardware Store 





Gro réady for ver. 

Fit with polished socket hickory 
handles. Special price ° « 

thie sale, per bet*s.......,-...... c 
; Parcel post weight, 2 pounds 


SCHROETER BROS, HARDWARE CO. , 


717 and 779 Washington Ave. 

















No. 4—Among other No. 5—Distinctively dis- 
things, this ad sold 102 played and carefully writ- 
nut crackers ten 
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Another Weekly Business-Getter 


No. 5 (1 col. x 11 in.). Hoff & Bro., Inc., of 
Reading, Pa., the firm sending us this ad, are also 
strong believers in the weekly sale. Not so many 
items are featured in this ad as in the Schroeter 
announcement, and where the Schroeter ad achieves 
distinction in make-up through typographical 
arrangement, this ad is characterized by the top 
and bottom blocks announcing the sale and carrying 
the firm address and store slogans. Note the copy in 
the popper; a corn popper is a small article, but here 
it is so interestingly presented that we are con- 
fident that Hoff & Bro. had a considerable run on 
them. Even the smallest article can be presented 
in new, sales-inducing ways, and as we have said 
before, small articles bring in the people. 


Notes on Christmas Publicity Received Too Late to 
Publish 


The EVERS HARDWARE COMPANY, Denton, 
Tex., sends a 2-col., page-deep ad on appropriate 
articles of hardware for gifts, including such lines 
as silverware, cut glass, cutlery, roasters, carving 
sets, etc. The ad is prefaced by interesting com- 
ment on a story run in “The Designer,” relating 
how a woman did most of her Christmas shopping 
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in a hardware store because she found there so 
many practical and appropriate gifts. : 

HOFF & BRO., Reading, Pa., send two well- 
designed and genuinely helpful ads featuring Christ- 
mas suggestions. Both of these ads are featured 
as the regular Hoff weekly sales, which added the 
appeal of the bargain price to the carefully handled 
appeal along general lines. 

The BLAKEY-CLARK HARDWARE COMPANY, 
INC., Ennis, Tex., sends an assortment of well- 
written holiday announcements. Two small double- 
column ads and a single-column ad featured in- 
dividual gifts. These ads are most attractively 
designed. A larger 2-col. ad and a 13-in. 3-col. ad 
are reminder ads listing practically all the appro- 
priate gift lines. Both ads are well illustrated and 
impress one with the Christmas spirit. 

The SCULL-SWAIN HARDWARE COMPANY, 
Sherman, Tex., sends a very interesting and neatly 
designed 8-page gift suggestion booklet. The cover 
overhangs and is printed in two colors with the 
work “Xmas” in red, which is strikingly effective. 
Suggestions are advanced for every member of the 
family under individual headings. The introduction 
calls attention to the large number of gifts found 
in the hardware store. The booklet is a complete 
and dignified appeal for holiday trade. 





Coming Hardware Conventions 


COLORADO RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Denver, Col., Jan. 18, 19, 20, 1916. J. H. 
Jenkins, secretary, Pueblo, Col. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Tex. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan. 
25, 26, 27, 28, 1916. Headquarters, Imperial Hotel. 
H. J. Altnow, secretary, Milwaukee, Ore. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 


2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 
WISCONSIN RETAIL HARDWARE ASSOCIATION 


CONVENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, IIl. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 
11, 1916. Headquarters, Lindsee Hotel. Nathan 
Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION, Pittsburgh, Pa., 
Feb. 8, 9, 10, 11, 1916. Headquarters, William Penn 
Hotel. Exhibition floor will be at the Motor Square 
Garden, Baum Boulevard and Beatty Street. W. P. 
Lewis, secretary, Huntington, Pa. 

KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. ~ 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. 
F. X. Becherer, secretary, 5136 North Broadway, 
St. Louis, Mo. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. CC. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. QO. 
Roberts, secretary, Minneapolis, Minn. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel. Exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hartford, Feb. 23, 24, 1916. Head- 
quarters, Hotel Bond. Henry S. Hitchcock, secre- 
tary, Woodbury, Conn. 

IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 1, 
2, 3, 1916. A. R. Sale, secretary, Mason City, Iowa. 

CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 


. ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 


25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 
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A FURNACE COLLAR 


By A. F. MUELLER 


hood or bonnet in which the collars are all taken 

off on radial lines from the center. The pat- 

tern problem is then that of a cylinder intersecting 
a right cone. 

In Fig. 1 let A be the center, and this point will 

also be the apex of the plan of the cone,and draw a 


ie Fig. 8 is shown a plan of a warm-air furnace 


it would require extensive drawing space to make 
each view a separate drawing, so it is necessary to 
have the elevation overlap the plan, and as the lines 
that are material to the drawing of the separate 
views do not touch or intersect each other no con- 
fusion will arise and the overlapping of views is 
permissible. 
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Fig. 7. Pattern For 
Opening in Bonnet. , 
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F 19 3. Half Profile. 











Fig.6 . Patiern. 
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Patterns for a furnace collar 


part plan of the bonnet. Continue the line drawn 
perpendicularly to A-G, as A-f, and draw the line 
f-G° to represent the base of the cone in the part 
elevation, and from G° draw a line at the required 
angle to represent one outline of the bonnet, con- 
tinuing the same until it intersects the center line 
A-f, as at A°, which will be the apex of the cone in 
the elevation. As furnace bonnets are of large size, 


Draw the outlines of the collar in Fig. 2 from its 
center line, and it should be given a pitch or rise 
from the horizontal, the drawing showing this rise 
to be 1 in. in 1 ft. On the extension of the center 
line describe the profile, and as the collar is com- 
posed of two similar parts, only half of the profile 
is spaced into a number of equal spaces, and from 
the points draw lines, parallel with the center line, 
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to the center line of the cone, as from atoe. The 
lines across the cone, a-2°, b-3°, etc., are the edges 
of elliptical sections that are intersected by the sec- 
tions in the collar, shown in the profile. Thus the 
section a-2° is intersected by the section 2”-27 of 
the collar, and 2”-27 is the amount of the elliptical 
section that is intersected; b-3° is intersected by 
the section 3”-37, etc. These elliptical sections could 
now be developed, but a shorter method is to develop 
the plans of the ellipses, which will equally as well 
show the amount of the ellipses that are intersected. 

In Fig. 1 set off several distances on the plan, as 
G-C and C-D, and draw lines to A, which will be 
plans of elements. Vertically project these points 
to the base of the elevation, as C° and D°, and from 
these points draw lines to the apex A°, and these 
lines will be the elements in the elevation of the 
corresponding elements in the plan. Vertically pro- 
ject the intersections of these elements in Fig. 2 
with the elliptical sections a-2°, b-3°, etc., to 
elements of the same letters in the plan. 

As the intersections 1, 2, 3, etc., lie on the element 
A°-G°, they are projected to the element A-G in 
the plan. The intersections on the element A°-C° 
are projected to the plan element A-C, etc. Con- 
necting corresponding intersections on the plan 
elements with curved lines, as shown in Fig. 1, will 
result in parts of the plans of the elliptical sections 
or as much of them as is necessary for the problem 
under considerations. 

Continue the line A-G, and on it describe a half- 
profile of the collar, and space it into the same 
number of spaces as half the profile in Fig. 4, and 
from the points draw lines parallel with A-G to 
intersect the part plans of ellipses of the same num- 
bers. Thus, from 2” a line is drawn to intersect the 
ellipse from 2°, as at 2; from 3” to intersect the 
ellipse from 3°, as at 3, etc. And these points 1, 2, 
3, 4, etc., will be the miter points in the plan, and 
are then vertically projected to lines of the same 
numbers in the elevation, as 2 is projected to line 
2°-a; 3 to line 3°-b, etc. Connecting these inter- 
sections in the part elevation will result in the 
miter line in the elevation, and all the lines in the 
collar will show in their true lengths. 

At right angles to the collar draw a line and on 
it place the spaces in half the profile, and from the 
points draw perpendiculars, to which, and at right 
angles, project the miter points. Connecting the 
intersections will produce the net half-pattern for 
the collar, as in Fig. 5. 

In Fig. 6 is shown the half-pattern with the 
allowance for the flange on the end of the collar, 
and the allowance for the riveted seam with the 
rivet holes. 

The miter points in the elevation all lie on fore- 
shortened elements, and to find how far these 
elements are apart on the base of the cone lines are 
drawn from the apex A through the miter points 
in the plan, intersecting the base G, C, D at 1’, 2’, 3’, 
etc. These distances are set off on an arc, described 
from A° with radius to G°, as in Fig. 7, and lines 
drawn from the points to A°, and these lines will 
represent the elements in the stretchout of the cone. 
The miter points in the elevation being on fore- 
shortened lines, the true distances that they are 
from the apex A° is found by projecting them, at 
right angles to the center line of the cone, to one of 
the outlines, as at o, r, s, etc. Radially transferring 
or projecting these points or the distances to these 
points from A° to the lines of corresponding num- 
bers in Fig. 7 will locate the intersecting miter 
points on the opening in the bonnet, as 1 to line 1; 
o to line 2; r to line 3, etc. Connecting the inter- 
sections will produce the net pattern for the bonnet 
opening as shown by the shaded part. 
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If You Expect to Advance Remember 


That, there is only one Colonel in a regiment and 
appointed to the post because he can direct others. 

That, when you have “done your best” and then 
bettered it you will enjoy an Enviable Reputation. 

That, those who “make a Quick Getaway” get 
away from the Line of Promotion. 

That, many pay Professionals to polish their 
shoes Ten Times what it costs to do it at Home. 

That, a Piece of Cotton Waste and Elbow Grease 
will keep shoes polished for weeks. 

That, Forty Five Cents a week plus Tips for 
shaving, if saved, would open the Door to a position 
on Easy Street. 

That, if men arose Earlier and Walked to Busi- 
ness, they would be healthier and Save Money. 

That, foreigners have a keener sight for Making 
Money than the Native Born. 

That, one man can make himself Worth as much 
as another but he must Hustle as hard as the other 
Fellow. 

That, Eighty Per Cent of men at Forty Years of 
age make only day’s pay. 

That, the other Twenty Per Cent draw good pay 
because they are Worth it in service rendered. 

That, the Foundation of Success is Frugality, En- 
ergy and a Determination to give more service than 
salary received. 

That, this Baker’s Dozen, if followed, will assure 
the reader Recognition and a Satisfactory Position. 

H. F. FRASSE, Purchasing Agent, 


Edison Electric Illuminating Company, 
Brooklyn, N. Y 











Ohio Firm Against Trading 
Stamps 


LEBANON, OHIO. 
To the Editor: 

We have been watching with a great deal of in- 
terest your crusade against the trading stamp 
evil, and while we have not felt that it was neces- 
sary that we should write you, you may be as- 
sured that you are expressing our sentiments to 
the fullest extent in this particular matter. We 
have for years been against all trading stamps 
and premium propositions and cannot understand 
why any reputable merchant will permit them to 
have a place in his business. Be assured that we 
are ready to assist in any way possible. 

Yours truly, 
J. W. LINGO HARDWARE COMPANY, 
Stanley M. Sellers, Secretary. 





As You Think 


F you think you are beaten, you are, 
If you think you dare not, you don’t, 
If you’d like to win, but you think you can’t, 
It’s almost a cinch you won’t. 
If you think you’ll lose, you’re lost, 
For out of the world we find 
Success begins with a fellow’s will, 
It’s all in the state of mind. 
If you think you’re outclassed, you are; 
You’ve got to think high to rise, 
You’ve got to be sure of yourself before 
You can ever win a prize. 
Life’s battles don’t always go 
To the stronger or faster man; 
But soon or late the man who wins, 
Is the one who thinks he can. 
—W. D. Wintle, in Credit Men’s Bulletin. 
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Trade Conditions and Iron, Steel and Hardware Prices 





MARKET SUMMARY 


The hardware trade for 1916 starts off ata 
good pace. Traveling men are back at work 


reports received by jobbing houses on the 
outlook for business this year are most en- 
couraging. There seems to be plenty of 
money throughout the country for people to 
buy goods, and they are placing orders freely. 
It is also noticeable that a better class of 
goods is being bought than usual and in 
larger quantities. Prices on hardware goods 
of all kinds are very firm, and jobbers and 





FOR THE BUSY READER 


again covering the entire country, and the. 


retailers are carrying as heavy stocks as they 
can gather to meet the expected active busi- 
ness. Collections are reported fairly good | 
from all centers. 

The steel business continues most active, 
but new buying for the moment is not very 
heavy. Labor trouble is looked for this year |} 
in the bituminous and anthracite coal mining | 
regions, but steps are under way to avert it 
by giving the miners an advance in wages, 
and it is believed this will be announced in a 
very short time. 











Office of HARDWARE AGE, 
Pittsburgh, Jan. 18, 1916. 


fg general satisfactory conditions in the steel trade 
have been marred recently by labor outbreaks at 
different points, the most serious of these having been in 
the Youngstown, Ohio, district, but largely confined to 
the plants of the Republic Iron & Steel Company and the 
Youngstown Sheet & Tube Company. The trouble start- 
ed when the laborers employed in the plants of the Re- 
public Iron & Steel Company, about 2000 in number, 
walked out, demanding an advance in wages from 19% 
to 25 cents per hour, or an advance of 55 cents per day. 
The company refused to grant the demand and the trou- 
ble then spread to the Youngstown Sheet & Tube Com- 
pany works, where nearly 6000 laborers are employed. It 
happened that the trouble started when some Greek holi- 
days were being celebrated, and the foreign element is 
held largely responsible for the trouble that followed. 
Some of the foreigners had been drinking heavily and a 
riot started, resulting in a good part of the town of East 
Youngstown, where the works of the Youngstown Sheet 
& Tube Company are located, being burned down, the 
loss being estimated at $1,500,000. Happily, however, 
came the announcement of 10 per cent advance in wages 
by the United States Steel Corporation, which was at 
once offered by the Republic and Youngstown companies, 
and the serious strike at the plants of both these con- 
cerns is now over and all the men are back at work. 
There has been a general advance of about 10 per cent 
in wages at blast furnaces and steel works in the Cen- 
tral West, and it is not believed there will be any further 
labor troubles, in the near future at least. 

Labor trouble is looked for this year in the bituminous 
and anthracite coal-mining regions, but steps are now 
under way to avert it by giving the miners an advance in 
wages, and it is believed this will be announced in a very 
short time. There never was a time in the history of the 
steel trade when the coal-mining industry was of greater 
importance to the steel business than it is at the mo- 
ment. The consumption of coal for manufacturing pur- 
poses is enormously heavy, more so than ever before, 
and any interruption in the mining of coal would be se- 
riously felt very quickly. 

The steel business continues most active, but new 
buying for the moment is not very heavy. This is large- 
ly because the steel mills are sold up for practically the 
first six months of 1916, buyers are covered and there is 
no longer further need of placing orders for near future 
delivery. The latest report of the Steel Corporation 
showed an increase in orders in December over Novem- 
ber of 616,000 tons, and on Jan. 1 the Steel Corporation 
had a total of 7,800,000 tons on its books, the largest 
since early in 1913, and an increase of over 4,000,000 
tons in the latter part of 1915 over the earlier part of 
that year. Prices continue to advance, mostly on the 
lighter lines of. products. The leading steel companies 
have again put up plates, shapes and bars to 1.85c., 
Pittsburgh, but this price is purely nominal and is quot- 
ed only on such deliveries as the mills can make, which 
would be four or five months or longer ahead. Black and 
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galvanized iron pipe is up $4 a ton; iron and steel boiler 
tubes, $4; rivets, $2, and railroad spikes, $3. Nuts and 
bolts are also up about 10 per cent, and still higher 
prices are predicted. The new demand for plates con- 
tinues enormously heavy, the Carnegie Steel Company 
having booked last week 50,000 tons of plates, shapes 
and bars, mostly the former, for 5000 steel cars that the 
Standard Steel Car Company, Pittsburgh, will build for 
France. That country also placed 2000 cars in Canada. 

The hardware trade for 1916 starts off at a good pace. 
The traveling men are back on their jobs again, covering 
the entire country, and reports received by jobbing 
houses of the outlook for business this year are most en- 
couraging. There seems to be plenty of money through- 
out the country for people to buy goods, and they are 
placing orders freely. It is also noticeable that a better 
class of goods is being bought than usual and in larger 
quantities. Prices on hardware goods of all kinds are 
very firm and jobbers and retailers are carrying as 
heavy stocks as they can gather to meet the expected ac- 
tive business. Collections are reported fairly good from 
all centers. 


WIRE NAILs.—There is no falling off in the domestic 
demand for wire nails, but, on the contrary, it seems 
to be getting heavier. Export demand is also very 
heavy, but not much export business is being taken by 
local mills, as they are filled up so far ahead they are 
practically out of the market as sellers, either to the 
domestic or foreign trade. Three of the largest local 
makers of wire nails say they are practically sold up 
to May or June, and in spite of the largest output in 
their history they are very much back in shipments. 
Premiums are still being paid in some cases for prompt 
shipments of wire nails in large quantities from stock. 
Prices are very strong, and an advance at any time of 
at least 10 cents per keg would not be a surprise to 
the trade. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.10 base; in carload lots to retailers, $2.15 base; less than 
carload lots, $2.20 to $2.25; galvanized nails, 1 in. and longer, 
$2.00 extra; shorter than 1 in., $2.50 extra. 

CuT NAILS.—The new demand is more active for cut 
nails than ever before known, probably, in the his- 
tory of the trade. The output is large and is being 
shipped as fast as turned out. Jobbers and retailers 
are having a good business, and higher prices on cut 
nails in the near future are not unlikely. 

We quote cut nails, $2.00 to $2.05 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.05 to $2.10 
f.o.b. Pittsburgh, terms sixty days or 2 per cent off for cash in 
ten days, freight added to point of delivery. 

_ Bars WIirRE.—Export orders for 40,000 to 45,000. tons 
of barb wire have been offered in this market lately, 
but were turned down, as local makers are sold up so 
far ahead they could not possibly make deliveries 
wanted. Three or four of the makers of barb wire 
state they are practically out of the market for the 
next four or five months, having every pound of wire 
on their books they can possibly turn out in that pe- 
riod. With the continued advances in prices of steel, 
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January 20, 1916 


higher levels on barb wire are looked for in the near 
future. 


Plain annealed wire is $1.95; galvanized barb wire and 
fence staples, $2.95; painted barb wire, $2.25; all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67% per cent off in carload lots, 66% 
per cent on 1000-rod lots, and 65% per cent on small lots, 
f.o.b. Pittsburgh. 

FENCE WIRE.—The demand is abnormally heavy and 
beyond the capacity of the makers to supply promptly. 
The open weather has allowed farmers and other 
users of fence wire to do outside work, and the con- 
sumption of fence wire so far this winter has been 
heavier than usual. Premiums are still being paid for 
prompt shipments and higher prices are looked for 
before long. 

Prices are as follows: Annealed fence wire in carload lots 


$1.95 base ; galvanized, $2.65, with the usual advances charged 
to jobbers for small lots from store. 


SHEETS.—Makers report an abnormally heavy de- 
mand for blue annealed and electrical sheets, and on 
these grades some mills are sold up for four or five 
months or longer. A very large tonnage of blue an- 
nealed sheets is used in making oil barrels, and one 
leading maker closed two large contracts recently for 
shipment to the West for blue annealed sheets that will 
take its output for some time to come. The electrical 
industry is active and this is reflected in the heavy de- 
mand for electrical sheets, the largest ever known in 
the history of the trade. Prices are very strong and 
likely to be higher. Makers’ prices for mill shipment 
on sheets, of U. S. standard gage, in carload and larger 
lots, on which jobbers charge the usual advance for 
small lots from store, are as follows, f.o.b., Pittsburgh, 
terms thirty days net, or 2 per cent cash discount in 
ten days from date of invoice: 


Blue Annealed Sheets 
; Cents per Ib. 


i Es 2 nn owe oe eee ee de eae eee 2.35 to 2.45 
I i iia: A ay ann a eg we is i ey ie ae be 2.40 to 2.50 
i: yn i: . 4s sk eles oe ae tae eee 2.45 to 2.55 
“fp aS ae eget 2.50 to 2.60 
Se Se as bs & Se hNEROaCSeC ASE WOES 2.60 to 2.70 


Box Annealed Sheets, Cold Rolled 


I FI, ig phe ei aa a g/cc ahe ue ee 2 
I ON ti hie ish ee ba gi obi anes Ge wh ene ais wc A na 2.25 
i i ee kee cee hed a eke hee OR Ae 2.30 
6 i ns bu pears WAC Web e wete bk ew ene 2.35 
a i a a gk we et og ei a ew ie at ane le 2.40 
I ee nk a at ere ae 2.45 
i rs ss oe oi eee Ce dae b arete aw Oe eee 2.50 
EE es cee Bie sede ASO KMS OO Metehe ened bee 2.55 
MS os bee te a ea ah aed ada e ae ab ediad aah 2.60 
Ne nn a a eas oO Sls Ob tadée kk os ewe 2.65 
ee eee et ee eT ree 2.75 
Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 

a Bn a. ac a heehee bea eee ees .75 
i ed ntn nt ote es be wd med Dab elas eee eaeae 3.85 
i 2 i 2 a le de ee nb ebb ween eee 3.85 
i ails gee eile a ts eae ae seal 3.95 
I TT a cad a a i a a i ae a th ee ak ata a ae ae 4.10 
ee... can cha dane ted ese ee 4.30 
es ee re 2s yw bd 0 6 Obd Eas oes hoe Rab cea 4.45 
i Si aS dnd bke hoe 6 ieee oA wad’ Reldesdebet haan 4.60 
Ee band ob a nhs & Od 606 ae eee twee 4.75 
MNS 6 big oboe Ha sede eee eee eed ewer 4.90 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12 to18 
eee GF GEE cicceccas eden 0.15 0.10 0.05 
Crees, COMMER . cv ccs seer 0.25 0.15 0.10 

Forming: 

2, 2%, 3 and 5 in. corru- 

EL: sae oes sada e eee eo .05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 abies 
56 to 1% in. corrugated.... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with cleats .........-.. 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 In. Crimped ......... 0.20 0.20 0.20 
Weatherboard siding ...... .... 0.25 0.25 
Beaded ceiling ......-..+6 eee. 0.25 0.25 
Rock face brick and stone 

cn as neh abe 6 Oe Joe sees 0.25 0.25 
Roll and cap roofing with ‘ 

cap and cleats ........-- 0.25 0.25 
Roofing valley, 12 in. and ci 

WG “cx cg cece ebeeaame pees 0.25 0.25 
Ridge roll and flashing 

0.65 0.65 0.65 


(plain or corrugated).... ...- 


TIN PuLaTe.—The tin plate trade is most active, 
nearly all the mills running to about 100 per cent of 
capacity. There is some scarcity in supply of acid 
and deliveries on steel are often delayed, and this in- 
terferes to some extent with output. The new price 
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of $3.75 minimum on tin plate is rigidly held and, in 
fact, on export orders as high as 35 to 40 cents a box 
premiums over the $3.75 price are being paid. The 
American Sheet & Tin Plate Company shipped more 
hot sheet and tin mill products in December than any 
previous month in its history. 

We quote 14 x 20 coke plates at $3.75 to $3.90 per base 


box, and 200-lb. base, common ternes, 8-lb. coating, at $6.90 to 
$7 per box. 


WROUGHT PIPE.—Mills report the new demand for 
wrought iron and steel pipe as very heavy, and the 
market is strong. The demand for oil country goods is 
also very active, the recent successive advances in 
prices of crude oil having had the effect of encourag- 
ing drilling, which is now heavier than for a long time. 
Last week the National Tube Company and other mills 
advanced prices on black and galvanized steel pipe $2 
a ton, and makers of iron pipe advanced prices $4 a 
ton. Iron and steel boiler tubes were also advanced. 
The demand for pipe and also for boiler tubes is enor- 
mously heavy. The following are jobbers’ carload dis- 
counts on the Pittsburgh basing card on black and gal- 
vanized iron and steel pipe, from Jan. 4, 1916, all full 


weight: 

















Butt Weld 
Steel Iron 
Inches Black Galv. Inches Black Galv. 
%, %4% and %.... 70 45 SS OOS Miseosecs 61 35 
a ee 74 58 Th Atandoeasuena Ue 35 
ee Seer: 77 62 A ee 65 45 
| % tO 2. .cecces 65 50 
Lap Weld 
cb4nennedeese . 74 59% DOn ccaiendeeeene ae 34 
2 RY eee 76 61% Baas 662400 ees 63 45 
 . ea 74 Sean. bE cha setevcaceed 64 47 
BS OMG BG. cccvce 60 ‘ co 3 fT ers 66 50 
viteartaedgen’ a. Wes & 6 veweo Te 50 
UT ae Blend ce weds 64 48 
Reamed and Drifted 
2 Oe S Bbc es ce 75 601% 1 to 1%, butt.... 66 48 
tr cehe naw e 72 57 eS oe 66 4 
214 to 6, lap..... 74 59 jC ee 50 32 
Per 61 43 
i ne Sine aeleeue 62 45 
2% to 4, lap.... 64 48 
Butt Weld, extra strong, plain ends 
%, %& and &%... 66 49 Ge vsevecesscseenee 58 41 
53 ii ae elas a ts Z ps ease ohh 6 0s . 4 
ee ree 5 DS Beis se cave 
4 x epee 63 S’and 214......: 68 52 
Lap Weld, extra strong, plain ends 
rere eS 72 57% et n.d ae we oe 62 46 
RS Pree 74 59% OR healed 64 47 
8 Sadie -— €or 1 56 we s......., 66 50 
££ 3 3] 67 50 4 er We dcxeaar 65 49 
OS Ot Bes voncedax 62 45 OD hoi 6 bs ce cee 58 42 
3 aes 53 37 
Butt Weld, double extra strong, plain ends 
Miitimndetenas 61 48 ee 
-: OP Bee ceseen 64 51% 34 OD Baeccceves 56 41 
Fe UM Babe beccsse 66 5314 SMG BF ccccses 58 43 
Lap Weld, double extra strong, plain ends 
i dailies he a ay eel a Seca a 62 sii Ts deeawedddedaou, Ie 38 
Dae OO Bist coecs 64 51 . 2 & Spree 56 43 
GU GP Gicnsecucs 63 50 6 eae 55 42 
S ee Biaxedacekas 57 40 s | | ree 48 31 


To the large jobbing trade an additional 5 per cent is al- 
lowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 

BoILeR TuBES.—Discounts on less than carloads, 
f. o.b., Pittsburgh, freight to destination added, on lzp- 
welded steel tubes and standard charcoal-iron tubes, 
effective from Jan. 7, 1916, are as follows: 


Lap Welded Steel Standard Charcoal Iron 

Ce a er rrrrrrr ‘ DE cieneenece a&é 40 to 41 
Dae ee Eide ace ccacsaas 57 Le §) =o, 44 to 45 
|i pte pe aR IAS Ee 2 phpbendneetees: 41 to 42 
2% and 2% in.......... 60 | 2% and 2% in....27: 48 to 49 
RSS, ee 65 Fy;  £. } =e 52 to 53 
3% to 4 Die ccconesn enn 66 3% to 4% in........ 54 to 55 
D Me © Mls cc cccscconswe 59 ef ff & Se pee 48 to 49 
FT OD BO Eilc cccccccscedats 56 





Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 10 per cent net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 


Nuts AND Bo.Lts.—Nearly all makers have advanced 
prices about 10 per cent and state they are filled up on 
orders for four or five months to come. The export 
demand continues heavy, but the embargo placed on 





-- OE ELE IEE 


onan + ten 
a ree? i os a a a aoe 
SS SS ar aes: 2 
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export shipments by the railroads some time ago cut 
off foreign shipment, but this embargo is gradually be- 
ing lifted and will probably be entirely off within a 
short time. Prices in effect at this writing, but on 
which nearly all makers are quoting an advance of 10 
per cent, are as follows: 3 


pnseinge bolts, small, rolled thread, 70 & 12% per cent 
off; small cut thread, 70 & 5; large, 65. Machine bolts with 
h. p. nuts, small, rolled thread, 70 & 10 & 7%; small, cut 
thread, 70 & 12%; Ye ~ 65 & 10. Machine bolts with c. p. c. 
& t. nuts, small, 70; large, 60 & 10. Bolt ends, with h. p. 
nuts, 65 & 10; with c. p. nuts, 60 & 10. 
gimlet point), 75. Rough stud bolts, 60. Forged set screws 
and tap bolts, 40. Hot pressed square nuts, tapped or blank, 
$4.50 off list; hexagon, $4.70 off. C. p. c. & t. square nuts, 
tapped or blank, $4.00 off; hexagon, $5.25 off. C. p. plain 
square nuts, tapped or blank, $4.00 off; hexagon, $4.20 off. 
Semi-finished hexagon nuts, 80 per cent off. Finished and 
case-hardened nuts, 75 & 10. Rivets, 7/16 in. diameter and 
smaller, 70 & 10. These prices are delivered in lots of 300 


Lag screws (cone or 





Office of HARDWARE AGE, 
New York, Jan. 17, 1916. 


ANUFACTURERS of mechanics’ tools, both for 
wood and metal working, who not long since were 
running light on orders, find no difficulty in getting 
them now; present endeavors are to make reasonably 
satisfactory deliveries. Orders from wide areas are 
coming along in excellent volume, notwithstanding that 
many salesmen have been off the road over the holi- 
day season. The assortments, too, are wider in scope, 
distributors seeking to strengthen greatly depleted 
stocks. 

Complaints as to price advances are rare, the pre- 
vailing demand being that makers ship ordered goods 
as fully and promptly as possible. Manufacturers 
quite commonly refuse to hold prices open after quot- 
ing. With many the regular practice is to cancel orders 
after prices are submitted if the quotation is not 
promptly accepted. 

Far-sighted manufacturers realize that while war 
orders are often large and relatively very profitable, 
nevertheless they propose to keep steady customers here 
well covered so far as possible for legitimate wants. 
To mention a typical case, a steel salesman, whose 
principals have war contracts of from $40,000,000 to 
$50,000,000 in value, said.recently to a large steady 
customer, having several factories in different cities, 
that he would see that they received what material 
they needed. 

Among manufacturers of the finer grade goods, 
while occasionally shops are run over time, and man- 
agers are employing all the trained workmen obtain- 
able, they say never have they been so busy. They 
do not want to work extra hours more than is abso- 
lutely necessary, as forced production usually reacts 
on quality. The wiser executives handling large busi- 
ness frequently say that they are not going to in- 
crease prices if they can help it, especially on the 
better grade goods, if a reasonable profit can be ob- 
tained; that they are going to be as conservative as 
circumstances warrant, because it is good business 
policy in the long run. It is an axiom to buy in the 
cheapest markets and sell in the dearest ones, and 
they are anxious to get as good profits as possible. 

A recent typical instance illustrates this and there 
are an abundance of them, great and small. A 
powerful corporation forced to pay much higher prices 
for an indispensable metal, very largely used in its 
business, erected in 104 days after excavation began, 
a plant of its own, capable of producing 40,000 tons 
annually, together with 100,000 tons of a related prod. 
uct greatly in demand. The normal production of 
metal in this line in the U. S. A. before the war was 
over 300,000 tons yearly, but extraordinary conditions 
have led to an expansion in producing capacity, actual 
and under way, to nearly double that figure. There- 
fore, when the present situation subsides there may be 
a scramble for orders that will last longer than did 
the temporary prosperity. This principle in the main 
is fixed whether applying to large or small industries. 

Wire Naits.—The local trade in wire nails is run- 
ning a little lighter as is customary in January. The 
difficulty now is mainly to get goods from mills that 
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ib. or more where the actual freight rate does not exceed 20c. 
per 100 Ib. 

IRON AND STEEL Bars.—There is no falling off what- 
ever in the new demand for iron and steel bars, but, on 
the contrary, it seems to be getting heavier. Local 
makers of steel bars are sold up for 4 or 5 months, and 
in some cases have entered orders for shipment in 
third quarter of 1916. The new demand for refined 
iron bars is also very active and the mills are running 
to full capacity. 


We quote steel bars for delivery in three to four weeks at 
2c. to 2.25c., and from warehouse for prompt shipment, 2.40c. 
to 2.50c. We quote refined iron bars at 2c. to 2.05c., and rail- 
road test bars, 2.10c. to 2.15c. f.0.b. Pittsburgh. 

We quote steel bars at 1.85c., for delivery at convenience 
of the mill, 2c. to 2.25c. for shipment in three to four weeks, 
and 2.35c. to 2.50c. for delivery from warehouse We quote 
refined iron bars at 1.95c. to 2c., and railroad test bars, 2.05c. 
to 2.10c. f.0.b. maker’s mill. 





have long been ordered, transportation on the railroads 
being restricted because of the embargo owing to con- 
gestion at railroad terminals. Every effort is being 
made to get mill orders filled that have long been 
booked. 


Wire nails, in store, are held at $2.50 and carted by the 
jobber at $2.55 per keg base. 


Cut Naits.—There is great difficulty in getting 
nails delivered in this market from eastern Pennsy]l- 
vania mills over the railroads. Similar difficulties are 
experienced in getting outward shipments via the New 
York, New Haven and Hartford Railroad because of 
the company’s inability to get men enough to fill up 
necessary train crews. The export of cut nails is go- 
ing forward fairly well, many of the accumulated or- 
ders having been disposed of last month, while others 
are coming along now. 

Cut nails for export, in carloads, at New York, are $2.25 


per keg base. Cut nails to distributors, in stere, are held at 
$2.50 and carted by jobber at $2.55 per keg base. 


LINSEED O1L.—The linseed oil market is very strong. 
The higher quotations are due to advances in the flax- 
seed market, which is caused partly by higher shipping 
costs on ocean borne freight for seed which must be 
imported to help out on our short crop. 

Business in the consuming trade is dull. The recent 
bullish devolpment has resulted in some contracts being 
placed by large buyers of oil to better assure them- 
selves regarding their future requirements rather than 
for the near future. 

Linseed oil, raw, city brands, is 72c. in 5 or more bbl. and 
73c. per gal. for less than 5 bbl. 


State and western oil is 70 to 7lc. for either carloads or 
lesser quantities, according to sellers. 


WINDOow GLASs.—Distribution is fairly good for this 
ordinarily dull period of the year. As to higher prices 
buyers apparently expect to pay more and do not com- 
plain, recognizing the improved general situation and 
stronzer tone. The window glass factories are quoted 
as being well satisfied with orders now in hand, which 
it is estimated will keep them busy for two months at 
least. Mill managers are stiff on prices and there is 
more independence in the conduct of business than has 
been observable for years. If buyers do not want 
goods they are not urged to place orders. 

Window glass prices now current are B single thick, first 
three brackets, 90 and 20 per cent. A single thick, first three 
brackets, 90 and 5 per cent. A and B, single thick, all sizes 
larger than the first three brackets, 89 and 5 per cent. A, 
double thick, all sizes, 90 per cent. B, double thick, all sizes, 
90 and 10 per cent. AA quality, single thick, picture glass, is 
80 and 20 per cent discount from jobbers’ lists. 

Rope.—There are cordage makers who are rushed 
with business, carrying a fine line of orders, and not- 
withstanding that the mills are running full are be- 
hind on shipments. Prices are firm and there are sales 
managers who expect advances which the trade, it is 
said, will probably not be surprised to see. One sales 
manager says that based on current prices they are 
accepting orders chiefly from old customers in fair 
quantities only for prompt shipments. 

Whatever the outcome, Manila hemp is in an involved 
condition, and raw sisal, according to recent reports,. 
is selling in a large way at 7%c. per lb. The Mexican 
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Regulating Committee, it is said, contemplates another 
advance for February and March shipment. 

Sisal cannot be bought very far ahead now as here- 
tofore, which further complicates the situation. Then 
there are difficulties in ocean transportation, as it is 
stated that most of the available ship tonnage is being 
taken by sugar interests in Cuba, where the crop is 
enormous and the demand great. 


Prices for Manila hemp fibre continue to rise, the advance 
since Dec. 1 totaling 2%c. per Ib. 

Manila rope, first grade, in this territory so far is un- 
changed at 14c., second grade 13c. and third grade lic. base 
per lb. Sisal rope, first grade, is 10c. and second grade 9c. 
per lb. base, from jobbers. 


NAVAL SToRES.—In the local market the trade situ- 
ation is quiet. Inquiries are light from consumers and 
there is little disposition shown to anticipate demand 
from domestic sources. An excellent foreign business 
could be obtained if it were not for the scarcity of 
vessel room and high freight rates. There is a hope 
that manufacturers will buy with more freedom before 
long and trade will be renewed for the coming season 
in larger volume. 


CHIC 


Office of HARDWARE AGE, 
Chicago, Jan. 17, 1916. 


ITTLE if any change is noticeable in the Chicago 

market conditions over those of the past week. 
Trade, both wholesale and retail, is keeping up to 
standard. Traveling salesmen report brisk buying, 
and many out-of-town merchants are in Chicago plac- 
ing orders. Inventories have very generally shown a 
good profit for 1915 and the new year is starting off 
with an even better impetus. Foreign orders are still 
coming in strong and the domestic orders for all metal 
lines are normal. 

Copper is commonly quoted at 24c. in New York, but 
there have been some sales as high as 25c. per pound. 
The foreign demand is urgent and one order for 4,000,- 
000 lb. is reported to have been placed for the French 
Government. 

Linseed oil has taken another raise of four cents, 
and while the demand is not strong the shortage of 
flax seed may tend to keep the price up. 

There is a report to the effect that the Yucatan Gov- 
ernment is fostering a monopoly of the sisal fiber in 
that country with a view of forcing up prices of all 
sisal products. Rumor says that the project is being 
financed by certain banks in New Orleans. If the 
project is successful there will be greatly increased 
prices in rope, binding twine and similar products. 

WIRE CLOTH.—The demand for wire cloth is lighter, 
owing to the fact that merchants are busy with their 
inventories, but prices remain the same. The same con- 
ditions of shortage in raw material prevail and there 
is no indication of a drop. In fact, further increases 


are to be expected. 





Office of HARDWARE AGE, 
Cleveland, Jan. 18, 1916. 


ONDITIONS in the hardware trade, both whole- 

sale and retail, so far this year have been very 
satisfactory. Since the holidays, a very good volume of 
orders has been coming in from the country trade for 
steel products, lawn mowers, binder twine, heavy hard- 
ware and various other goods that are bought at a con- 
siderable period in advance. 

The local retail trade has been quiet since the holi- 
day rush, but the volume is fully up to normal. Build- 
ers’ hardware has been moving quite freely all winter 
and up to the present time there has been very little 
interruption in building operations because of weather 
conditions. 

Price advances during the past week include an ad- 
vance of 10 per cent on bolts, $10 a ton on nuts and 
$2 a ton on rivets. The demand for bolts and nuts 
is very heavy and some of the makers are unable to 
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Spot turpentine, in yard, is quoted at 57\4c. per gal. 


Rosins are still on the basis of recent prices but there is 
more of a disposition to make concessions. 


Common to good strained, in yard, on a basis of 280 lb. per 
bbl. is quoted at $5.80 and D grade at $5.95 per bbl. 

BUILDERS’ HARDWARE AND Toois.—Sargent & Co., 
New Haven, Conn., and New York, announce another 
general advance of approximately 10 per cent on prod- 
ucts made wholly or partially from brass or bronze. 
The company has also advanced by about 10 per cent 
prices on many articles made of steel and iron. New 
prices are in preparation for early distribution. In the 
meantime orders will be executed at prices ruling when 
they are received. 

CHAINS.—Prices on chain, f.o.b. Pittsburgh, have again 
been advanced, this time $7 per ton, and are now as fol- 
lows, per 100 lb., on straight link proof coil, self-colored or 
blacked: 3/16 in., $8.10; % in., $5.55; 5/16 in., $4.55; % in., 

4; 7/16 in., $3.85; % and 9/16 in., $3.70; % and 11/16 in., 
3.60; % and 14/16 in., $3.50; % and 15/16 in., $3.40; 1 in., 
$3.30; 1 1/16, 1% and 1% in., $3.40. Extras to be added to 
proof coil chain prices per 100 Ib., twisted link coil, 3/16 to 
7/16 in., inclusive, 25c.; bright coil chain, 25c.; B. B. quality, 

B. B. 


3/16 and &% in., $1.25; 5/16 in., and larger, $1: B. B. 
quality, 3/16 and 4% in., $1.75; 5/16 in., and larger, $1.50. 


AGO 


Prices are quoted retailers as follows: Twelve mesh black 
wire cloth, $1.35 per hundred sq. ft.; 14 mesh, $1.95; 12 mesh 
galvanized wire cloth, $1.95 per hundred sq. ft.; 14 mesh, 
$2.30; 14 mesh bronze wire cloth, $6.50 per hundred sq. ft. 

WIRE NAILs.—There is little if any change in the 
condition of the wire:nail market. The demand re- 
mains unchanged, raw material is scarce and labor is 
disquieting. Orders are only booked for delivery at 
some future period. 

We quote wire nails: $2.10 per keg in car lots to jobbers 
f.o.b. Pittsburgh. Smaller lots 5c. higher. To retailers $2.15 
in car lots f.o.b. Pittsburgh. Smaller lots 5c. higher. With 
a freight rate of 18.9c., Pittsburgh to Chicago, price in Chi- 
cago is practically $2.29 per keg base to jobbers and $2.34 
to retailers in car lots. 

BARB WIRE AND STAPLES.—The demand for barb wire 
and staples is still strong and the manufacturers face 
the same problems in regard to raw material and labor 
as the makers of wire nails. There is indication of 
further advances in this line. 

We quote painted barb wire: At $2.25 per cwt. in car lots 
to jobbers f.o.b. Pittsburgh, and $2.30 to retailers; 5c. ad- 
ditional charge on small lots. Galvanized barb wire at $2.95 
in car lots to jobbers and $3.00 to retailers f.o.b. Pittsburgh. 
No. 9 plain annealed wire $1.95 car lots to jobbers; $2.00 car 
lots to retailers. Polished fence staples are quoted $2.25 per 
hundred and galvanized at $2.95 in car lots to jobbers; $2.30 
and $3.00 to retailers. 

LINSEED O1L.—Prices in linseed oil continue to rise, 
due to the general increase in the price of flaxseed. 
Buying is somewhat heavier than before the advances, 
as some merchants are covering their wants for spring 
trade. The market is somewhat uncertain and there 
is no surety that the present prices will be decreased. 


We quote f.o.b. Chicago, strictly pure, old process linseed 
oil. Carloads, raw, 72c.; carloads, boiled, 73c. Five or more 
bbis., raw, 74c.: five or more bblis., boiled, 75c. Less than 
five bbls., raw, 76c.; less than five bbls., boiled, 77c. 


LAND 


get steel promptly. The scarcity of steel is interfering 
somewhat with the operations of manufacturing plants 
and the high prices that are prevailing are serving 
to effect the delay of building work requiring consid- 
erable steel, and railroad bridge work. Manufacturing 
industries in Cleveland and vicinity are crowded to 
capacity and the great call to-day is for more men. 
There is an unusual shortage of machinists and some 
plants that are now running only days would put on a 
night force if men were available. 

Owing to the price of galvanized sheets during the 
past year, jobbers report a falling off in sales of steel 
roofing and a heavy increase in the demand for pre- 
pared roofing. Sheets are very firm in prices at about 
the recent level. We quote prices as follows: 


Black sheets, 2.60c. to 2.75c. for No. 28 at mill in carload 
lots; out of stock, 2.75c. ; lvanized sheets, 4.75c. to 5c. at 
mill for No. 28; 5c. out of stock; wire nails, 2.40c. out of 
stock: plain annealed wire out of stock, 2.30c.; galvanized 
barb wire, 3.25c. out of stock; plain galvanized fence wire, 3c. 


out of stock. 
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WHAT YOUR NEIGHBORS ARE DOING 


THE ANNUAL MEETING of the salesmen of the Lock- 
wood-Luetkemeyer-Henry Company, Cleveland, Ohio, 
was held during the week of Dec. 27. On Tuesday the 
salesmen’s convention was held at the Statler Hotel 
which was attended by about 100 employees of the com- 
pany. This was strictly a business meeting during 
which selling problems were talked over by the sales- 
men and department managers. The most interesting 
feature of the week’s program was a fair for the sales- 
men which was held in the company’s shipping depart- 
ment. Artistically arranged booths showing the stock 
had been fitted up by each of the fourteen department 
managers, and Wednesday and Thursday were spent 
by the salesmen in visiting the booths and getting bet- 
ter acquainted with the stock and in closer touch with 
the various departments. Representatives of manufac- 
turers were present to demonstrate many of the prod- 
ucts to the salesmen. On Friday open house was kept 
for the city dealers and a large number of these took 
advantage of the opportunity and attended the fair. 
The convention closed Friday evening with a banquet 
and dance at the Statler Hotel, which was attended 
by all the employees, about 300 in number. The prin- 
cipal speaker of the evening was the Rev. W. W. Bus- 
tard. 


THE WILLIAM BINGHAM COMPANY, wholesale hard- 
ware, Cleveland, Ohio, moved during the holiday week 
from the quarters it has long occupied on Superior 
Avenue to its new warehouse on West Ninth Street. 
This warehouse, which has been in the course of erec- 
tion during the past year, is an 8-story building above 
the street level'and has three basement floors, making 
an 1l-story building with over 15 acres in floor space. 
The warehouse is said to be the largest building under 
one roof in the country devoted to the wholesale hard- 
ware trade. Coincident with moving into its new quar- 
ters the company on Jan. 1 discontinued the retail busi- 
ness and closed the retail store in the Perry-Payne 
Building, adjoining its old warehouse. The company 
had been in the retail business in Cleveland since 1841, 
but during the past few years had not been pushing 
the retail end of its business. 


ANDREW J. SLOPER has resigned as secretary of the 
American Hardware Corporation, New Britain, Conn., 
and has been succeeded by George T. Kimball. Mr. 
Sloper had been one of the prime movers in forming 
the present hardware corporation, representing the 
Russell & Erwin interests in bringing about the merger. 
Under the change there will be no assistant secretary, 
and the duties of auditor, performed by Mr. Kimball, 
will be combined with that of secretary. 


The convention of the salesmen of the Champion 
Spark Plug Company of Toledo, Ohio, was recently held 
at the factory. Full details were explained regarding 
the company’s policy for the coming year, and selling 
plans were taken up, and were received with much 
enthusiasm. The sales force of this organization has 
grown from three in 1913 to the number shown in the 
photograph. 


The semi-annual convention of the salesmen of F. E. 
Myers & Bro., Ashland, Ohio, was held recently, and 
was the occasion of introducing to the salesmen the new 
goods which the firm has placed on the market since the 
last meeting. The time was spent in studying shop 
methods and factory product, and careful consideration 
was given to all of the present business conditions. 


THE Forest Ciry PAINT & VARNISH COMPANY, Cleve- 


land, Ohio, will distribute its paints through the . 


Dwelle-Kaiser Company, 237-251 Elm Street and 552 
Michigan Avenue, Buffalo, N. Y. Orders received by 
this company by mail or telephone for products of the 
Forest City Paint & Varnish Company will be shipped 
the same day. 


THE ANNUAL MEETING of the salesmen of the George 
Worthington Hardware Company, Cleveland, Ohio, was 
held during the holiday week. A school for salesmen 
was conducted every day and during the sessions talks 
were made by the department heads and representa- 
tives of manufacturers. On Friday evening a banquet 
was held at the Hollenden Hotel, which was attended 
by the salesmen and heads of departments and others, 
about 200 being present. 


A. E. COLBURN, for some time advertising manager of 
the Cleveland Twist Drill Company, Cleveland, Ohio, 
has resigned to become advertising manager of the 
Maxwell Motor Car Company, Detroit, Mich., and has 
been succeeded by C. H. Handerson, who was previously 
advertising manager of the H. Black Company, Cleve- 
land, Ohio. 


C. W. GAUSE, of the C. W. Gause Company, 693 Mis- 
sion Street, San Francisco, Cal., factory representative, 
for many years a salesman for the Simmons Hardware 
Company, St. Louis, has just returned to his office after 
a serious illness. Mr. Gause has entirely recovered 
from an operation, and is again able to look after his 
business, which will be good news for his many friends. 


THE MISSOURI RETAIL HARDWARE ASSOCIATION, at its 
next convention in February, will bring up for discus- 
sion many topics of interest to the members. The 
spaces in the exhibit have all been taken, and the con- 
vention gives every promise of being a very successful 
one. 


THE ALTORFER Bros. COMPANY, Roanoke and Peoria, 
Ill., have announced to the trade that they will sell 
direct to their dealers in Illinois, Iowa, Indiana, Minne- 
sota and North and South Dakota. In every other 
State they will continue to market their products 
through jobbers. 


THE INTERNATIONAL STEEL & ORDNANCE COMPANY, 
50 Church Street, New York City, will take over con- 
tract which was to be handled by the R. P. Phillips 
Mfg. Company of Boston for 1,000,000 Russian detona- 
tors valued at $2,600,000. 


THE GRAND RAPIDS VARNISH COMPANY, Grand 
Rapids, Mich., recently incorporated with a capital 
stock of $50,000, has elected Wallace E. Brown, presi- 
dent, and R. L. Johnson, secretary. The company will 
specialize in the manufacture of high grade varnish, 
cut shellac and enamels. 


THE SAVAGE ARMS COMPANY, Utica, N. Y., has ob- 
tained through J. P. Morgan & Co. a contract for 
10,000 light automatic field guns of a new design, to 
cost $7,500,000 for the entire quantity. They are for 
the British army. 


F, I. Everett, for fifteen years representing Hibbard, 
Spencer, Bartlett & Co., Chicago, IIl., in San Francisco, 
is now connected as traveling salesman with Butler & 
Brittain, 55-57 Main Street, San Francisco, a recently 
established hardware jobbing house. 


THE MARSHFIELD IRON WorkKS, Marshfield, Wis., has 
booked an order for castings, which will amount to 10 
tons of castings weekly, from a firm producing muni- 
tions of war. 


THE AMERICAN AMMUNITION COMPANY, 25 Broad 
Street, New York City, has received contract from 
the R. B. Phillips Mfg. Company of Boston, Mass., for 
shrapnel fuses valued at $1,459,000. 


United we stand for a whole lot.—Columbia State. 
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‘Peerless Wrought Steel Screen 
Hangers and Fasteners 
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Save Time 
Temper and 
Money 


With these Hangers you 
can remove storm sash in 
Spring and hang full 
length screens on _ the 
same hooks without lad- 
der, screws, tools or 
trouble. Just hook and 
unhook. 
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Fresh air is absolutely 
necessary to health, and 
to insure proper ventila- 
tion, the windows should 
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- be open, top and bottom, 
+ | -——_-, Safety First — Keep out 
A \saem: the flies and let in the 
= - fresh air. Are you pre- 
us | 
a “ pared to secure your 
J 3 share of this Spring busi- 
a ness? If not we advise 
ee you to order immedi- 
on ately, so as to insure de- 
an = livery. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Ever-Ready Metal Polish 


The Ever-Ready Mfg. Company, 
4061 Easton Avenue, St. Louis, Mo., 
manufactures the Ever-Ready guar- 
anteed metal polish which is described 
as a rich cream polish for cleaning 
brass, copper, nickel, aluminum, steel, 
gold, silver and other metals. 

The company claims that the use of 
this polish leaves no greasy surface 
and that it will not injure any metal 
surface. It is claimed further that 
this polish leaves no sediment and re- 
quires very little rubbing to give a 
lasting luster to all metals. 

The company puts out this metal 
polish with the guarantee that it will 
not scratch or injure metals of any 
kind and the dealer is authorized to 
refund the full purchase price to any 
customer who is not entirely satisfied 
with the product. 


“Star” Reel and Clothes Line 


The Feeny Mfg. Company, Muncie, 
Ind., manufactures the “Star” reel 
and clothes line, which is especially 
made for outdoor use, but, because it 
can be instantly put up or taken down 
and practically any length of line 
used, it is for either outaoor or indoor 
use. 

This clothes line reel is equipped 
with 75 ft. of specially braided line 
that is perfectly round, smooth and 
strong, it is claimed. Any amount of 





“Star” reel and clothes line 


this line can be used, and the line can 
be tightened and locked securely with 
only one hand by merely throwing 
the prong on the handle casting in 
one of the four holes on the side of 
the reel. It is claimed that the very 
best of materials are used in this reel 
and that it is simple: in construction, 
durable, compact, neat in appearance 
and handsomely finished. It is fur- 
nished complete with screws and 
hooks ready to put up. 


THE WORCESTER NuT MFG. Com- 
PANY, Worcester, Mass., has been in- 
corporated with a capital stock of 
$100,000, to manufacture steel nuts 
and screws. For the present the com- 
pany will be located at 17 Hermon 
Street. Carl G. Tideman is presi- 
dent. 


“Perfection” Water Heater 


The Cleveland Foundry Company, 
manufacturer of the new “Perfec- 
tion” oil cook stoves and the “Perfec- 








“Perfection” water heater 


tion” oil heater, now makes the “Per- 
fection” water heater designed es- 
pecially for communities in which 
artificial or natural gas cannot be se- 
cured. 

The “Perfection” water heater is 
described as an instantaneous heater 
that does its work as efficiently as a 
gas heater and, in tests made by the 
company, it was proved that the cost 
of operation was only a third as much 
as a heater using artificial gas. It 
is claimed, also, to be more econom- 
ical than a natural gas heater. 

The upper part of this heater con- 
sists of a drum containing the water- 
heating units with the hood arranged 
to convey the heat to and concentrate 
it on these units. The three oil-burn- 
ers are similar to those used in the 
new “Perfection” oil cook stove. The 
form of the heat units differs, it is 
claimed, from the copper coils so gen- 
erally employed, it being scientifical- 
ly constructed especially for use with 
three oil-burners. 


“Krado” Weed Killer 


The E. C. Brown Company, Roches- 
ter, N. Y., has put on the market a 
device called the “Erado” weed killer, 
which,. it claims, kills the roots of the 
dandelion. This device consists of a 
long hollow handle, which is filled 

















“HBrado”’ weed killer 


with a. weed-killing solution, and on 
the end of which is a long hollow 
point and two knives bent almost at 
right angles with the handle. 

The plunger is pushed into the cen- 
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ter of the plant, and the solution au- 
tomatically runs down into the roots. 
Then by a quick half turn the two 
knives cut off the top of the plant. It 
is claimed that a weed treated in this 
manner can never spring up again as 
the roots as well as the top of the 
plant are destroyed. By the use of 
two knives only one-half a turn is 
necessary. If one knife only were 
used it would be necessary to turn the 
device entirely around and so lose 
the grip on the handle. 

The “Erado” is made in four styles. 
The net selling price of “Erado A” 
with a galvanized iron cylinder, brass 
tip and iron handle is 75 cents. 
“Erado B” with a painted steel cyl- 
inder, brass tip and iron handle is 
50 cents. “Erado C,” brass-covered 
cylinder, brass tip and iron handle is 
75 cents, and “Erado D” with a solid 
brass and iron handle is $1.25. 


Tinol Display Outfit 


Hess & Son, 1031-33 Chestnut 
Street, Philadelphia, Pa., have re- 
cently put out a special Tinol deal- 
ers’ display outfit, that consists of 
twelve tubes of Tinol (a solder in 
paste form for mending all metals ex- 
cept aluminum) and six self-acting 
blow torches. 

The tubes and one torch are 
mounted on a neat and attractive 
counter display card. 

The Tinol torch is described as a 
self-acting alcohol blow torch which 
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Display card of Tinol and Tinol torch 


produces a blow-pipe flame about 4 
in. long without the necessity of pump- 
ing or blowing. It holds sufficient 
alcohol to burn for two hours, yet it 
can be carried in the vest pocket. It 
is claimed that there is no danger from 
explosion with this torch. The screw 
cap prevents leakage in any position. 
This torch sells for 50c. 


GRAHAM & BERWIN, INC., import- 
ers and manufacturers of glass knobs, 
key rings and hardware specialties, 
have moved to 131-135 Duane Street, 
New York. 


THE VLCHEK TOOL COMPANY, Cleve- 
land, Ohio, manufac*urer of drop and 
hand forged tools, has increased its 
capital stock from $25,000 to $100,000. 


THE QUINCY STOVE MFG. COMPANY, 
Quincy, Ill., has increased its capital 
stock from $125,000 to $145,000. 
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REMODELED 


Yes, this house was remodeled, rearranged as shown 
in above plan. It was desired to make the first floor as 
airy, spacious and roomy as possible, so wide openings 
were made between the rooms. Then, to insure privacy 
when desired, seven sliding doors were hung in the open- 
ings on R-W House Door Hangers, and the sun-parlor 
opening can be closed by R-W hung accordion doors. 








This shows what can be accomplished, even in a 
remodeled house, by installing sliding doors. 


Talk to your contractors, archi- 
tects and house builders. Start 
the ball rolling and it will come 
back to you with some business. 


ichards- Wilco 


=) AURORA.ILL USA. : 


Richards-Wilcox Canadian Co., Ltd. 


Branches: 
New York 
Boston 
Philadelphia 
Chicago 
St. Louis 
Minneapolis 
San Francisco 
Los Angeles 
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. Marlin .22 Hammerless 
Repeater 


The Marlin Firearms Company, 
New Haven, Conn., has recently put 
on the market a new Marlin .22 ham- 
merless repeater which is described as 
having a solid top, side ejection, ex- 
tremely simple take-down, new wind- 
gage rear sight, ivory bead front 
sight, real pistol grip, half or full 
magazine holding from fifteen to 
twenty-five shots, a safety that is 
under the shooter’s thumb and that 
will shoot .22 short, .22 long or .22 
long-rifle cartridges. It is known as 
Model No. 32. 

The company claims that this rifle 
is extremely easy to keep clean. The 
rifle is taken apart and the breech- 
block lifted out. The cleaning rod can 
then be inserted at one end and drawn 
entirely through the barrel and the 
owner can look through the barrel and 
know that it is clean. 

The safety on this new Marlin is a 
slide button which is placed under the 
shooter’s thumb. It cannot be over- 
looked. The shooter simply presses 
down the safety button after his last 
shot and the rifle is safe against ac- 
cidental discharge. 

The short full pistol grip for steady 
holding makes the rifle come up to the 
shoulder easily and brings the sight 
quickly into alignment for quick, ac- 
curate shooting. 

A solid breech and solid top receiver 
protect the face and eyes from injury 
from defective cartridges and from 
shells, powder and gases. The side 
ejection throws the shells away to the 
side and never up across the line of 
sight. | 

The new wind-gage rear sight on 
this model is a new and unique flat 
top sight, the company states, which 
allows very quick vertical adjustment 
and neat, convenient wind-gage. The 
ratchet wheel or click arrangement on 
the right side provides ten graduations 
for vertical adjustment, which become 
finer as the range increases. The 
ratchet wheel on the left side provides 
the lateral adjustment for wind-gage. 

This rifle, with a 24-in. barrel, half 
magazine, fifteen shots, weighs about 
5% Ib. and lists for $14. It can be 
furnished with a full magazine rifle, 
twenty-five shots, on special order, at 
the same price. 


Sand’s Aluminum Level 


J. Sand & Sons, 1023-29 Rivard 
Street, Detroit, Mich., manufacture 
Sand’s Aluminum Plumbs and Levels. 
One of the latest additions to this line 
is the No. 28 aluminum level, which 
is 28 in. long, has four plumbs and 
two levels, and is reversible. It can 
be used with either end or edge up. 
The duplicate plumb glasses, one at 
the top and one at the bottom, which 
both read the same way, add to its 
convenience. For low work the upper 
plumb glass is read and for overhead 
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New Marlin .22 hammerless repeating rifle 


the lower glass is in range. It fills a 
gap between the 24-in. and 30-in. sizes. 

It is claimed that these levels are 
made of the best tested aluminum, 
which makes them much stronger and 
far lighter than iron levels. Besides 
this, these levels cannot warp or rust. 
This is one of the greatest reasons 
why aluminum levels are becoming so 
popular with mechanics. 


“New Departure” Shock Ab- 
sorber Lawn Mower 


The Supplee-Biddle Hardware Com- 
pany, Philadelphia, Pa., has added to 
its line of Philadelphia lawn mowers 
the “New Departure” shock absorber 
lawn mower. 

In this lawn mower there is a heavy 
spring directly under the cylinder 
bearing which acts as a kind of buffer 

















View showing features of the “New De- 
parture”’ lawn mower 


or shock absorber, shown at D in the 
illustration, between the cylinder and 
the dead knife. The crucible steel 
dead knife is bolted rigidly to the 
frame. The cylinder has universal 
or floating bearings at C, as in the 
illustration. The adjustment for wear 
is regulated by means of a single set 
screw immediately over the cylinder 
journal which is held tight by means 
of a lock nut. By removing the cap 
at B and taking off the driving wheels 
the cylinder can be easily lifted out of 
the frame. The upper support for the 
floating journal box is A. 

This lawn mower has four crucible 
tool-steel, oil-tempered and _ water- 
hardened blades. It is equipped with 
double gears, one in each wheel. The 
bottom knife has a raised edge and is 
self-sharpening. The height of the cut 





Sand’s aluminum level No. 28 


is % to 1 in. and the mower will cut 
grass 6 in. high. It is made in 15, 17, 
19 and 21-in. widths. 

This mower, it is claimed, cannot 
readily get out of order and should be 
appreciated especially by the cemetery 
superintendents, park superintendents 
or gardeners who have to depend on 
cheap laborers to mow the lawns and 
keep the machine in order. There is 
no fine adjustment to get out of order, 
and because the cylinder bearings are 
universal the cylinder is always in 
alignment with the lower knife, so a 
simple turn of the set screw will drive 
the cylinder closer to the dead knife 
to take up the wear. 

Two other recent additions to the 
Pennsylvania line are the “Orchid’’ 
and the “Daisy” mowers. The “Or- 
chid” is a big 10-in. open wheel, open 
side plate machine, ball bearing, with 
four blades, that can be sold at from 
$5 to $6 retail. 

The “Daisy” is a 9-in. open wheel, 
open side plate, three bladed, plain 
bearing mower that can be sold at a 
popular price. 


New Stanley Folder 


The Stanley Works, New Britain, 
Conn., have recently put out a 6-page 
circular 3% x 6% in. describing Stan- 
ley’s wrought steel set No. 1776-J1 for 
garage doors. 

This set consists of three pairs of 
10-in. extra heavy T hinges with a 
reverse T leaf with screws; one 6-in. 
chain bolt with three staples and 
screws; one 6-in. foot bolt, including 
a floor plate and screws; one set, size 
4, thumb latch with screws; one only 
size 4 handle with screws. Each of 
these items is especially described and 
illustrated separately in this folder, 
and on the front cover is an illustra- 
tion showing the entire set in use. 


Corbin Folders 


P. & F. Corbin, New Britain, Conn.., 
has recently issued a new set of fold- 
ers for envelope enclosures that are 
illustrated in color, showing the Cor- 
bin unit lock, pin tumbler cylinder 
locks with ball bearings, Corbin door 
checks for coupon booths, Corbin door 
handles with hammer finish and 
“Corfu” and “Artoise” builders’ hard- 
ware designs. 


Household Water Pressure 
Ejector 


The Penberthy Injector Company, 
Detroit, Mich., is marketing the Pen- 
berthy household water pressure ejec- 
tor, which the company states is de- 
signed to transfer, by means of or- 
dinary water pressure, water or other 
liquids from washing machines, wash- 
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A Standard Bicycle Tire at $2.50 Each 


Do you really want to eliminate the factors in the bicycle 
business that have been its own worst enemies? 

Do you want to eliminate factors in bicycle tire selling 
methods, that you would not permit for a single 
moment in any other line you carry? 

Lack of faith in tires and tire prices has kept thousands 
of people from purchasing bicycles; people who did 
not care to renew old grievances against the Dealer 
in bicycles and bicycle tires. 

Now, so far as Goodyear Dealers are concerned, that 
is ended. 

We have standardized the brand—it is the Goodyear 
Blue Streak Non-Skid, the best tire value we can build. 

We have standardized the price—it is $2.50 each to nders 
everywhere. 

We have standardized the guarantee—it provides both 
the dealer and the rider with a new Ure free if the 
service is unsatisfactory. 

You can always tell the Goodyear by its beautiful white 
tread, with the Blue Streak on each side. 

The price to dealers is the same whether 10 pairs or 100 
pairs are purchased. 

More than 7000 Dealers have accepted this Goodyear Square 
Deal Policy. Don’t you believe it would help your 
bicycle sales too? Then write us for complete Good- 
year Dealer's Bicycle Tire Proposition. 


The Goodyear Tire & Rubber Company 
AKRON, OHIO 
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tubs, cellar pits or any place where 
there is an accumulation. No other 
operative power is required. 

To operate the ejector the swivel at 
“A” is screwed on to the faucet or 
water pipe; a piece of hose running 

















Penberthy ejector 


from the tub, pit or receptacle to be 
emptied is attached to extension B, 
and another piece attached to exten- 
sion C and allowed to run wherever 
it is desired to discharge the water, 
which can be 15 to 20 ft. or over 
above the ejector, depending upon the 
water pressure. When discharging di- 
rectly into the sink no hose is neces- 
sary on extension C. 

To run clean water into the tub or 
other receptacle after draining off un- 
clean water, a bronze cap, D, which is 
furnished with this ejector, is screwed 
on connection C, and then the water is 
turned on. This cap prevents the 
water from going out of the bottom 
and forces it back through the hose, 
attached to B, leading to the recep- 
tacle to be filled. 

The adapter E is not furnished with 
the ejector and is for use where the 
faucet is not threaded. This simply 
slips over the smooth faucet so that 
connection A can be screwed tightly 
on. This adapter sells at 15 cents. 

According to the company that 
manufactures this ejector, it is made 
entirely of the best bronze metal and 
will last almost indefinitely without 
any repairs. The price is $1. 


Moe’s Trap Nest-Front 


A new, inexpensive and useful de- 
vice for poultry raisers has just been 
put on the market by the Otis & Moe 





























Moe’s trap nest-front 


Manufacturing Company, Chicago, III. 
It is a galvanized iron front that can 
be attached to an ordinary hen’s nest 
and has a special trap attachment. 

The trap is released by the entrance 
of the hen and falls silently in its 
groove. She is then trapped in the 
nest until released, but as the front 
also works on hinges it is easy to take 
out the hen when desired. This device 
retails for 35c. 


Fifteen Piece Combination 
Cooker 


The Aluminum Sales & Mfg. Com- 
pany, North Capital Avenue and Wal- 
nut Street, Indianapolis, Ind., has re- 
cently put out a combination cooker. 
One of the items included in this set 
is a heavy stamped aluminum kettle, 
with a heavy tinned steel bail, having 
a capacity of 4% qt. Just above the 
kettle in the illustration is shown a 
pudding pan of 3 qt. capacity, with a 
removable inset which converts the 
pudding pan into a cake pan. The 
next inset above can then be used in 
connection with the kettle as a re- 
ceptacle for baking gems and small 
cakes, or for steaming custards. An 
extra set of shallow cups for egg 
poaching is also included. The cover 
fits the kettle, pudding pan or any of 
the various combinations. — 

This set, it is stated, is almost equal 
to a full set of utensils which, if 

















Fifteen piece aluminum combination 
cooker 


bought separately, would cost many 
times the retail price of this com- 
bination. 

Another recent addition to the ex- 
tensive line of aluminum specialties 
made by this company is a 3 qt. per- 
colator which has up to this time been 
made only in the 2 qt. size. The com- 
pany also makes a new collapsible 
cooker, which is made from heavy 
metal and has an improved folding 
handle, deep set cover and that burns 
solidified alcohol. The stand and solid- 
ified alcohol nest inside of the boiler, 
making a very compact and light 
weight package. This outfit, it is 
stated, is very handy for traveling 
and for use in sickness or emergency. 


The New York office of the Joseph 
Dixon Crucible Company, Jersey 


. City, N. J., which has been located 


at 68 Reade Street for more than 
twenty years, has lately been en- 
tirely remodeled. Newly finished 


white walls and ceiling, new mahog- 
any display cabinets, desks and office 
equipment have brought this office up 
to a point where it is now entirely 
modern and up to date. 
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Sink-Protecting Dish Pan 


Ammidon & Co., Baltimore, Md., 
has brought out a combination of dish 
pan and sink protector called the 

















“Amico” sink-protecting dish pan 


“Amico.” The rectangular shape of 
this pan enables it to be fitted in the 
sink, so that it will not wabble and 
spill the dish water. It is mounted 
on rubber legs to prevent scratching 
or marring the porcelain. 

In the center of the pan, built on 
the order of that used in a bath tub 
or wash stand, is an outlet and under- 
neath it a little strainer drawer of 
galvanized mesh wire that will catch 
all heavy grease and refuse from the 
dish pan. This slides out and can 
be cleaned as often as desired. It 
prevents the dirty, greasy, staining 
refuse from coming in contact with 
the porcelain of the sink. 

The pan throughout is hand-made, 
of copper bearing tin plate and the 
trimmings of the pan are either gal- 
vanized or tin. 


“Boss” Extension Brood 
Coop 


The Huenenfeld Company, Cincin- 
nati, Ohio, has recently put on the 
market the “Boss” extension brood 
coop, which is designed to provide 
fresh air, shelter and security to little 
chicks. 

It has a patented wire extension 
which slides in and out of the covered 
part of the coop. When fully ex- 
tended the size of the coop is prac- 
tically doubled. At night the coop can 
be closed by simply pushing the wire 
part back into the covered portion, 
and as the wire runway fits snugly in- 
side the closed portion there is no 

















“Boss” extension brood coop 


danger of injury to the occupants 
when it is closed. 

The coop is made entirely of strong 
sheet metal, the company states, and 
wire netting with %-in. mesh, heavily 
galvanized to prevent rusting. 

When the coop is closed ventilation 
is secured through sixteen %-in. holes 
at each end of the coop near the top. 
These holes are protected by shutters 
so that the rain cannot beat in, and 
these shutters also act as handles 
when the coop is moved to give the 
chicks a new supply of green grass. 
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A” a progressive dealer in touch with the 
latest trade demands, you know that 
car-owners demand elegance as well as 
service in tires. 

You know that Firestone Tires for 16 years have 
been famous for maximum mileage with the limit 
of security and easy riding. 


And now comes this latest development of the Firestone 
specialized building—the tire with Red Side Wall and 
Black Tread—giving all the Firestone extras with the added 


touch of handsome appearance. 


Firestone 


TIRES, TUBES AND ACCESSORIES 


Answer a constant call of that vast and growing army, the 
motoring public, to whom your service will mean the ex- 
treme degree of satisfaction. 

To you it will mean a profitable, quick-moving trade. 

Our co-operation (in a multitude of big and little 
things) is back of every dealer who sells Firestones. 


Send for full information. 


Firestone Tire and Rubber Co. 


‘‘America’s Largest Exclusive 


Tire and Rim Makers’’ 
AKRON, OHIO 


Branches and Dealers Everywhere 
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“Bull Dog” Automobile Lock 


The Alfred Sales Company, 3145 
Alfred Avenue, St. Louis, Mo., is the 
distributor and sa'es agent for the 
“Bull Dog” automobile lock, which is 
designed for use on the Ford auto- 

















“Bull Dog” automobile lock 


mobile. There is but one movable 
part to this lock, it is stated, but it 
will lock securely the three vital points 
of the car—the gasoline, spark and 
steering apparatus. By simply mov- 
ing a small lever the gears and spark 
throttle are held firmly in a retarded 
position by two cold-rolled steel bars. 
The same movement b~ings into serv- 
ice three lugs and three gear teeth, 
which engage the three gears and the 
housing gear located immediately 
under the steering wheel. With this 


part of the steering device locked, it 


is impossible to steer the car. 

The “Bull Dog” auto lock is 
equipped with a special lock, it is 
claimed, such as is used in the United 
States Treasury Department. The re- 
tail price of this lock is $5. 


“Johnson” Shock Absorber 
The “Johnson” shock absorber, 


manufactured by the Triple Action 
Spring Company, 55-67 East Twenty- 


eighth Street, Chicago, Ill., employs a 
new mechanical principle—that is, a 
system of springs in compensation. 
While the “Johnson” is of the coil- 
spring type of shock absorber, yet it 
consists not of one spiral spring but 
of a set of three so interposed that 
they work one against the other in 
such a way that both the original jar 
and the subsequent recoil of the spring 
is smothered. The cut of the “John- 
son” shock absorber exposed clearly 
shows the arrangement of the springs. 

At the bottom of the case will be 
noticed the adjustment nut. A turn 
of this nut with wrench or pliers and 
immediate adjustment for all road 
and load conditions is made, the range 
of adjustment covering a radius of 
1000 lb. It is made in three sizes for 
all types of pleasure and commercial 
automobiles, and for all types of 
springs. There is a special Johnson 
for Ford cars. 

The retail selling price for the 
pleasure car types ranges from $22.50 
to $30 according to size. An extra 

















“Johnson” shock absorber showing eom- 
' pensating springs 


heavy “Johnson” selling for $40 is 
made for large capacity commercial 
trucks. 
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The Re-Ac Auto Heater 


The Re-Ac Company, New Castle, 
Pa., has put on the market the Re-Ac 
auto heater, which the manufacturer 
claims is a sanitary system of heating 
an automobile with pure fresh air 











Re-Ac automobile heater 


that will make the use of a car a com- 
fort and pleasure during the cold 
weather. 

This device consists of a register 
which is recessed flush with the car 
floor and a lever which operates the 
valve for regulating the amount of 
heat, equipped with a flexible steel 
hose and connection to the exhaust 
pipe and an outlet underneath the 
floor of the car. The illustration 
shows plainly the methods of in- 
stalling this device. 

The company claims that the Re-Ac 
auto heater is constructed on scien- 
tific principles to utilize a portion of 
the exhaust from the engine as a 
source of heat. This eliminates all 
operating expense. It is made of 
pressed steel finished in black enamel. 
The company claims it is light in 
weight, but it is very strong and has 
a handsome appearance. The floor 
plate measures 7 x 21 in. and the 
depth of the heater is 2 in. The 
amount of heat can be regulated by 
a controlling lever, which is operated 
by the foot. It is claimed that this 
system can be installed in any auto- 
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Everywhere, U. S. A. 


Gentlemen:- 


T biggest Busaper business since the advent of 
the automobile is assured f 1916. The increesed —— 
of other standard accessories will be in proportion. You 
can cash in on this increased business if you will handle 
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mobile in about one hour without the 
necessity of skilled labor or special 
tools. The company also claims that 
there is no odor or escaping gases 
and no back pressure on the motor. 
When the regulator is closed the 
heater is always perfectly cool.. 


Grus Leaf Spring Oiler 


The Grus Leaf Spring Oiler Com- 
pany, 5213 Wayne Avenue, Chicago, 
is offering to the trade the Grus leaf 
spring oiler, which is claimed to keep 
water and rust from between the 
leaves of automobile springs and to 
keep the springs always lubricated. 

This device is clamped under the 
spring from one-third to one-half the 
distance from the center toward the 
end of the spring on all cars but the 
Ford, on which it is placed near the 
end of the shortest leaf. 

This device is bound to the side of 
the spring by the encircling rod, 
which holds the felt cup and pad 
firmly against the spring so that it 
cannot leak. The oil is supplied to 
the spring by the reserve cup of the 
oiler which keeps the felt cup and the 
pad constantly filled with oil. The 
vibration of the springs as the car 
moves over the road allows the oil to 
creep in between the leaves of the 





Reserve Oil Feed ——~~ 























Grus leaf spring oiler 


spring keeping them properly oiled 
at all times by constant feed. 

The company states that the econ- 
omy of using the Grus oiler is not only 
in the low price of the oilers them- 
selves, but because their use renders 
unnecessary the periodical overhaul- 
ing and oiling of the springs, does 
much to prevent their breaking, saves 
much of the wear on tires and en- 
gine, which is often produced by the 
pounding of the car on hard springs, 
and relieves the strain which tends to 
loosen the body and cause rattle. 


‘‘Lazco” Accessories 


The Lazarus Mfg. Company, 746 
Euclid Avenue, Cleveland, Ohio, has 
put on the market the “Lazco” spring 
lubricator in three sizes to fit all 
types of automobile springs. 

The company statcs that these lubri- 
eators consist of malleable iron cast- 
ings with a reservoir in which a sup- 
ply of oil is constantly kept. A felt 
pad is embedded in the body of the 
casting and held against the spring 
by a set of bolts. The oil, which is 
automatically fed between the leaves 
of the spring, keeps out rust, elimi- 
nates squeaks, minimizes breakage 
and adds to the riding comfort of the 
car. A set of eight “Lazco” spring 
lubricators retails for $2. 

Another product of this company is 
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At the left the “Lazco Junior” vulcanizer; at the right the “Lazco” spring lubricator 


the “Lazco Junior” vulcanizer, which 
is a smaller type of the “Two-In- 
One” vulcanizer. 

The “Lazco Junior” vulcanizer is 
adapted for Ford automobiles and 
motorcycle tires, and like the larger 
size, uses moist heat, which -is iden- 
tical with the system used in the man- 
ufacturing of tires, the company 
claims. 

The inclosed flame conforms with 
State and insurance regulations and 
permits its use with safety in the 
garage. The concave surface makes 
it accessible on the road without de- 
flating or removing the tires, and the 
fact that it is automatic in operation, 
requiring no gages or thermometers, 
is or.e of the principal features of this 
device. 

The price of the “Lazco Junior” 
complete, including a roll of repair 
gum, is $1.50. 


“Peerless” Acid-Proof 


Battery Box Black 


The Columbus Varnish Company, 
Columbus, Ohio, has now added a new 
product to its iine of Peerless auto- 
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“Peerless” acid-proof battery boz black 


mobile specialties called the ‘“Peer- 
less” acid-proof battery box black. 

The company states that this prod- 
uct has been tested out for over a 
year. In one test a board coated with 
this product was submerged for three 
weeks in strong acid and the acid did 
not affect the finish in any way. 

“Peerless” acid-proof battery box 
black is described as a solid covering 
black enamel-like paint that resists 
the action of acids and is especially 
good for use on battery boxes, cases, 
and any part where the acid is liable 
to come in contact with the wood or 
metal. 

It is claimed that the use of this 


material will save the expense of re- 
placing wood cases and will prevent 
metal boxes from being eaten away 
by acid. 

This enamel finish retails in 1 gal. 
cans for $3.75; in % gal. cans for 
$1.98; in % gal. cans for $1.04, and 
% gal. cans for 54 cents. 


Puritan Products 


The Puritan Soap Company, 500 
Exchange Street, Rochester, N. Y., is 
manufacturing Puritan metal polish, 

















Three products of the Puritan Soap 
Company 


Puritan liquid soap and Pur‘tan lamp 
enamel. 

Puritan metal polish is described as 
a liquid that cleans by solution rather 
than friction. It is claimed that this 
polish dissolves and thoroughly re- 
moves the oxidation without the exces- 
sive rubbing often required. It is 
guaranteed not to mar or scratch the 
most delicate finish or the most highly 
polished surface. 

It is intended for use by the auto- 
mobilist, motorboat man, housewife, 
building or hot2l manager, barkeeper, 
livery man and factory superintendent 
for cleaning brass, gold, aluminum, 
steel and other metals. 

Puritan liquid soap, it is claimed, 
can be used on anything that can be 
washed with soap and water. It is 
especially useful, the company states, 
for the motorist who has, while on the 
road, to make an adjustment, as it can 
be used with or without water. 

Puritan lamp enamel is intended for 
retouching the worn parts or places 
where the enamel has chipped off on 
radiators, lamps, horns, etc., of auto- 
mobiles. According to the company, 
it is equally good for enameling bicycle 
frames, screens, fences and other 
metal articles exposed to the weather. 
It does not require baking, it is 
claimed, and can be applied with a 
soft brush and dries in a very short 
time, giving a high glossy finish which 
is exceedingly hard. 
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“TOLEDO MADE FOR THE WHOLE WORLDS TRADE” 


Dependable Spark Plugs 


Every experienced motorist already knows that Champions 
are the only spark plugs that give absolute dependability 
under every possible strain. 


And in selling any product, the confidence of the buying 
public is the biggest asset you can have. 


But to further increase the demand for Champions we use a year 
‘round average of 2,000,000 advertisements a week. 


The Saturday Evening Post, Collier's Weekly, Literary Digest, 
Country Gentleman, Christian Herald; and a long list of national, farm 
and trade publications repeat and repeat our message to motorists. 


Our expenditure for advertising 1s Champions are the only plugs that al- 


greater than that of all other spark plug 


makers combined. 


Leading hardware dealers all over the 
country appreciate this fact. They real- 
ize that it brings real business into their 


shops. 
They never have to mark down the 


price to get Champion Spark Plugs off 
their shelves. 


ways give the full profit. 


Are you taking advantage of the con- 
tinually increasing demand for Cham- 
pions in your territory? 


Line up with dealers who are reaping 
big profits on Champion plugs. [Put in 
spark plugs—a clean Champion stock. 


Remember—we back you in an out and 
out guarantee of every Champion you 
sell. 





The Champion Guarantee 


Perfect satisfaction to the user—free re- 
pair, replacement, or your money back. 
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CHAMPION SPARK PLUG COMPANY 
1504 Upton Avenue, Toledo, Ohio 
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New Era Eye Protectors 


The New Era Optical Company, 123 
W. Madison Street, Chicago, Ill., man- 
ufactures a very extensive line of 
motor goggles, grinders, foundry and 
mechanics’ safety glasses and eye 
protectors of all descriptions. This 
company is both a manufacturer and 
an importer and a recent circular 
which it put out illustrates and de- 
scribes more than three dozen differ- 
ent kinds of goggles, some of which 
are put up in handsome cases and 
others of a cheaper variety are 
mounted on display cards with the 
price in bold figures. 

Since automobile supplies have 
found a permanent place in the hard- 
ware store of to-day, the demand for 
automobile goggles in connection with 
hardware is becoming more and more 
pronounced. Not only can these gog- 
gles be used for motoring, but if they 
are displayed properly and attention 
is called to the added convenience and 
comfort they can be sold to sports- 
men for hunting, fishing, yachting, 
tennis, horseback and practically all 
outdoor sports. In the summer days 
they afford protection against wind, 
dust and the glare of the sun’s rays 
and in the winter they are especially 
useful against the blinding glare of 
the snow. 

The style illustrated herewith is a 
New Era perfection gold filled toricle 
amber lenses with a flexible bridge. 
The lenses can be brought forward 
or back by adjusting the bridge ac- 

















New Era eye protector 


cording to the requirements of the 
individual. It is a popular-priced 
article and lists for $18 per doz. 


“Liquid Lustro” Oil 


Kenny & Moore, 133 West Fifty- 
second Street, New York City, are 
distributors for “Liquid Lustro” oil, 
which is described as a combination 
of a high-grade polishing and varnish 
preserving liquid with a light lubri- 
cating oil as a base that is guaran- 
teed to act as a preservative of all 
highly polished, enameled, lacquered 
paint and varnished surfaces to which 
it is applied. The manufacturers 
claim it contains no acid or alkali and 
will not harm the most delicate crests 
or monograms on automobile bodies. 

This preparation, the company 
states, is especially useful for polish- 
ing and preserving the bodies, tops, 
windshields and leather upholstery of 
automobiles. It will keep leather and 
imitation leather soft and pliable and 
prevent it from cracking. Properly 
applied it will finish absolutely dry, 
leaving a smooth, shiny surface that 
will not retain dust. By its constant 
use it is stated that it will prevent 
the drying and cracking of all enam- 
eled, painted, lacquered or varnished 
surfaces. 

This preparation can also be used 


for household purposes, for polishing 
pianos and new or old woodwork. In 
addition to this it is a valuable lubri- 
cant and rust preventer for light ma- 
chinery, such as sewing machines, 
typewriters, musical instruments and 
firearms. A 6-oz. bottle of “Liquid 
Lustro” sells for 25 cents; 8-oz. cans 
with screw top, 25 cents. In addition 
to this it is put up in pint, quart and 
gallon cans and in l-oz. 10-cent sam- 
ple cans. 


“Monogram” Oils 


The New York Lubricating Oil 
Company, New York City, manufac- 
tures besides the “Monogram” oils and 

















Can of “Monogram” oil 


greases, a full line of lubricants for 
general purposes, as well as polishes, 
cleaners, etc. The “Monogram” oils 
are marketed in all standard packages 
common to the gas engine trade. 


“Rad-Fix” for Leaky 
Radiators 


The Radiator Fix Company, Inc., 29 
Broadway, New York City, has put on 
the market “Rad-Fix,” which is de- 
scribed as a scientific preparation for 
the repairing of leaky radiators and 
which is absolutely harmless to the 
cooling system. It is claimed that it 
will not clog the narrow waterways, 
and that it is non-corrosive, non- 
poisonous, and that there is no glue 
and no cement used in its prepara- 
tion. 

In stopping leaks the company 
makes the claim that this product 
forms a weld on the outside of the 
radiator when it comes in contact 
with the air. It is claimed that “Rad- 

















“Rad-Fiz” for leaky radiators 


Fix” will stop any and all leaks and 
that in cases where solder would be 
loosened by the vibration this prepara- 
tion will entirely remedy the trouble. 

In using this preparation the water 
in the radiator should be hot and the 
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bottom pet-cock opened and the water 
drawn out to the point of the leak. 
If the leak is in the bottom all the 
water should be drawn out. The “Rad- 
Fix” should then be poured in and if 
possible should be allowed to stand 
over night. The next morning the 
radiator should be filled with water 
and the “Rad-Fix” left in the radiator. 

“Rad-Fix” in quart cans sells for 
75 cents and in gallon cans for $2.50. 


Thermoid Dealer Helps 


The Thermoid Rubber Company, 
Trenton, N. J., manufacturer of Ther- 
moid garden hose, is advertising this 
product very extensively and, in order 
to enable the dealer to connect his 
store with the national advertising of 
Thermoid garden hose, the company 
has prepared a series of newspaper 
advertisements that are furnished in 
electrotype form to the dealer. All 
that is necessary is that he insert his 
name and address in the place mor- 
tised for that purpose. 

These advertisements are illustrated 
in catchy style, showing the hose in 
actual use. They are furnished free 
to Thermoid garden hose dealers. 


“Premo” Spark and Gas 
Control 
The New York Motor Car Device 
Company, 117 East Twenty-fourth 
Street, New York City, has put on the 
market the “Premo” gas and spark 
control for Ford cars which, the com- 
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“sremo”’ spark and gus control 


pany claims, can be attached in less 
than ten minutes by simply slipping 
the polished brass collars over the 
worn teeth of the old quadrant and 
clamping the friction device to the 
levers. 

This new device is described as hav- 
ing many advantages. It first re- 
stores the looks of the quadrant, and 
as there are no teeth to rub against 
and wear it will last indefinitely. It 
is claimed also that with this device a 
much firmer adjustment of the throt- 
tle is possible than with the old 
method. The fact that the levers can 
easily be moved as much or as little 
as is desired, makes it possible to 
regulate the speed of the car exactly 
to suit the driver. This feature alone 
is claimed to be a great gas saver. 
The retail price of this device is $1. 


THE C. C. & E. P. TOWNSEND Com- 
PANY, New Brighton, Pa., has changed 
its corporate name to the Townsend 
Company. The business was estab- 
lished in 1816, and has completed a 
century of business as manufacturer 
of rivets, nails, wire and wire prod- 
ucts. The officers are: R. T. Town- 
send, president and general manager; 
J. M. Townsend, vice-president, and 
V. L. Bradford, secretary and treas- 
urer. 
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Only the Institution that Serves 
Has the Right to Survive 
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Trade papers are as different in their character as men, and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 
and energy. 


HUE 


Ht Hill 


Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and a never- = 
ending investigation of business conditions. = 


For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 
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The purpose of HARDWARE ACE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance- 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as = 
HARDWARE AGE possible. | = 
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HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE AGE are students of the hard- 
ware business. 
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HARDWARE AGE comes from the press every Thursday. 
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HARDWARE AGE 
239 West 39th Street New York City 
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NOTES OF THE RETAIL HARDWARE TRADE 


CADILLAC, SASKATCHEWAN.—Gunn & Buckwold Bros. 
are adding a line of belting and packing, buggy whips, churns, 
crockery and glassware, furniture, galvanized and tin sheets, 
harness, heating stoves, heavy hardware, iron beds, kitchen 
cabinets, linoleum, lubricating oils, mechanics’ tools, paints, 
Oils, varnishes and glass, shelf hardware, sewing machines, 
washing machines, pumps and silverware to their stock, and 
Nem catalogs on belting and packing, churns, crockery and 
urniture. 


KRYDOR, SASKATCHEWAN.—M. Szntiak has _ taken 
charge of the hardware business formerly known as Scherban 
& Szntiak, and requests catalogs on bathroom fixtures, chil- 
dren’s vehicles and dairy supplies. 


TUCSON, ARIZ.—Charles Goldstein has opened a hardware 
store, and will carry both a wholesale and retail stock of the 
following, on which catalogs are requested: Bathroom fix- 
tures, builders’ hardware, cutlery, electrical household special- 
ties, furniture, heating stoves, mechanics’ tools, shelf hard- 
ware and silverware. 


RIFLE, COL.—Smith & Porter have moved to a new loca- 
tion. Catalogs are requested covering buggy whips, builders’ 
hardware, churns, cream separators, crockery and glassware, 
dairy supplies, gasoline engines, kitchen housefurnishings, oil 
cloth, ranges and cook stoves, shelf hardware and washing 
machines. 

SEBRING, FLA.—The Sebring Hardware and Furniture 
Company, which is remodeling the front of its store and put- 
ting in plate glass windows, requests catalogs on automobile 
accessories, baseball goods, bathroom fixtures, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
crockery and glassware, cutlery, dog collars, electrical house- 
hold specialties, fishing tackle, furniture department, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, home bar- 
bers’ supplies, iron beds, kitchen cabinets, kitchen housefur- 
nishings, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, wagons and buggies 
and washing machines. 


WEST PALM BEACH, FLA.—The East Coast Hard- 
ware Company is purchaser of the McGinley Bros. hardware 
store. The business is both a wholesale and retail one. Cata- 
logs requested on automobile accessories. 


GILLESPIE, ILL.—tThe Gillespie Hardware Company has 
built a large warehouse of brick and concrete, put in up-to- 
date fixtures and doubled its present. stock. Catalogs 
requested on electrical specialties, bicycles and shelf hard- 
ware. 

MINOOKA, ILL.—Shearer Bros. have purchased the hard- 
ware and implement business of Kaffer Bros. 


PIPER CITY, ILL.—tThe stock of Risser & Risser has been 
sold to Henry and Edward Strasma, who will continue the 
business under the name of Strasma_ Bros. Catalogs 
requested on general hardware. 

STILLMAN VALLEY, ILL.—Bert T. Cole has disposed of 
his interest in the Stillman Valley Hardware Company to W. 
N. Carmichael. The firm name will remain unchanged. 

His 


BUTLER, IND.—L. A. Pugh has started in business. 
stock will consist of bathroom fixtures, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, galvanized and tin sheets, gaso- 
line engines, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron beds, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, shelf hardware and washing 
machines. 

ANITA, GA.—The Farmers Supply Company has disposed 
of its business to James Sheley and Charles Clardy, who will 
continue it under the name of the Farmers Supply Company, 
Clardy & Sheley, Proprietors. Mr. Clardy recently purchased 
the implement stock of the Anita Hardware & Implement 
Company, which he will combine with his own. Catalogs 
requested on automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children's vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 


department, galvanized and tin sheets, gasoline engines, heat- 
ing stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, linoleum, 


lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, wagons and bug- 
gies and washing machines. 

BATTLE CREEK, IOWA.—tThe stock of Vollersen & Co., 
consisting of automobile accessories, bathroom fixtures, bicy- 
cles, builders’ hardware, mechanics’ tools, silverware, sporting 
goods, etc., has been bought by Ball & Sowers. 


BRADGATE, IOWA.—The Lundell Hardware Company is 
the new owner of the Bradgate hardware store. 


CEDAR RAPIDS, IOWA.—F. J. Stanck & Co. have en- 
gaged in the hardware business and will deal in belting and 
packing, bicycles, builders’ hardware, children’s vehicles, 

urns, cream separators, cutlery, dog collars, furnaces, fur- 
niture department, galvanized and tin sheets, heating stoves, 
iron beds, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, ranges and cook stoves, sewing machines, shelf 
hardware, silverware and washing machines. 

CLARINDA, IOWA.—George M. Lathrop has opened a 
hardware store, carrying a stock of automobile accessories, 
baseball goods, bicycles, buggy whips, builders’ hardware, 
churns, cream separators, cutlery, dog collars, fishing tackle, 
furnaces, ——— and tin sheets, heating stoves, heavy 
hardware, lubricating oils, mechanics’ tools, ranges and cook 


stoves, refrigerators, shelf hardware and washing machines. 
Catalogs requested. 


CUMBERLAND, IOWA.—A. Wier has sold his interest in 
the hardware and furniture business of Wier & Farwell to 
his partner, W. J. Farwell. Mr. Wier will retire from busi- 
ness. 


LYNNVILLE, IOWA.—O. A. Ladd & Co., is successor to 
J. A. Burnham. 


OAKVILLE, IOWA.—The C. R. Walker hardware and im- 
plement stock has been sold. Roy Creelman and Bondy are 
the purchasers. 


WASHTA, IOWA.—A. M. Murphy & Co. request catalogs 
on automobile accessories, belting and packing, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, heating stoves, heavy 
hardware, home barbers’ supplies, iron beds, linoleum, lubri- 
cating oils, mechanics’ tools, pumps, ranges and cook stoves 
os machines, shelf hardware, silverware and washing ma- 
chines. 

PRATT, KAN.—The Hopper Hardware Company, a corpo- 
ration, has sold out to J. F. Berger, C. A. Hopper and R. R. 
Kridler, who have formed a partnership to be known as the 
Hopper Hardware Company. The firm will carry automobile 
accessories, baseball goods, bicycles, buggy whips, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 
gasoline engines, heating stoves, home barbers’ supplies, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, ranges and cook stoves, refrigera- 
tors, shelf hardware, silverware, sporting goods, toys and 
games and washing machines. 

ALPENA, MICH.—The Alpena Hardware Company, doing 
both a wholesale and retail business, is having the interior 
of its store remodeled. 

GRAND MEADOW, MINN.—Bratrud Bros., who have been 
established in business for a number of years, have been 
succeeded by Hanson Bros. Catalogs requested on Monarch 
stoves and motor trucks. 

MONTEVIDEO, MINN.—M. A. Claggett has become as- 
sociated with the firm of George H. Claggett & Sons, which 
has been in existence for the past 30 years. 

MONTICELLO, MINN.—Charles W. Fish has acquired the 
interest of Charles Borthwick in the implement firm of Borth- 
wick & Timmerman, and the name has been changed to Tim- 
merman & Fish. _ 

NORTH REDWOOD, MINN.—Farrel & Keefe have sold 
their hardware and furniture stock to William J. Simondet. 
The new owner is now in charge. 

PRESTON, MINN.—The implement stock of Christensen 
Bros., has been bought by Meier Bros. : 

ROCHESTER, MINN.—Priebe & Fratzke have purchased 
the stock of buggy whips, builders’ hardware, churns, cut- 
lery, fishing tackle, mechanics’ tools, paints, oils, varnishes 
and glass, shelf hardware, sporting goods, etc., of Henry R. 
Hymes. Catalogs requested on hardware, cutlery and imple- 
ments. 

WILMONT, MINN.—Steck & Dreier have opened a store, 
carrying bathroom fixtures, belting and pa-king, builders’ 
hardware, churns, cream separators, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy hardware, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, plumbing 
department, pumps, ranges and cook stoves, shelf hardware, 
silverware, sporting goods and washing machines. 

FAYETTE, MO.—The E. P. Hutchinson Hardware Com- 
pany has purchased the hardware store of Peter Goodson. 

LAPLATA, MO.—S. W. Daugherty has disposed of his 
stock of builders’ hardware, churns, cream separators, crock- 
ery and glassware, cutlery, heating stoves, mechanics’ tools 
paints, oils, varnishes and glass, silverware, refrigerators and 
washing machines to George A. Dodson. 

HARDY, NEB.—T. J. Oberender has bought the Scott 
hardware business. The stock comprises belting and pack- 
ing, churns, cutlery, fishing tackle, mechanics’ tools, shelf 
hardware, etc. 

GRANTWOOD, N. J.—Richard E, Beris will shortly com- 
mence the erection of a store building at Grant Avenue and 
Trolley Road, which will be completed about April 1, and will 
house a complete line of hardware and housefurnishing goods. 
Catalogs requested. 

PORT CLINTON, OHIO.—Ralph H,. Seufert has become a 
member of the Port Clinton Hardware Company. A line of 
general hardware will be carried, on which catalogs are 
requested. 

BINGER, OKLA.—Lyon Bros. will move their stock to a 
new location. 

ENID, OKLA.—A, B. Carter is owner of the hardware 
business formerly conducted by George Reynolds. 

DALLAS, TEX.—The Huey & Philp Hardware Company, 
which has recently opened a sporting goods department, re- 
quests catalogs. 

EL PASO, TEX.—kKrakauer, Zork & Moyes, Sucs., Inc., 
have commenced the addition to their building on San Fran- 
cisco and El Paso streets. The new section will give the 
concern 40,000 sq. ft. more of floor space, including three 
stories and a basement. ‘The company’s business is both 
wholesale and retail in hardware, implements, machinery and 
supplies. 

BARRON, WIS.—Anderson & Sons have bought the stock 
of baseball goods, bathroom fixtures, belting and packing, 
building paper, builders’ hardware, crockery and cutlery, 
cream separators, fishing tackle, mechanics’ tools, wagons 
and buggies, pumps, shelf hardware and silverware of J. W. 
Haffner. 

MEDFORD, WIS.—Otto Griesser has sold his business, 
which is both wholesale and retail, to the L. W. Gibson Com- 
pany. 

REWEY, WIS.—J. H. Leyson has purchased John C. Davis’ 
interest in the implement business. : 
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Do You Have Calls for 


AUTOMOBILE 
Screw Plates? 


Stock up from this splendid line—Every 
necessary assortment of the finest taps and 
dies known in the mechanical world. 


In wooden boxes and leather rolls. 





Combination Assortments 


Both U. S. and S. A. E. Standards. 


A collet for every die. A bit brace die holder for 
hard-to-get-at places. 





Regular S. A. E. Assortments 


with Little Giant Dies. 





Garage Repair Set for the Ford 


Taps, Dies and two very necessary Reamers for 
Ford repairs. 





(Leather Roll Assortments 


Fold up very compactly—very convenient for out- 
side emergency jobs. 


Greenfield Tap and Die Corporation 


Wells Brothers Company Division 
Wiley & Russell Mfg. Company Division 
A. J. Smart Mfg. Company Division 


GREENFIELD, MASS. 


New York, 28 Warren St. Chicago, 13 Sa. Clinton St. Phila- 
oe 38 No. 6tb St. Detroit, 55, 57, 59 Wayne St. Louden 
149 Queen Victoria St. In Canada, Wells Brothers Company o of 
Canada, Limited, Galt, Ontario. 
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NOW READY 


A complete goggle line with 
100% profit. Styles for all 
requirements in an attention 
commanding case. Every 
goggle a Willson Goggle. See 
your jobber about the new 
Display case ay on 


Wien 


GOGGLES 


REG. U.S. PAT. OFF. 





A handsome mahogany-colored show 


case, 1114 x 14x 12% inches, and three 


‘attractive assortments of the most popu- 


lar and profitable styles of Willson 
Goggles. 


OFFER No. 1. A Willson Case 
and 47 pairs of Willson Goggles, 
embracing 12 representative styles, 
for $15.00. The goods retail for 
$30.75. 


OFFER No. 2. A Willson Case 
and 74 pairs of Willson Goggles 
for $25.00. You can sell the goods 
for $51.00. 


OFFER No. 3. A Willson Case 
and | 38 pairs of Willson Goggles for 
$50.00. The goods sell _ for 
$102.00. 


12 styles shown in the above 
case. Prices range from 25c to 


$1.50. 


You double your money and have enough left 
to reimburse you for transportation charges. 
You should be the first in your territory to stock 
the Willson Case and to take advantage of the 
national advertising being done for your benefit 
in this connection. The attractive case prevents 
overstocking and offers the goods in the logical 
manner. YOU should have this case. Get de- 


tails from your jobber. 


T. A. Willson & Co., Inc. 


Factory and Main Office 


READING, PA. 
San Francisco Chi Toronto, Can. 
Head Bldg. Mallers Bidg 23 Scott St. 
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A PROFITABLE SAFETY DEVICE 


The wind is treacherous. A swinging garage door 
is dangerous. 

A bent mud guard, a broken lamp or radiator hurts 
your customer's pocketbook just as much as personal 
injury. SAFETY FIRST—He must take certain pre- 
caution to protect himself, and so he must do with 
his machine. 


The Griffin Garage Door Holder 





No. 1914 

Patented 
is a simple, strong, serviceable article designed expressly to 
HOLD THE Toevenie OPEN The only practical article ever 
Placed ou the market. Just ‘throw the door open in the ordinary 
way amd it stays there, firm. 


Get reudy tu demvuustrate; there’s money in it for you. 


Are You Selling Just Ordinary Binde by 


; or the Most Economical Tires? 7 we saa so — rr hee 
NEW YORK 4 , CHICAGO 


That is a pertinent question you ought to ask your- 
self if you are trying to build a permanent, profitable 
tire business. 








Investigate 
> > HOLDS o 
NEVER 
The Dayton Airless Tire c as 
DOOR THE 
When it comes down to fine points, we all realize OPEN WAY 
that it is not name, fame, spectacular advertising or 
stunts that make a tire really desirable in the eyes of 
the motorists, but the amount of service it gives. The 
most important thing about a tire in the eyes of the 
Bt Sct OEE TEE REIS + RL RDEIE SDr 


man who pays the bills is—What is the cost per mile? 
And this economy feature is only one of a number of 
— ea reasons, which dictate the purchase of Dayton 
ires. 
We also manufacture The Dayton Pneumatic, a 
high-grade, hand-made tire. 
Let us show you what it means to you, Mr. Dealer. 


The Dayton Rubber Mfg. Co. 


995 Kiser Street Dayton, Ohio 
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¥ BOWEN MFG. CO. Write for full 


The Cups shown 
represent only 

a part of our 
Spring Com ame, 












Invisible Ratchet 









AUBURN, N. Y. ° ° 
Spring Lock CATALOGUE ON APPLICATION anf ormatton. 


bg Be 8@e at 
_  — tyle 


Style Ss 
Ratchet “A” O.C. “B” OC. ~o% 0. 4 “N” ary Ya ~L" Oo. Cc. “KX 0. \c. “C” OC. “G" O.C. Wing 
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The Classified Directory appears in the first issue of each month 








A 
Abbey & Imbrie......----..++-- 119 
Acme Steel Goods Co.......... 102 
Alaska Freezer Co......--+--++- 37 
American Electric Co. .......... 117 
American Ring Co. .......-...- 34 
American Screw Co. ......++-.. 30 
American Seed Tape Co..... 40, 41 
American Shearer Mfg. Co..... 119 
American Sheet & Tin Plate Co. .119 
American Steel & Wire Co..... 114 
American Wire Fabric Co...... 11] 
American Wringer Co. ......... 104 
Ankyra Mfg. Co.....-..+e-eseees 27 
Armstrong Mfg. Co.......+-.-. 113 
Athol Machine Co...........+-++. 107 
Auto Parts Mfg. Co............ 91 
B 
Raldwin Refrigerator Co........105 
Barnett, G. & H., Co....-.+++-- 109 
Berger Bros. Co......++-+++++: 112 
Berger Mfg. Co......+-+--+e-- 104 
Billings & Spencer Co.......... 18 
Bishop, George H., Co........-- 29 
Bommer Bros. .....-+ee++erees 37 
Zoston Varnish Co............. 106 
Bowen Mfg. Ce... ccccccccccess 98 
Bridgeport Brass Co............ 100 
Bridgeport Chain Co............ 31 
Brooks, M. S., & Sons..........119 
trown & Sharpe Mfg. Co....... 7 
Cc 
Cary Mfg. Co... ....------eeee. 106 
Champion Hdw. Co............. 36 
Champion Spark Plug Co........ 95 
Chapin-Stephens Co. ........... 118 
Chatillon, John, & Sons......... 44 
Chicago Flexible Shaft Co....... 12 
Chicago Patented Tools Co..... 118 
Chicago Spring Butt Co........ 37 
Clark, Geotee FP. C@iiss cases: 102 
Clayton & Lambert Mfg. Co.....112 
Cleveland Galv. Works......... 108 
Cleveland Stone Co..........+.. 38 
Clinton Wire Cloth Co....... 10, 11 
Cone Wrote Gils ic. ce... ccceves 5 
Coleman Lamp Co............+.. 114 
Cee Ts Rs Ee si ceaccacscsves 119 
Corbin Screw Corp............ 27 
Covert’s Saddlery Works....... 115 
Cyclone Fence Co.............. 22 
D 
Darby, Edward, & Sons......... 116 
Dayton Rubber Mfg. Co........ 98 
De Laval Separator Co......... 21 
Delta File Works.............. 121 
Fidei CA. . cod bc chiadbiacdc acs 110 
Detroit Twist Drill Co......... 26) 


; Dietz, R, E., Co, aevoeasuaaseves 100 





a > Sem ry 118 
Diekman, F., Co..........-.-.. 114 
Dietzgen, Eugene, Co.......... 112 
Dixon, Joseph, Crucible Co..... 117 
E 
Eagle Woodenware Mfg. Co... ..104 
=e BS Peer ore 102 
Ss rrr ery 108 
Energy Elevator Co............ 119 
Ensign-Bickford Co. ..........-. 117 
i PE. ,cocom akan ead ke ana 104 
OG |. bc cpudeve ke aeearens 113 
Ever-Ready Mfg. Co............117 
F 
POO Ms seh ib cin doses 111 
Firestone Tire & Rubber (o.... 89 
Foster Bros. Mfg. Co....... .. 34 
G 
ere 13 
UP ES 45 candvebsbces 116 
Gilbert & Bennett Mfg. Co...... 115 
pee - Be Ge vccekscasivees 113 
Grand Rapids Hdw. Co......... 36 
Ne Se 101 
Goodyear, Tire & Rubber Co..... 87 
Grant Mfg. & Mch. Co......... 107 
Greenfield Tap & Die Corp...... 97 
ee 9s 
H 
OS ae eS eee ee ee 118 
Hayes Pump & Planter Co...... 110 
a a eee 103 
ER s SAPP errr ree 114 
ee Cae A CL. cee we 105 
ere eee 15 
aenee, ©. Gio-B Cisse oc ccives. 112 
I 
Imperial Bit & Snap Co........ 116 
i We SC scveaaace. 28 
Irving Pitt Mfg. Co............ 103 
J 
| Jenckes, i, BESe. Cee wesiceisves 106 
| Jennings, C. E., & Co........... 113 
Jennings, Russell, Mfg. Co...... 113 
|Jobbers Mfg. Co............... 110 
Johns-Manville Co. .......... 42, 43 
K 





j 


mM 


‘Kiel Mfg, CBusoccceshenteseees 3 





L 
La. ue TR Ge ies kc caner 119 
Fe OR Tree 33 
Ludlow-Saylor Wire Co........ 111 
Fo es ee ee 17 
M 
McKinney Mfg. Co............ 103 
mast Bemete Ce. sccccccceces 45 
Mathias Klein & Sons.......... 109 
Middle States Oil Co........... 119 
Milwaukee Artistic Metal Ceiling 
Ga: Shatesbude bead be vaeaun in 28 
A GE Sno cance’ sb bees 118 
Morse Twist Drill Co........... 109 
ee ere 105 
ee oe Se mE 30 
N 
a ee 
National. Rubber Co............ 123 
POU I a eb oe hae 115 
New England Watch & Jewelry 
ek  wiGaekb sews cub otabisaa. 114 
New Jersey Wire Cloth Co......116 


New York Metal Ceiling Co....112 


New York Wire Cloth Co.......111 

St Re ic vckesisetces 115 & 119 

Nicholson File Co.............. 19 

Norcross, C. S.. & Sens. ........ 116 

North Bros. Mfg. Co........... 102 
O 


Opportunity Exchange .....120, 121 
NA, Se: Ws TP De ncvckscn ct 118 
Ee MY MOMs is Sctinveeacesi 35 


P 
Parker Ce., Charhes...5......<. 389 
Parker Sepp: G@iiiescs cus cece 112 
Parker Wire Goods Co.........119 
Peerless Freezer Co............ 36 
eo 
Plymouth Cordage Co..... eee 
8 og Ver 118 
Pratt & Lambert Mfg. Co....... 24 
Progressive Mfg. Co............ 29 
OQ 
Quaker City Rubber Co......... 101 
R 
Rajah Auto Supply Co.......... 117 
Richards-Wilcox Mfg. Co........ 85 
Roberts Mig. CO... .cccccccccce 118 
Robertson, Arthur R........... 113 
Rock Island Mfg, Co.....+.+.++- 118 


Root-Heath Mfg. Co............ 103 
a ey ee ee ee 115 
S 
Safety Wire Glass Globe Co..... 114 
Samson Cordage Works......... 119 
Bea Oe ved ee csccicdcs 107 
PE CU OMe bwasw cc cccceuns 114 
le LS OE 20 
WE Gs Sn ec éccesewan 116 
Shapleigh Hdw. Co............. 124 
Shelby Spring Hinge Co...:.... 36 
Sherman, H. B., Mfg. Co....... 115 
Smith & Hemenway Co......... 117 
Smith & Egge Mfg. Co.......... 108 
Smolensky, M., Mfg. Co........ 118 
SE EON Gud pn ddedanendadue 118 
Sommer, John, Faucet Co....... 119 
Sparks-Withington Co. ......... 117 
Standard Chain Co............. 110 
Standard Vending Mach. Co....106 
Stanley Rule & Level Co........ 26 
BORE WOON eo cvvicncacces 83, 109 
SA Mai We Cewia cau ec cuwue 46 
Stewart Iron Works............ 119 
SO 2p ads coccastoderai -113 
T 
Thermoid Rubber Co........... 2 
Thomson, Judson L., Mfg. Co.. 37 
ES es bb od dencid coco 116 
Townsend, S. P., & Co.......... 115 
Bene TC's cc ck ccdsicka 39 
_Tubular Rivet & Stud Co....... 98 
U 
Union Hardware Co............8, 9 


U. S. Sand Paper Co............ 31 
Universal Caster & Fdry. Co.... 35 


V 
Vous Bees. BGR Ce... .cccccccn< 32 

W 
oe Se 112 
Walworth Mfg. Co............. 4 
Warren, J. D., Mfg. Co......... 114 
Warren Specialty Co........... 119 
Western Clock Co............. 3 
Wheeling Corrugating Co....... 16 
Whitaker-Glessner Co. ......... 108 
White Mountain Freezer Co..... 33 
Wickwire Bros., Inc............ 23 
po Ye eee 113 
Willson, T. A., & Co., Inc....... 97 
Wright Wire Co.............. oe 25 

Y 
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We don’t say that all good tire 
pumps are Bridgeport-made. You 
wouldn’t believe us if we did say it. 
But all Bridgeport Pumps are good 
ones: We claim it and we can prove 
it—with a guarantee that covers every 
a possible objection. 
ty = 
ue. From ingot to finished product, 

fy, Bridgeport Brass goes thru the pro- 

cess of evolution in our own plant. 
We keep out an eagle eye for flaws 
that would handicap your sales and 
your profits and finally your good 
name. 


_ y\ 
LY) 
YY), 
Myy/j 
YH , 


Our booklet on tire pumps will shed 
some much needed light on the sub- 
ject. May we send you one? 


Bridgeport Brass Co. 


Connecticut 
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INVESTIGATE THE PREDCO) THE LATEST DIETZ DRIVING LAMP 


For QUICK SALES and GOOD PROFITS 


here is an opportunity that should be taken advantage of without delay. 





Now is the time to realize the handsome 
profits resulting from the sale of Dietz 
Driving Lamps, and the new 


(AYES 





Electric Carriage Lamps 


with their small size, and neat, trim 
appearance will appeal strongly to your 
trade. This new Dietz Driving Lamp 
must be seen to be appreciated. Why not ; 
ask your Jobber today for a sample pair? At the same time drop a line for circulars 
fully describing this addition to the Dietz line. 


R. E. DIETZ COMPANY, New York, U.S.A. 


We Manufacture for the Jobbing and Export trade exclusively 


7 





Made in two styles. This is style No. 50. 
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ag Gronaiival 6 Tires—each over 18,000 miles 
Ceca —and still running! 


aa 4 Tires—each over 12,000 miles 


—and still running! 


sooarsen manne” You’ve surely heard of Bunting-Stone Hardware Co., in Kansas City. Read 
ae em why a// their trucks are equipped with 


rt) 
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ere givine © cme months 88° 2 
eire®. aoe aeiivere® thirty i «5 singier oa TRUCK TI RES 
er srac . reer and a 000 P ‘ ° . *° 
eg ke eS ices een ee ag Note that their trucks ‘“‘have never been laid up for any length of time. 
eae track e been 4 
ane fronts TG STAN. gnier t72 nse mon If Bunting-Stone, on both one-ton and five-ton trucks, can secure such 
ae eal mileages over Kansas City streets—which are hilly and not over well 
over 12,000 sue nave vennored &* paved—you can do the same with Goodrich Wireless Truck Tires. Write 
De 3° é , . . *,* . . 
eT eee goin yar tracks Bere for copy of ‘‘Upsetting Mileage Tradition’’ and list of users of Goodrich 
segntg OPFECSNS ase, ene BO IN Wireless Tires in your city. Consult them! 
pas doom & ap for ox lengt® ° . 
* 
The B. F. Goodrich Company 
Service Stations and Branches World’s Larvect Rubber 
in All Principal Cities Factory, AKRON, OHIO 
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Note the rings which appear at one-foot intervals; these facilitate quick and accurate measuring. 


SALES CERTAINTIES vs. “‘SALES POSSIBILITIES” 


You have been told about the ‘‘sales possibilities’’ of this and that brand of 
continuous-length hose, but if you want to really cash in big, you'll stock and learn 
the sales certainties of 


RINGMETER ‘“fése" 


RINGMETER looks different and is_ foot-apart raised rings that help take the 
different from every other kind of ribbed wear off the cover when the hose is 
hose. Don’t confuse RINGMETER dragged and serve the further purpose 
with any other hose—look for the dis- of making measurements but a matter 
tinctive trade mark, our name, and the of counting in one-two-three order. 








RINGMETER is furnished on reels in continuous length up to 500 feet ; also two 
brands—YANKEE and WONDERFUL—with smooth cover. 


Write for samples and prices on these three leaders of continuous-length and more than 
THIRTY brands of wrapped and multiple-ply garden hose. 


QUAKER CITY RUBBER COMPANY 


MANUFACTURERS OF MECHANICAL RUBBER GOODS 


PHILADELPHIA CHICAGO PITTSBURGH NEW YORK 
629 Market Street 182 West Lake Street 211 Wood Street 207 Fulton Street _ 
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Time to Order 


FREEZERS 


They are always in season. Lightning, Gem 
and Blizzard make constant customers for 
dealers, by service that satisfies. Either of 
these styles in your window is an index to 
your business and creates confidence that 
means increasing trade of the highest qual- 





. The Blizzard being a single action Freezer is cheaper in price and 
sells well with either the Lightning or the Gem. 
Let us send you free some attractive window show cards and hangers, 
or electros for local advertising. Mention the style you are handling. 
Place your order now. 


Your Jobber will Supply You 


North Bros. Mig. Co., Philadelphia, Pa. 

























Our Extra Heavy 
Furniture Caster 


When a customer asks for an extra 
heavy furniture caster, sell him our 


No. 142. 


Equipped with rubber wheels, it will 
roll noiselessly over floors and carpets 
without marring them in the least. 

We make a complete line of casters 
and for years have held the confidence 


of the trade. 


Ask today for prices and particulars, 


Bulletin AC 12. 


The Geo. P. Clark Co. 


WINDSOR LOCKS, 


No Rivets 


STEEL DOOR MATS 





CONN. 




















t 


No. 234, 1% In. 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a cheaper 
grade of Tip. A Special Washer has been constructed so as to prevent the rubber 





ANNAN 


ACME 


- Embossed 
Box Strapping 


SOFT and PLIABLE 
Continuous Lengths 


300 feet to the coil on individual 
coil holders. 20 coils to the 
case. 





Manufacturers of 


COLD ROLLED STRIP STEEL FASTENERS 
ACME BARBED BOX STRAPS 


Many Styles and Sizes. 


No. 7 Acme Barbed Box Strap 
Write for Samples and Prices. 


ACME STEEL GOODS CoO. 


MANUFACTURERS 


ET Pe OE New York City 
\etdusiedekawtedaneeen Atlanta 
a etal aient aa San Francisco, Cal. 
cibéinebevavnkedud Los Angeles 


M. E. Canfield & Co.... 
J. E. Beauchamp, Canadian Representative, Montreal 





CORRUGATED JOINT 





oc ccccccacvsece CHICAGO, ILL, 
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Special Washer. 


head from pulling off. Write for full information. 


ELASTIC TIP CO. 370 Atlantic Ave., 


-_ 


No. 231, 34 In. 





No. 233, 1 In. 


Boston, Mass. 
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HELLER’S 


PIVOT DOOR CABINETS 





DISP 


SEND FOR CATALOG No. 2 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 
the United States. 


W. C. HELLER & CO. 


MONTPELIER . . OHIO 











McKINNEY SAFETY MHASPS 


These hasps are certainly practical and they're 
always in demand, too, no matter what the sea- 
son. Made of wrought steel and furnished in 
any finish desired. Packed one hasp ina box 
with screws to match—or, one half dozen hasps 
in a box with screws to match (bright steel 
finish excepted). Better try a stock of them. 
Send for illustrated circular “H1.” 


Remem ber Our No. 2714 Butts 


McKINNEY MFG. COMPANY 
PITTSBURGH, PA. 














“UNIVERSAL”? 


SHOE CLEANER 


The Only 25c Cleaner on the Market 








Made of heavy cast-iron, finished in 


baked enamel. Brushes are made Re- 
versible, giving long life, and easily 
and cheaply renewed. Packed one 
dozen in heavy, corrugated box. Write 
for catalogue and price; also of Cob- 
bler Outfits, Shoe Lasts and Stands, 
Shoe Hammers, Nail Cups, etc. 


The Root-Heath Mfg. Co. 


PLYMOUTH, OHIO 
N.Y. Agent, D. N. WINNER, 90-92 W. Broadway 

















I Use the 
m= |-Pur LEDGER 


because it opens with one 
turn of a key (100% expan- 
sion) and closes (tight) with 
a slight pressure of the hand. 
That saves a lot of time. 

The half 
round back 
and scien- 
tific crimp- 
ing of the 
leaves gives 
me a fiat, 
solid writ- 
ing surface. 

The mechanism is very simple, but thor- 
oughly efficient. 

I can always get ledger sheets that really 
fit, on short notice. My dealer stocks them 
in many standard rulings and in the best 
grade of ledger paper. 

All first-class stationers sell 3 ]-Pi=) Books and Forms 


SEND FOR CATALOG 37 


Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 


Kansas City, Missouri 
a 
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EAGLE MOP 
WRINGERS 


bear the reputation of 
being the BEST and 
will under all circum- 
stances give best re- 
sults and absolute pro- 
tection. Not with 
boasting pride, but with 
a feeling of satisfac- 
tion, we again point to 
our record—I5s years, 
before a criticizing public, and not a dissatisfied cus- 
tomer. It is the privilege of truth to make itself known. 


The Eagle Mop Wringer 


is the original 3 roller Mop Wringer. Its tested, true 
Merits of Quality brought out imitators and infringers. 
An imitation is never as good as the original, therefore 
be sure it is the “‘EAGLE” brand you handle. There 
will be more EAGLE MOP WRINGERS sold this year 
than ever. Get your share. 


The Eagle Woodenware Mf¢. Co. 
nAMILTON Sole Manufac*urers OHIO 

















Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 











f : Plain 
<> . S60EE adie = 105X21.% « Bearings 
\ UNIVERSAL == sal 
eRe oe WHEELS a Steel Ball 
| Bearings 
Enclosed 





fe) SATA mo  £) i Cog 
X Ch sll : “ili a Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340E No. 360E 10 x 1 inches 
No. 341E No. 361E 11 x 1 inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U. S. A. 
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MORE PROFITS 


FROM 
to offer SASH CORD of 


S ASH good finish and dependable 
quality at lower prices 

than other manufacturers. 
This is a broad sstate- 


CORD ment to make—prove it by 
a trial order. 


“ALBA” brand, a sster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 

“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called “first qual- 
ity” brands. 

Won't fray, break or 
catch in pulley. 

Let us tell you more 
about our line and prices. 
A postal brings full infor- 
mation. 





Our complete manufac- 











ESTES MILLS 
FALL RIVER, MASS. 























i 





This Book 
Will Pave 
the Way 
to Good 
Profits ! 














This book treats the ceiling question in a thor- 
ough and exhaustive manner, and a copy of it 
in your hands will give you the “jump” on the 
“other fellow” in cornering the ceiling business in 
your territory. It contains illustrations of hundreds 
of different designs suitable for every type of archi- 
tecture, and shows many installations in various 
kinds of buildings. 


Lesathe ” 


are distinctive and beautiful, a perfect fire retardant, 
perfect in construction, sanitary and cannot crack or 
collapse. 


Our improved pressed bead and button construction 
does away with tamping and calking—meaning an 
extra profit of 25% to 40% for you on every job. 


Our Co-operative Department will help you close sales 
and do all it can to help boom your business. Ask 
ug about this service and get a copy of the “‘Classtk’’ 
Book D. H. A. 


The Berger Mfg. Co., Canton, Ohio 


Branches: Boston New York Philadelphia Chicago 


St. Louis Minneapolis San Francisco 
Export Dept.: Berger Bldg., New York City, U.S.A. 


Berger’s Metal Shingles make the ideal roof. Artistic, fire 
retardant, storm proof, reasonable in cost. 
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Our Excuse for 
Being in Business 


No, this is not an apology; it is an 
explanation. 

As manufacturers of butchers’ steels 
for thirty-five years—as the only ex- 
clusive manufacturers of butchers’ steels 
in the world—we feel justified in main- 
taimfing that today we are “known wher- 
ever steels are used.” 

“Our excuse for being in business,” 
therefore, is to build upon this claim 
which we have established. It is to 
make things more and more profitable 
for “You, We, Us and Company.” 

And that is why our Bell Brand Trade 
mark deserves your hearty support. 


C. & A. Hoffman 


Frankford, Philadelphia, Pa. 


Sales Agents: 
Wiebusch & Hilger, Ltd. 
106-110 Lafayette Street, New York City 
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R. Murphy’s Knives 
Are of Superior Quality, 
Design and Finish 


No matter what kind of a knife your trade can de- 
mand, there’s a Murphy product for them—Shoe, 
Oyster, Paper Hangers, Manual Training, Knives, etc. 





Every knife is guaranteed and they pay you a good 
profit. 


ROBERT MURPHY’S SONS CO. 


Established 1850 
AYER MASS. 




















Getting the 
Right Line 


ber of salesmen 

who wish to carry 
a side line— but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 
who require such men. 
The cost is small com- 
pared with results. 


bee are a num- 


50 words, $1.00 
That’s all. 


Opportunity Exchange 
HARDWARE AGE 











BALDWIN 
Dry Air 


Refrigerators 


1916 
CATALOGUE 
READY 





150 
Handsome 
Refrigerators 





EVERY STYLE 
EVERY SIZE 
EVERY PRICE 





Ash, oak and softwood 
cases. 

Metal, White Enamel, 
Porcelain and Opalite 
Glass Lined. 

35 years’ experience goes 
with every offe. 


The Baldwin Refrigerator Co. 
BURLINGTON, VERMONT 


H. E. Sturtevant, Cc. H. Smith, 
38 East 21st St., 817 St. Andrews Place, 
New York City. __Los Angeles, Calif. 
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Chicago Warehouse aud Office, 519 West Twelfth Street 


anize 


FLOOR FINISH WHITE ENAMEL SPAR FINISH 


DEALERS: The Kyanize Line is a profit mine. One Dealer to a territory. And the highest quality 
upon the market today. Write for our Exclusive Agency plan. 


BOSTON VARNISH COMPANY, Everett Station, BOSTON, U. S. A. 





San Francisco Warehouse and Office, 311 California Street 

















“The Swatter That 
Made Killing the 
Fly a Sport.” 





Think how easy it is to 
sell a “Sanitary” Fly Swat- 
ter that is well made, at- 
tractive and effective any- 
where. This swatter is 
made of flexible rubber, 
strictly sanitary, can be 
washed, will not rust or in- 
jure the finest furniture or 
fabric. The Sanitary Flex- 
ible Fly Swatters will sell 
themselves at a good profit 
to the dealer if they are 
displayed on the showcase. 
We can make you an attrac- 
tive offer; better write us 
today. 








Standard Vending 


Packed in one gross cor- 
ted fibre shipping cases 


ruga e 

ae x 10 x 14%, containing Machine C ompany 
each. Shipping weight 18 

ae et a ae = HAZLETON, - - - PA. 


“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 
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Try the “Victor."” Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co. 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 




















Cary’s ‘‘ Everlasting” Flexible 
Steel Mats Are Best Sellers 


BECAUSE—They are well made—they are rust-proof—they will 
not curl up at corners—they can be used on both sides and 
will outlast many times over any other mat on the market. 

CARY’S EVERLASTING FLEXIBLE STEEL MAT is the ONLY 
mat made that is double galvanized after all parts are 
made ready to be assembled, so that they are little affected 
by the action of rust whenever exposed to moisture. 

The U. S. GOVERNMENT has recently awarded us the sixth 
consecutive contract for our steel mats, to be furnished to 
all buildings under its jurisdiction. 


A MIGHTY STRONG ENDORSEMENT 


Write for CARY catalogue. 


CARY MANUFACTURING CO. 
126-132 Nassau Street . Brooklyn, New York 
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Simpson Quick Acting Vise 


Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- cd 
sures speedy work wherever the vise is used. 

To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
a single turn of the screw. Jt’s very simple, speedy and 
strong. There is no intricate mechanism involved. 

“Simpson” Vises are made of the best vise steel, with check 
or smooth faced tempered jaws. They are dependable in 
every respect—fully guaranteed against defects and breakage 
under ordinary use and conditions. 

Our Catalog No. 31 will aid you in selecting a suitable 


Athol Machine Co., Athol, Mass. 












1))) ATHOL MACHINE Co. | 
| ATHOL,MASS.U.S.A. | 











A Wonderful Combination 
In Riveting 


Sand's Levels 





Speed: 
One rivet per sec- 
ond. 





- Carpenter’s Aluminum Level 


Are Sure Sellers 


The satisfaction derived from using 
Sand’s Plumbs and Levels not only brings 
repeat orders but it also attracts new cus- 
tomers to the hardware dealer handling 
this line. 


They are recommended and endorsed by 
the Bricklayers, Masons and Plasterers’ 
International Union of America, with 99,000 
members. In fact all contractors and fore- 
men desiring accuracy use these levels. 


Put the Sand Levels and Plumbs in stock. 
They are quick sellers. Either of wood or 
aluminum. Every plumb and level made 


Uniformity: 
each rivet headed 
with same degree 
of tightness or 
looseness as de- 
sired. 


Finish: 
perfectly formed 
rivet heads, highly 
polished surface, 
no hammer or tool 
marks shown. 


GRANT NOISE- 
LESS RIVET 








SPINNING MA- 
CHINES, are the 
only machines 
built that will ae- 
complish the 


from superior stock. Guaranteed accurate. 
It will pay you to handle them. Order 


to-day. Your jobber carries them in stock. 






A OVS © Seeman! 9) above. 
Mason’s Wood Level 
— § @ Catalog 
J. SAND & SONS The Grant Mfg. & Machine Co. 
1023-29 Rivard Street Detroit, Mich. B Station, Bridgeport, Conn. 























. . 
Pp k ’ Combi- Py \/ 
ar eT S nation Ipe ISe 
You can’t sell a more convenient, stronger, or more serv- 
iceable vise for pipe work. This one has a Patented Expansion 
Ring Swivel, operated from side of vise, handy to the work. 
A great improvement. : 
Made also with Parker’s Patented Solid Steel Bar running 
entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom, 32 Warren St. Factories, Meriden, Conn. 
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Note the Construction of This New Flat Link 


Double wearing points—Ball Bearing—Made from cold-drawn polished 
flat wire of a high tensile strength. Reinforced against elongation. 
Will wear twice as long as stamped link chain of equal size. 











a, ie —— 


The “HODELL PATENT” 


In coil and cartons—also in halters, tie outs, dog leads, kennel chain, 
etc. Packed for clean, quick, profitable handling in warehouse 


and store. You need samples and prices—write for them. 
The Cleveland Galvanizing Works Company, “-EYELAN> 

















ae | SOLDERALL | 









TRADE MARK 
50 Shy Pri 
Mends || eas 
tor || |SOLDERAL = 
eas 50c. 


REAL METAL SOLDER 


Mends Broken Articles— 
Stops Leaks 
With an ordinary match it easily mends and stops all 
leaks in pots, pans, tinware, metal ornaments, agate 
ware, toys, umbrellas (broken ribs) and a hundred 
other things. Automobilists, mechanics and machinists 
use it regularly. Indispensable for wiring. A child 


as Se eR can stop or mend a leak with it at once. 





Make your inquiries known to er ; S§ OLDERAL L / 


headquarters if you want prompt TRADE MARK : 
quotations — and also prompt 

—" ie BLOW TORCH 
Whitaker Brand Black Sheets ales 

will help you out of many a big 4 FITS ANY POCKET _ -——@ 


difficulty. Write us now! 
No pumping or blowing necessary. Gen- 


WHITAKER-GLESSNER CO. Meo erates its own pressure. Burns wood or 
PORTSMOUTH WORKS See ~=—s denatured alcohol. It is absolutely soot- 


PORTSMOUTH, OHIO less. Can’t explode. 


PRICE, $1.00 


Dealers write for wholesale prices 


ADDRESS 


The Emenar Co., Ltd. 
44 E. 23rd St. NEW YORK 


Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the best 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. U. S. A. 
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Order STANLEY No. 3099 
‘‘Twinrold”’ Self-Tightening 
j COILED DOUBLE Nails driv 


en 
bliquel 
rvevrer BOX STRAPPING tp cexren 
RIPant slip Tighten Strap 
Pat. Sept. 26, 1911; Nov. 5. 1912. 
The Stanley Works, New Britain, Conn. 


100 Lafayette St., N. Y. 73 E. Lake St., Chicago 
See page 83. 














. ANTICIPATION 








Sales 


of your future needs 
when placing orders Argu- 





“MORSE” TOOLS | | ™°™ 








and an 
will help much in deliveries. eloquent 
The popularity of these one, that 
tools is becoming so great talks to 
among skilled workmen your prospects continually. 
that you should not let Order One of These 


your stock run low. Bet- KLEIN Display Cards 


ter send your order to-day 
for Your Window or Counter 


and be on the safe side. 
contains 6 genuine Klein pliers mounted artistically on 


handsome blue and silver background. It fairly bristles 
with eloquence. It will stimulate your plier sales. Have 





Catalog. you our No. 16 Catalog? Do you know about our 
i latest “dealer helps” plan? 
Morse Twist Drill & Mch. Co. MATHIAS KLEIN & SONS, Manufacturers 
CANAL STATION 21, CHICAGO 
NEW BEDFORD MASSACHUSETTS Sales Represent Domestic and Canada—SURPLESS DUNN & CO., New York 





























BLACK miami os FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 


Twelve Medals of Special Grand Prize 


coviimaaneainins GOLD MEDAL 
iti Atlanta, 1895 
Expositions 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned artd Operated by Nicholson File Co. 
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Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are -admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President Wil- 
son says, you must be prepared. 


SOLD BY YOUR JOBBER 
MADE BY 


Standard Chain Company 
PITTSBURGH 








For Dealers Only 


In Your City There Are Factories, Mills, 
Machine Shops, Brick-Yards—plans of all 
descriptions. 

All of them, even those with direct 

drive, use belt and rope dressings of 

some kind. Mail-order dressing mak- 


ers are getting handsome profits that 
SHOULD and CAN be yours. 


LUE RIBBON 
ELT DRESSING 


T4aGE Maen REGIST 





Sold only through dealers and jobbers. 


Paste Bar Liquid 
Manila Rope Wire Cable 


You can get the business—undersell mail order com- 
petition—with this complete line of reliable and su- 
perior dressings. 

Ask your jobber to-day about this lirte that means 
more business and more profits for both of you. 


We will be glad to send you samples, dealers’ prices 
and tell you the name of the nearest jobber. Drop 
a card now. 


The Jobbers’ Manufacturing Co. 


West 46th Place and Rock Island R. R., Chicago 














LE TIVIN 


For Gasoline 


Pumps 12 0022s 






The Deming 
Line is 
Complete. 


It Contains 
Pumps For All 
Pumping 
Requirements ; 
For Operation 
By Any Power. 


300 Page 
Catalogue Sent 
on Request. 


THE 


DEMING COMPANY 
Salem, Ohio | 


CHICAGO: 
Henion & Hubbell 
PITTSBURGH: 
Harris Pump & Supply Co. 
Other Agencies in All Principal 
Cities 


Fig. 804 













Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 

































Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 


bility... 














[HAYES PUMP & PLANTER CO. 
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Galvanized 
Hardware Cloth 





None Better Made 


The Ludlow-Saylor Standard of 
Excellence is very much in evidence 
in our hardware cloths. 


Made of the best wire, first woven, 
then galvanized. Each joint is thus 
soldered perfectly, and the wires can- 
not spread. 


All standard meshes and widths 
furnished. Wires guaranteed true 
to gauge, not a fraction lizhter than 
specification. Inspect a roll at your 
jobber’s. 


Ludlow-Saylor 
Wire Company 


General Office and Factory 
ST. LOUIS, MO. 
Branch Offices: 20 East Jackson Bilvd., 


Chicago. Mills Bldg., El Paseo, Tex. Box 
804 Salt Luke City, Utah. 















































INSEPARABLE 


You cannot handle the 


Fernald 
Quick-Shift 


without making money. It is too 
necessary to all buggy owners. 


Get a supply from your jobber. 


Fernald Mfg. Co., Inc. 


NORTH EAST, PA. 


New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 


Successor to 
YORK WIRE CLOTH CO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CoO., Hamilton, N. Y. 


Manufacturers of 


Wire Screen Cloth 


Opal 
Heavy Zinc Coated 
White Satin Finish. 


Golden Bronze 
Pure Bronze Metal 
Bright (Golden) Finish. 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish. 











Look for OUR NAME on the 
hollow bungs within each roll 





Je Guarantees 


Best Quality Wire Cloth 

















American Brand 
QUALITY SERVICE 


Screen Wire Cloth 


Lasts Longer — Looks Better 
also 
Copper, Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 


All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, IIl. 


FACTORIES: 


Clinton, Iowa Mt. Wolf, Pa. Niles, Mich. 
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Because they'll 
Pay you a good profit. 
Because they'll satisfy 
your custom.-rs. 
Order from your Jobber. 


Parker Supply Company 
Manufacturers of Parker Products 
518 West 45th Street, NEW YORK 
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Better Be Ready 


Are you prepared for cold, rough, 
winter weather, and are you in 
position to take care of the rush 
emergency orders for repair work 
that are sure to come? Don’t let 
our competitor beat you to it. 
t will pay you to look well to 
your stock of C. & L. Fire Pots 
and Torches at this time. Re- 
member this, with C. & L. Fire 
Pots and Torches you can do 
your work quicker and better 
with about half the fuel expense 
of other makes. Jobbers will sup- 
ply at factory price. Send for 
catalog—it’s free. 


Clayton & Lambert Mfg. Co. 


Detroit, Mich., U. S.A. 


DE TROIT, MICH. U.S.*- 
call 














( THE OILER 
DEMAND 


from your trade is most satisfactorily 
answered with “Wall” Oilers. 

Our copper-plated Steel Railroad 
Oilers are made from seamless drawn 
bodies ard are very durable. Copper- 
plated inside and outside and the sur- 
face given a high polish. 

(Set our catalogue describing Oilers 
for every use. 


The P. Wall Mfg. Supply Co. 
PITTSBURGH, PA. 














The Idea of METAL CEILINGS 


is to add to the 
artistic effect or 
reduce the cost 


of building. 


Our Large 
Catalog Tells 
How, 


Write for it. 


Pattern suitable 
for 
all buildings. 





*“*ENAMETILE”’ equals tile and costs much lese. It is san‘tary, 
durable. This catalog, free, too, tells aH about it. 


529, etc., W. 24th St. 


New York Metal Ceiling Company 572.¢t¢y 7 City 




















The “Original” Gutter Hangers 
Made by Berger Bros. Company 


are the strongest, neatest and 
handiest made; 20 different styles 
to suit any requirement. 


Look for the “BB” on 
every piece. 






Send for free samples 
and No. 8 Catalog. 


No. 10 


BERGER BROS. COMPANY 


Office: 220-31 Arch St. Store: 227 Arch St. 
Warerooms and Factory: 110-114 Bread Street 
PHILADELPHIA 





Aesop’s Dog 


made a bad break when he dropped 
the bone in order to get one reflected 
in the water. 

An advertiser drops no business by 
continuing pleasantly persistent. But 
when he stops, he drops. We'll help 
you do two good things at one time— 
hold what you have and get more. 


HARDWARE AGE, 
239 West 39th Street, New York. 





























A NEW OUTLET FOR 
House-Furnishing Articles 


NE of New York's largest houses, with 
outlet covering United States, Canada 

and all Export Countries, is open to consider 
new and staple articles for HOUSEHOLD USE. 
Will pay cash and can arrange for exclusive 


Selling Rights. 


Address “OPPORTUNITY ” 
Care of HARDWARE AGE, New York 




















Wit 


~ 





Prompt Timent ¢ on Receipt 
of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burrs, Cop- 
per ; Conductor Pipe. Copper ; Cri mped Sheet, Copper ; ‘Eaves 
Trough, Copper; Elbows, Copper ; Gaskets, Corrugated Cop ; 
Hammers, opper; Mitres, Copper; Nails, Copper ; Rivets, ok 
alt Roll Copper: Shoes. Copper ; amy Copper; Soldering 
as grad: Spikes, Copper : Washers, Coppe 
our selling needs are listed above, write us at once 
'P ttsburzh Copper and Brass Rolling Mills 


-G - HUSSEY CO. - Si see Mees Pa. 
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TRADE TRADE 


cit S- Do You Sell Hose Menders? 
— Improved Perfect Clinching 


Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanized clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to grip 
the hose. Prices right. 


Send for our general catalog— 


MARK 


must Robertson = ™é2" 
“Horse Shoe Magnet” Hammers 


j A strictly high grade line of drép forged hammers 
that are strong durable magnets—the best magnetic 





hammer. Silver medal (highest offered) at the Panama to-day. 
Pacific Exposition. Send for our catalogues and dis- : 
counts. Stuber & Kuck Co., Peoria, Ill. 
ARTHUR R. ROBERTSON New York Office: J. M. Sherwood Co., 168 Church St 
Wm. P. Horn Co., Pacific Coast Representative, 
Sole Manufacturer San Francisco, Cal. 





No. 144 Oliver Street BOSTON, MASS. 





























Croodell Mitre B Ox They are powerful but not nereny 


Made of STEEL—Cannot Break Unbreakable, broadly 


a years this Box has been recognized as being first 
quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES adjustable, univer- 
to prevent work from slipping add still more to its 
converfience and attractiveness. 
Write for new 
Catalog B, de- sally attachable. 
scribing this 
and many 
other features. 











GOODELL LHWILLIAMS & CO. 
MFG. CO. 39 | SIWEET BROOKLYN, RY. CY 
Greenfield, Mass. THE WRENCH PEOPLE 























Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder oe dies %, 
%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 







Satisfied 
Customers 


Profitable 











Our bits and braces have been « as standerd 
by the finest woodworkers for over Ofty years. Bits 











j MANUFACTURED BY machine bits, ete. On si einen 
THE ARMSTRONG MFG. CO. ¥ 
290 KNOWLTON ST.., BRIDGEPORT, CONN. Russell Jennin me * Mfg. Co. 
Chester, 























C. E. JENNINGS sreers patent; 
Copper Rod EXPANSIVE BIT 
Brass Rod Se che AND Curter Pat. Dec'38: isos 
Hard Rolled Copper 


Rectangular Copper 


Pat. March i, 1918 
We can furnish any of this 
material at very close prices and 
make good delivery. 





é 







CHA ti hy 





Write us when you are in the | 

















market. 
N , w 
The Eureka Company ee 
HL re C.E. JENNINGS & CO. sronafacturer: 71-73 Murray St., N.Y. 
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Warren Fixtures 


Warren Fixtures save an immense amount 
of time and money formerly wasted by 
inefficient selling methods. They make every 
inch of your floor space profitable, and classify 
your entire stock as correctly as a card index 
classifies the papers in your office. 


Warren Catalogues 65 and 212 are ready. 
Do you want them? 


J. D. Warren Mfg. Co., Chicago 











SPECIAL JANUARY SALE 


LADIES’ SMALL SIZE 25 YEAR WATCHES, HUNT- 
<a ING STYLE 


Engraved, Engine Turned 
or Piain. Solid Gold Bow 
and Joints, 


$3.75 
Open Face, $2.85 


WALTHAM MOVEMENTS 


DT Mii dvetews;s+eécenbeee 
i Cr idcnaindekescawe -- 8.10 


Orders filled promptly. 
New England Watch & 
Jewelry Company 
302 Park Bldg., Worcester, Mass. 























THE COLEMAN 
AIR-O-LANTERN 


(1) A sure seller and sure pleaser. The lantern 
re-eminent. Solidly made. conomic, Sure 
urning. Wicklers—sootless—smokeless—barm- 
ess—peerless. Safe in hay barn, garage and 
anywhere else. Turns darkness into day in 
cellars, alleys, and all the dark places. Danger 
proof and **Fool proof.’’ ‘‘A ing of beauty 
and @ joy forever.’’ 


(2) This is one of the Coleman Air-O-Lite 
products which caused the world to sit up and 
take notice at the Panama-Pacific Exposition 
and — for the Coleman Products the Highest 
Award. 


(3) No specialty line carried by a dealer 
stands paramount to the Coleman Alir-O-Lite line. 


The Coleman Lamp Company 


Kansas; St. Paul, Minnesota; Toledo, 
io; Dallas, Texas; Chicago, Illinois. 


























When the Trunk 


Comes Down 
from the Attic 






— combination casters and 
knee ces and can be fastened se- 
eurely by five No. 9 rivets either to 

metal or wood - 
toms, no slat required. 


“The Schatz Mfg. Co. 
Poughkeepsie - N. Y. 


Agents: 
_ §,C. McCarty & Co., 29 Murray St., N Y. 











The Cleanest and Quickest Way 



















ill Fi ne 
AIS LI LEI LOO > 

to Ki 1es ALERT 

LEEPER PRR 
The COLUMBUS SAN- LPP PRE RRR 
ITARY FLY TRAP ETP ITT ETERS 

EIR ETE RD 

can be placed wher- PAT reeeee CESSES SSS SON 
ever the most files HY Te? RRR 
are. Small and com- Hi LAY 
pact. Easily emptied 


and cleaned. Remem- 
ber it’s a SANITARY 
trap. Strongly built 
and braced for many 
summers of _ service. 
Try an order. 


TheSafety Wire 
Gas Globe Co. 
Columbus, Ohio 


























The “Hustler” 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. ut comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. That’s 
what the “Hust- 
ler’? does for your 
customer. Think 
what it will do for 
you! 


Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 























ean W & M 
. Telegraph ana 
Telephone 


Wire. 
Strand and Pole Steps. 


Made by 


American Steel & Wire Gompany 
Chicago New York Cleveland Pittsburgh Worcester Denver 


Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 
San Francisco Los Angeles Portland Seattle 


















They are made of One 
Piece in all angles, 
gauges and materials. 
Your jobber can sup- 
ply you. 
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Townsend Gave to the World 
The Ball-Bearing Lawn Mower 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











Stock Perfect Clinching 
Hose Menders 





Stock them now! Early orders get biggest rrofits. 
Here is the Hose Mender that makes broken huse as 
good as new. Price—quality—everything in its favor. 
Write to-day for catalogue of hose accessories. 


L. R. NELSON PEORIA, ILL. 


Ex-lusive Licensee Under Patents 























You Get the Biggest Return 


in all the desirable ——— of Hose 
Service when you lng “YERDON’S” 
CAST BRASS HOSE BANDS. 

Made of a Special KUST-PROOPF, 
composition metal, exceptivoally 
strong aml durable, they bekl the 


hese firmly with a double, all-reond 
“Grip” assuring a permanently tight 
connertion. They can be us 


peatediy and will be right on the 
job doing Efficient work long after 
Others are scrapped and forgotten. 

Al.L, sizes for hose %” O. D. up 
to the largest Snection Horse. Most 
eatixfactury on automobile bose con- 
nections. Made in Furt Plain. U. 8. 
A UCsed everywhere. Uneyualled by 
anv. 

We solicit your stock ordera, If 
you don't know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 
FORT PLAIN, N. Y. 





BOX 102 











T woe Marx 


Diamond Nozzle 


Rec. U. S&S. Par. Crece 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 








Patented 


Spray—Straight Stream—Shutoff. Wrought Brass— 
Not Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, last longer, bigger volume of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 




















Genuine NEY Haying Tools 
STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 





Ask Your Jobber 








For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U. S. A. 











“HOLD 
FAST” 


Ask your Jobber 


ONE YEAR 
GUARANTEE 


Double and stitched 
of the heaviest 
Chrome 
Retail Price - $1.50 


E. T. RUGG & CO., Newark, O. 

















} 
Cheapest Because the Best 


PEARL °5 


CL@In 


is non-rusting, does not require - re- 


painting, and is practically indes- 


tructible. Copper colored wires in 
the selvages identify it-—-our re 
ole le-telelomecabt-te-lelenecmsle 


The Gapert & Bennett Manufacturing Co. 


OV nn New York ( hicag Ka insas (Ut 


OL A A ER 
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THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 


Made entirely of Galvanized 
; Wire and Iron, almost inde« 
a ee structible, used for BURN- 
ru HH) 141 HA Ue sti ING WASTE PAPER and 
RIB a other combustible material; 
f i also a neat Basket for Waste 

Paper, Leaves, etc. 
burning of any material or 
waste a. a Cyclonic effect, 
as the open mesh allows of a 
perfect draft from all sides. 


Made in four (4) sizes. 
Bend for description and 
prices. 
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Pennsylvania Wire Works 
Edward Darby & Sons Co., inc. 
235 Arch Street, Philadelphia, Pa. 














ICE TOOLS 





Sell Under Our Guarantee of Quality 


Every Creamery Owner, Dairyman, Butcher, and Farmer 
cuts and stores Ice and wants Tools he can depend upon. 
We manufacture every Tool used in tre Ice Business. 


Write for Catalog and Prices 


GIFFORD-WoOoD co. ®W%°" 


New York Boston Chicago 


















Thats my Thitd 
Norcross’ sale 


his Morning 


says the 
DISCRIMINATING DEALER selling 


“NORCROSS” Cu'tivator-hoes and Weeders 


The Modern Tools that Gill peorieatly estar need in Garden 
and Flowers. Three Sizes—suited to th men and women— 
ines pensive—fast sellers at good profits. 
ALITY—The very best. 
enlers—A very small investment will determine possible 
salee—and nearly every jobber bas the ‘*Norcross’’ Line. 

If you bave never handied ‘**Norcross’’ tools, write us for 
16-page catulog with Dealers’ discount—and we will mail you— 
po charge—one of our MIDGET WEEDERS from which you 
can judge the Quality and Finish of our other sizes. 

Write at once—naming your r. 


C. §. Norcross & Sons fu. s.4. 






































Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 
Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO., Racine, Wis. 














Townsend Wire Stretchers 


If there’s one 
—_ of implement 


stretcher. 
you sell a customer 
b order of 


tools to put it up 
properly. The 
nd Wire 
Stretcher will ban- 
dle woven wire, 
plain twisted and 
barbed wire 


Aek your Jobber— 
and write for cir- 
culars. 


Painted Post, N. Y. 

















Does What All Other 
Hoes Will Do 
and More 


Breaks up the ground, plows, bills, cuts 

weeds and cultivates the soll and does 

the work in half the time, better. easier 

and — satisfactorily than the old 
oes. 






RETAILS 75 CENTS 
SATISFACTION GUARANTEED 
MR. DEALER—Stock this hoe if you want to please your trade 
and increase your profits. Send for our circular on our 
SCHOENER’S andy Hoe and Garden Hand Plow. 


If your jobber can not supply you, write us. 


Schoener Manufacturing Co. :: St. Cloud, Minn. 
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Don’t Forget To Consult The 
CLASSIFIED INDEX 








The classified index of Hardware Age con- 
tains much valuable information. Some- 
times an advertiser makes several lines— 
and only one line will be represented in 
his advertisement—but if you will refer 
to the classified index in most cases you 
will find what you are looking for. 














IF IN DOUBT REFER TO THE INDEX 
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Here’s The Carbon 
Remover That Can’t Fail 


Yes. and we guarantee it not to. 
EVER-READY cleans carbon-clogged 
gasoline engines—removes every trace 
of asphaltum—leaves the cylinder 
clean as a whistle and the surprising 
thing is the price! EVER-READY 
costs but a trifle. We have an inter- 
esting proposition. Write for it NOW! 


Ever-Ready Mfg. Co. 


4061 Easton Ave. St. Louis, Mo. 





























Does your auto trade know that all important 
races during I915 with one exception were 
won by drivers using 


Dixon’s 
Graphite Automobile 
Lubricants? 


Write for set of photo-testimonial window display 
cards No. 40 G and booklet, “Words of Wisdom 
from the Speed Kings.” 


Made in JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE CO. 


G-117 











One turn of the Motor— 


+ even in zero weather—starts the 
: = car, when equipped with the 


PRIMING PLUG 


“Ignition Absolutely Sure!’’ 
Absolutely gas - tight — insulation 
guaranteed not to crack—non- 
spreading electrodes—easy to clean. 
With thumb-nut terminal shown 

here, $1.50 retail. 
Quick turnovers—good profits for 
hardware dealers! 


RAJAH AUTO-SUPPLY CO., BLOOMFIELD, N. J. 


John Millen & Son, Ltd., 
Montreal, Toronto, Winnipeg, Vancouver 


Samson-Tiger is an 
easy horn to sell be- 
cause it is the only 
shaft-driven hand horn 
Y ; 


on the market, and be- 
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cause our advertising 
appropriation is spent \ or 
with the dealer in the | = . a 
form of profit-making | —= , -? ; 
discounts and “dealer | 
elps.”’ 





If your jobber cannot 
su you. write us to- 
Gay, for our liberal deal- 
ers’ discount and sample 


y/ 
Seats nimiint. Shaft-driven, Auto- 


State and 64th Streets mobile, Hand Horn 


CHICAGO 


Mensowrt |_ ast Price..........9 520 


SAMSON HORNS 











Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A. 











Safety Fuse 
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44-Caliber Men 


not 22’s—are the sort who give and 
get positions through our Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDW ARE AGE 
239 W. 39th St. New York 





























There’s More Than Profit 
in every sale you make when you sell 


“RED DEVIL” TOOLS 


There’s intensified good will of the buyer, who 
comes back for more goods and who recommends 
you to his friends, because “RED DEVIL”’ Tools 
last longer and make work easier. 

That’s why they make profits come more easily. 
Write for our illustrated Trade Price List. 


Smith & Hemenway Co., Inc. 
149 Chambers Street, New York City 
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DIETZGEN STEEL TAPES 


“Thelinefor you Because of Better Profits—Satisfaction— Repeat Sales 
SIMPLIFIED READING EUGENE DIETZGEN CO. es aiack Finisn 


MANUFACTURERS 
Chicago New York San Francisco New Orleans Toronto Pittsburgh Philadelphia 
WRITE FOR CATALOGUE *‘A”’ 


























Cr nt ons seats 





‘VICTOR’? BOLT CLIPPER 


Send for Catalog 





Porter’s ““‘New Easy” Bolt Clippers 


All a. All parts interchangeable. Jaws Special Steel. 
g Sellers. Good profit. Write for prices. 























ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. H. K. enna Everett, Masa. 
J. Ss. DEUSE 
Manufacturer of a S Co. i ee 
Wien Ghali Geena, on all 
Punches, ice Picks and Chisels. 
Over ‘THE ((HAPIN.GTEPHENS ([0., 
Write for Catalogue 40 Styles — eusew! 


CHESTER, CONNECTICUT All Sizes Pine Meadow, Conn., U. S. A. 

















Does the Work of 
The Groos Metal Shear Two Check Valves 


Cuts %” Sheet Steel, any width or length, 
weight 14 lim., Steel drop forgings through- The SMOLENSKY SUCTION VALV®D 
out, Vanadium Steel blade. has —_ Fy aud outlet. Sony three 

0 mg % pieces in x coustruction. Self-cleaning, 
$7.50 delivered to any part of U. § too. It pulls in the dvullars. Four you? 
Yes, if you let it. 


M. Smolensky Mfg. Co., Cleveland, Ohie 







Chicago Patented Tools Co., 1600 Owen Ave.,Racine. Wis 

















and satisfy every user 6 SNELL MFG. CO., Fiskdale, Mass. 


They sell best, because best known—over 120 years on 
the market. Guaranteed right in every way. Selling Agents, JOHN H. GRAHAM 4 CO. 


The profit is big. Get our terms and catalogue. 113 Chambers Street New York City 














EsTASL'SrEO 16850 


oo HASSALL. inc. 
RIVETS. 
ESCUTCHEON PINS 
SPECIAL WirRE NAILS 


Cray ano 04K and Srecere 
BROOKLYN, N 


<= SS Eee aS ee 


tw Ace MeTacs 








Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
lp \ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
REG. U.S,PAT.OoFF. 102 Lafayette Street New Yor, 
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Rock Island Autovises 


Number 241 vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. o. 231 vise is same in desi 
but is stationary, weighing 32 ib., and is suitable for the individ 
automobile owner. These vises are a combinatoin of vise jaws, 
pipe jaws and anvil 


ROCK ISLAND MFG. CO. Rock Island, III. 


SEND FOR NEW CATALOG OF LARGEST AND MOST one-6h — 
2%41—AUTOVISE COMPLETE LIN OF VISES MANUFACTURED UTO 














ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 





PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF ae SASH CORD, CLOTHES 
BRAIDED CORDAGE soz LINES, SMALL LINES 


AND COTTON TWINES ETC. SW AUR LAALOG 
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\> = THE STEWART IRON WORKS co. = 









Ss" 
£ 3t- 


R44) 


Settees 


e*eeseseeoeeee,” -FPeeeeeenrnreree 


Fence 
Gates 
SPIE ISP) Lawn Vases 


OTT Se 
& Wire Work 























BGOSTON 
“The 


Neverslip” ee 


You Supply It—Farmers Buy It 


Just what they want. Makes fence batiding easy. One man 
repairs the fence. Does not injure the wire. Show them and 
they will sell themselves. Guaranteed tool. Customers satisfied. 

Write your jobber 


The Warren Specialty Mfg. Co.. Warren, Ohio 





PRIEST’S 


Clippers 


The world’s standard ‘‘back- 
shaver deserves 

our serious investigation as 
a profitable item of stock. 


o’ -the-peck*’ 


Write. 


American Shearer Mfg. 





mpany 
Nashua, N. H., U.S. A. 














Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 














BROOKS 


Bright Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








itt ne 
mil ae ina 


THE NEY MFG. CO., Canton, Ohio 











AMERICAN 


Sickle Edge Hay Knife. The 
original sectional edge hay 


knife. Write for 
prices. They are in- 
teresting. 














HN SOMMERS PEERLESS FAUCETS 


~Zs=~ BEST BLOCK TIN K 
MAPLE woop BODY HIGHLY POLISHED 


ONLY THE GENUINE ARE STAMPEO im THE WOOD wiTtn 
TRADE MARK MALTESE CROSS (45 Pee cur) 
PRIOR RRA SHEE SE ORAS 


BEWARE OF IMMITATIONS 


J”! 














: SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF LEAD IROM.OR OTHER INFERIOR METALS, TINNED OR RICKELED. 









j 
JOHN SOMMER FAUCET CO. sss Cewrea: Ave. N 


UL 


In City, Town or Camp 
Angiers Know This Sign 


THE sign of the “Leaping Dolphin” 

is on tackle that gives service and has back of it 
a century of tackle-making eaperience. 
reel, hook and line—*fishing 
tach le that s fit for fishing —e wise angler can use 
for a wary fish. New stlusireied 
pages) seni om receipt of parcel postage (10 cents) to 
ony engler who will his tackle 


Abbey & Imbrie, 18 Vesey St., New York 
SUAUAIANNNOSSONENODGGGGs04g000COUOENUOENONSUOOSOESSOEAEOOOEOESAOEOUOEANGENOTE 


a 


the best rod and 


gree us 


catalog H 286 


‘Ss mame. 





r 


SUOULURURURDORDOORRORRENGARONN 





O. LINDEMANN & CO. 


Manufacturers of 






BIRD oN 
act ~—*>.. 
35-37 Wooster Street New York 




















ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 
Send for Catalog No. 24. 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 


way COND Lug 
wer FASE Gun} 





A QUICK SELLER TO YOUR AUTO TRADE 


The 9g Lub Grease Gan is simplicity itself. 


tin ca; 


Just remove 


on bettom of Gun, force the wooden plug in with a stick 


and there you have it, a bigh grade Inbricant for automobiles. 


Br mil 


35¢. each. 


THE MIDDLE STATES OIL CO., 


Dealers wanted. 


88 Engineers Bidg., Cleveland, Ohic 























“GEM” Nail Cup 


The famous 


"Genk - a 


mounted twelve on a hand- 


some counter card. 
25 cents each. 


Sell at 


Big 
profit. We also make 
a ten-cent nail clip 
per. Write. 
H. C. COOK CO. 
Ansonia, Conn. 








t. ROOFING TIN. 








a 
Se. ee = 





Maie from ~ gh grade COPPER BEARING OPEN HEARTH yey om + ry show! . 44 
always specify—carefulls manufactured. fireproof, durabie.. Also 
Apoilo Best Bloom Galvanized Sheets, Black Sheets. Formed i 
Manufactured by mene SHEET AND Tes PLATE COMPANY, wb ena ee 7 -: 


— hg A a oe a Ete. 
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A Good Position for You 


may be listed in one of the 
ads on this page. Better read 


them all over and find 
not—an ad will let the 
know your want. 


it. If 
others 


Displa 





Help Wanted and 
Business Opportunity 


Advertisements 2c. per word 
—$1.00 minimum rate. 


Situations Wanted 

2c. per word—soc. minimum. 

rates on request. 

These Advertisements are Pay- 
able in Advance. 


These advertisements go to press 
every Friday at noon. 





AKE IT A POINT 
every week to 

read these pages. 
a part of the service you 


are paying for. 


It is 








Help Wanted 


Help Wanted 





ones 


Original letters of reference should 
not be inclosed with replies to 
advertisements ebpearing in these 


‘fergnns, as they are frequently mis- 


laid and lost. A copy of the refer- 
ence wii serve the purpose. 





MANUFACTURER of full line 
household specialties wants local 
representative in all important cities 
to handle line on commission. De- 
artment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
ur proposition is an excellent one. 
Address “S. H.,” care Harpware 
Ace, New York. 


experienced 
Give 


WANTED — Good 
hardware clerks on the floor. 


references. Salary paid according 
to one’s ability. None but experi- 
enced need apply. Address “G. 


Q.,” care Harpware Ace, New York. 





WANTED—Competent hardware 
salesman, one who has had some 
window trimming experience. Write, 
stating age, experience and salary 
expected. Address “G. L.,” care 
HaArpware AGE, New York. 








GARDEN HOSE SALESMAN 
WANTED—AI1 salesman acquainted 
with hardware trade to sell complete 





line garden hose on strictly commis- 
sion basis, Advise territory you now 
cover and give references. Address 
Thermoid Rubber Company, Tren- 
‘ ton, ; 

“WE GOT THE MAN 
WANTED.” IT’S THE SAM 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT | 
TOLD TO U IN AN 
WEEK OUT. YOU'LL FIND 


TION 18 THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 


— 


TRAVELING SALESMEN 
WANTED by long established con- 
cern manufacturing large line of 
high grade tools and specialties. To 
the right men, an additional line can 
be arranged for going to same trade, 
and the two lines together will pay 
well, Can use several men in the 
New England States, Middle States, 
Middle Western States, to begin 
January 1, 1916. Both lines wanted 

y all good trade in retail hardware, 








housefurnishines, ete. References 
required, stating age, number of 
years selling, and lines handled 


previously. Only men of experience, 

who can secure orders for complete 

lines, not single items, need apply. 
Prompt application necessary with 

home address for reply. Address 

ve oo care Harpware Ace, New 
ork, 





GOOD PAYING AND Ber EAT. 
ING STOVE LINE OPEN FOR 
1916 in following territories: Wis- 
-consin, South Dakota and North Da- 
kota. Line well adapted to above 
territories and old trade established. 
Only those calling on stove trade 
regularly and in position to use line 


sas leader can be considered. Ad. TO 


dress “D. T.,” 


care Harpwa 
New York. aS Ass, 


HARDWARE DEPARTMENT 
MANAGER wanted by a hardware, 
implement and automobile firm in 
growing town in Western Kansas. 
Must be honest and industrious and 
have no had habits. Address “G. 
H.,’”’ care Harpware Acz, New York. 





WANTED — SALESMEN, side 
line, to sell “Ford” fan helts and 
spark plues to dealers. The Fair- 
mont Mfg. Co., Inc., Cincinnati, 

3:10. 





SALESMEN WANTED for port- 


we able steel garages and portable build- 


ings of all kinds. A high quality 

product in all respects. Good op- 

portunity for the right men. Ad- 

dress Department K, Trussed Con- 

oete Steel Company, Youngstown, 
io. 





HIGH GRADE TRAVELING 
SALESMAN to sell _ nationally 
known uality line to hardware 
trade. ust be clean cut, forcetul 
man and a hustle; pretorasty with 
hardware or general store experi- 
ence. Commission basis, but com- 
pensation liberal. State age, ex- 
perience and references and Ppreeent 
lines carried in first letter. ddress 
“G. J.,"" care Harpware Ace, New 
York. 








Situations Wanted 





A SUCCESSFUL SALESMAN, 
for the last ten years director of 
sales, would like to get in touch 
with manufacturers of hardware and 
kindred lines, desirous of increasing 
their sales in Atlantic Coast terri- 


tory. Have been very successful in 
selling U, _Government depart- 
ments. Exceptional references. Ad- 


dress “D. X.,” care Harpware AGE, 
New York. 








MANUFACTURERS’ AGENTS, 
w P AS TENSION : 

_ Wanted, live wire agents, respon- 
sible and financially equipped regan 
cessfully distribute our ReVivO 
Storage Batteries and House Light- 
ing Plants. Your opportunity to con- 
‘nect with the best and most efficient 
battery on the market. Territory 
going fast. Address “F. L.,” care 
Harpware Ace, New York. 


THE HIGH GRADE MAN 
LOOKING FOR A_ POSITION 
OR FINDING IT IMPOSSIBLE 

GO HIGHER UP WHERE 
HE iS, WISHING TO MAKE 
A CHANGE, WILL FIND THiS 
SECTION THE PLACE TO 
TELL HIS STORY. 








SALESMAN acquainted with Hard- 
ward dealers in Chicago wishes to 
connect with manufacturer of Build- 


ers’ Hardware, Tools or kindred 
lines. Chicago stock preferred. Job- 
ber considered. Address “F. K.,” 


care HARDWARE AGE, New York. 





WANTED—A traveling salesman 
to cover rt of ern Pennsyl- 
vania and Northern New Jersey by a 
jobbing hardware house established 
in Eastern Pennsylvania since 1856. 
Address “G. A.,” care HarpWare 
AcE, New York. 


WANTED—Store salesman and 
-clerk in general hardware store in 
‘live New England town of 6000 peo- 
‘ple. Address “G. W.,” care Harp- 
"WARE AcE, New York. 








SITUATION WANTED — Are 
you interested in a retail store man- 
ager who can produce results? Who 
can build up a sales force and plan 


sales campaigns that will bring people 


into your store. Who can systema- 
tize your business so that it will 
show just what it is doing. I have 
built up a prosperous hardware and 
electrical business in a town of 4000. 
Want larger field, 25,000 and up. 
Address “D. J.,” care Harpware 
Ace, New York. 





Situations Wanted 








POSITION WANTED by young 
man, 23 years of age, unmarried: 
have had 7 years’ experience in the 
retail hardware business. One year 
as manager. Good reference. _Ad- 
dress “G. M.,”” care Harpware ‘Acz, 
New York. 


OWNER OF A FILE FACTORY, 
on account of ill health, desires to 
dispose of the busimess as a2 going 
proposition. Have enjoyed good busi- 
ness and made a superior brand. Ap- 
ply “F. C.,” care Harpware AGE, 
‘ew York. 





SALESMAN—Specialty hardware 
or small tool lines, either to hard- 
ware trade or manufacturer. Nine 
years’ experience both road and city 
work. Good education. 
Pennsylvania or other Eastern terri- 
tory on commission basis if possible. 
Address “G. O.,” care Hargpware 
AGE, New York. 





ACCOUNTS OF MANUFAC. 
TURERS of hardware and house 
furnish'ng goods solicited for repre- 
sentation in Middle West on com- 
mission by successful traveling sales- 
man located in Toledo, Ohio. Ad- 
dress “G. P.,”’ care Harpware Acg, 
New York, 





WANTED. 
A line of hardware’ specialties by 
a traveling salesman on commission 
for Pennsylvania, Ohio and West 
Virginia. Address H. PD. Long, 828 
Buchanan Ave., Lancaster, Pa. 





WANTED — POSITION AS 


SALESMAN in a retail hardware|’ 


store. Have been a harness maker 
for eight years in a hardware, imple- 
ment and furniture store. Employed 
at present. Desire to change Feb. 1. 
Am 27 years of age. 
Thornton Henley, Fayetteville, Ark. 
P. O. Box 98. ¢ 





SITUATIONS WANTED 

UTILITY is the word applicable 
to position desired in manufacturing 
or jobbing business by a man pos- 
sessing executive ability, system and 
correctness of detail in office and ad- 
vertising work, etc., in all branches 
of hardware. Best references as to 
ability, character, ete. Address “G. 
R.,” care Harpware Ace, New York. 





MARRIED MAN, AGE 40, who 
has had 23 years’ experieuce in hard- 
ware, desires to connect with good 
retail business with view of taking 
an interest financially or travel for 
manufacturer. Managed retail store 
8 years, 15 years in wholesale house, 
7 of which was traveling salesman. 
Rest references furnished. Address 
“G. V.,” care Harpware Ace, New 
York. 


Business Opportunities 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
HArpware Ace, New York. 














YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE T 
OBTAIN A_ POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





EASTERN JOBBING AND DIS.- 
TRIBUTING HOUSE with live 
sales organization desires to repre- 
sent in New England 2a few more 
manufacturers of hardware and 
— Address “C. R..” care 
AmpWare Acer, New York. 


Prefer; 


Reference Ai.| 


©/| 3000 or more. 


FOR SALE—Stock of hardware, 
stoves, paints and oils. Nice new 
clean up-to-date stock and fixtures, 
will invoice about six thousand dol- 
lars ($6,000), in good live town of 
1,000 inhabitants, in an A No, 1 
farming country. Must be cash, no 
trade considered. Unless you have 
cash and mean business, do not an- 
swer. Reason for selling—different 
manufacturing interests demand my 
entire attention. This proposition 
will bear thorough inspection and in- 
vestigation and will go quickly. Ad- 
dress J. E. Kercher, Wolcott, Ind. 


CREAM SEPARATOR AGENTS 
should learn about our great money 
making, money saving, recently pat- 
ented outomece oiler pearing coe 
separators. Eliminates ol) cups an 
ae consumes but ONE PINT OIL 
yearly. Clean, sanitary; sells at 
sight because it saves tts cost over 
and over. Secure agency now. Ad- 
dress The J. L. Blodgett Co., Hick- 


ory, N. C. 








THERE SEEMS TO BE AN 
UNUSUAL DEMAND FOR 


AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





FOR SALE. 

HARDWARE AND PAINT BUSI- 
NESS at Hamilton, Mont., popula- 
tion 2000- cood climate. fine schools, 
electric lights, city water and cement 
walks: farming and lumbering; estab- 
ished seven vears; annual business 
$8,500 to $12.000; gross profits 32 
ner cent: stock will invoice about 
¢3.600: fixtures, including good ware- 
house, taken at $409. less than one- 
third actual cost. Terms. Address 
Waddell & Grover, Hamilton, Mont. 








FOR SALE—Patent rights (U. S. 
or Canada) for sheet music turner. 
Will sell outrieht or consider royalty 
proposition. Patented 1915, never 
on the market, practical, low manu- 
facturing cost; no competition: re- 
tail price $3 to $5; no agents. R. B. 
Rideout, South Berwick, Maine. 





FOR SALE—An old established 
hardware and tool business, situated 
in one of the best sections of New 
York City; large territory; inventory 
$50,000: standard lines onlv; no dead 
stock; best reasons for selling. Ad- 
dress “G. N..” care Harpware AcE, 


New York City. 








A financially responsible party is 
seeking 2 hardware business located 
in the Central States im a city of 
Would invest $10,000 
or more and desires to deal only with 
principals. It will require a live 
going business, where tangible evi- 
dence will show that condition, to 
interest him. If you can meet. 
requirements send full description to 
Hiram W. Joseph, Allegan, Mich. 








FOR SALE—300 dozen blind 


hinges, for wood buildings. Best 
ever made, at factory cost. New 


patent. One set complete in box 
with screws and latches. Model and 
price given upon application. Ad- 
dress “G. I.,” care Harpware Ace, 





New York. 
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MANUFACTURERS, ATTEN-| 
TION!—lIf you are not satisfactorily | 
represented and desire to increase) 
your business with Pacific Coast) 
hardware dealers, let me get in com-} 
munication with you. I have a) 
large acquaintance among the Coast 
jobbers and retailers, having been) 
manager in this territory for a well| 
known hardware manufacturer for a/ 
number of years. For further de-| 
tails, address “F. O.,” care Harp-| 
ware AGE, New York. | 





MAINTAIN A CHICAGO) 
BRANCH OFFICE in the _ loop.| 
Your name listed in the directories; | 
mail forwarded; business cared for. | 
Cost, $2 to $30 per month. Chicago) 
Offices and Service Co., 20 East! 
Jackson St., Chicago, Ll. 





RAZOR BLADE SHARPENING) 
MACHINE, Hatfield Electric, cost 
$300; good money maker and attracts 
people to hardware store. The ma- 
chine is in first class order, almost 
new, having only been run a few 
months. Will sacrifice for $150 
cash. Address “G. K.,” care Harp- 
ware AcE, New York City. 


_ 





SIDE LINE FOR HARD. 
WARE SALESMEN. 


A revolutionary idea in 
heavily bought household 
necessity. Sample slips into 

“ket. Hardware dealers 
uy on sight everywhere. 
Liberal commissions and 
selling helps including big 
national advertising. Sea- 
son now on. For particu- 
lars write A. F. Box 
“G. T.,” care Harpware 


AGE, New York. 





FOR SALE—First class stock of 
hardware, plumbing and steam fitting 
goods. No high priced or dead stock; 
up-to-date fixtures; fine store; N. Y. 
central town. Splendid opportunity. | 
Best reasons for selling. Address) 
“G. $.,” care Harpware Ace, New 
York, 





HARDWARE DEALERS, 
CLERKS, SALESMEN. Where do 
the trappers get their traps? From the 
hardware men, of course. Dealers can 
increase their trap sales, clerks make 
extra money by having a formula for 
making baits and scents for fur bear- 
ing animals. Boys, amateurs and pro- 
fessional trappers will buy these for- 
mulas. Dealers can give formulas as 
inducement to buy traps. We will 
tell you how to make baits and scents 
for such fur bearing animals as mink, 
coon, opossum, skunk, fox, etc., all 
for $1. Make one or dozen copies. 
Slip a dollar in an envelope and mail 
to-day while the trapping season is 
on. Hatchie Kennels, Covington, 
Tenn. 


Arbitration 
of Business 
Disputes 


By a Retired (not “busted’’) 
Manufacturer 


I shall be glad to assist in the Ad-| 
justment of Business Differences,| 
arising from  wmisunderstandings,| 
where the parties credit each other 
with honest intent and there is no} 
bad feeling. 
Arbitration by miail, 
oo upon, 
Mich. 
Cases must be presented by the par-/| 
ties themselves and not by lawyers. | 
No fees unless settlement is effected | 
and then only a voluntary contribu. | 
tion, equally shared. 
A booklet will be mailed free, out- 
lining procedure. 
It contains suggestions which may) 
enable you to settle differences witb-! 
out the aid of a third party. 
WINFIELD B. PHILLIPS, 
Fenton, Mich. ' 
President of The A. J. Phillips Co.' 














| 
| 
| 


; 
if facts are} 
otherwise at Fenton, | 




















The Why 


Men of brains; men of initia. Of it 


tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you cap 
reach through the “Opportunity 
Exchange” of HARDWARE 
AGE. 


It is the market place for op- 
portunities in the hardware 
feld; it commands the attention 


of the “cream” of hardware men. 


Your story in a fifty-word ad. will 


reach these men at a cost of only 
one dollar, and you'll find it a 


most profitable short-cut to results. 


| Thus far our little weekly 
chats in this column have 
merely attempted to point out 
that DELTA FILES are good 
files to have around one’s store. 
| Igy our enthusiasm over the 
physical poimts of superiority 
(Delta Files are the only files 
from 3 to 24 inches made of 
Crucible Steel) we have per- 
haps neglected to state the 
actual causes behind the facts. 

So let’s have it out 
right here ard now! If 
we could have the pleas- 
ure of entertaining you 
here in Philadelphia, of 
showing you thru and 
about our immense plant, 
you would need no fur- 
ther explanation. 

The tremendous scale 
of our activities; the evi- 
dent skill of our work- 
ers and artisans, eyes 
and hands concentrated 
on their daily work; the 
hum and buzz of the va- 
rious machinery and ap- 
paratus all about you— 





all this would speak 
louder than words for 
the real cause of Delta 
Supremacy in File Mak- 
ing. 

But if we can’t have 
you with us m fact, 
surely we may in spirit! 
Order a few Deltas 
from your jobber today. 
They're guaranteed. 





DELTA 


Delta File Works 
Philadelphia, Pa. 
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| Some Manufacturer Who Reads 
This Has Been Considering 
| Export Trade Possibilities 


He has been hearing much of organized effort to “make trade follow 
the flag’ — 





Of American banking branches being established in South America 
and abroad— 


Of “open doors” in Brazil, Argentine, Chili, South Africa and 
Australia. 


He has come to be conscious of the opportunity that he as an 
American manufacturer has to enter the export business without the 
handicap of “Old World’’ competition. 


To Such a Man the United Export 
Bureau can be of Invaluable Service 





The United Export Bureau, afhliated with Hardware Age, has been 
established with the object of assisting American manufacturers in 
matters of foreign commerce. 





Right now it is busy— 


Informing manufacturers of opportunities in the export 
field, assisting them with accurate information about the 
countries which may be convenient for the export trade— 


Receiving reports of trade opportunities from foreign 
countries, which are gladly referred to manufacturers 
1 | | interested in export— 


Translating letters, catalogs, etc., from and into any 
| language. Its staff is fully conversant with foreign affairs, 
f customs and languages and are equipped to prepare and 
: print catalogs and circulars in any language— 








Supplying, without charge, information service of any kind 
dealing with foreign affairs. 


it 
ite 
4? 


wes “Welcome” is hung over the doorway of this Bureau. It is willing and anxious H i 
aah ” to serve American manufacturers for the ultimate good of our national ih 
export life. i 

Hit 

Cabl e HH 
aa q a Stop guessing. Be sure. Let us help you. hi 
UNIPORT Hi 


Write, Phone or Call i 


UNITED EXPORT BUREAU 


| : 243 West 39th Street New York City 
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A TIRE of 
superior de- 
sign, con- 
struction, 
material, 
workman- 
ship and 
supervision. 


Immediate 
Delivery of 








alltypes and 
sizes. 





Guaranteed 
for 5,000 
Miles. 


A lower list 
than for 
similar qual- 
ity. 











DEALERS 


Now is the 
time to close 
up for your 
territory. 


Real built-in 
merit and ex- 
tensive adver- 
tising will 
quickly make 
this tire a fast 
seller. 


You can se- 
cure better 
territorial 
arrangement, 
discounts, etc., 
NOW than 
will be possi- 
ble later on. 
Write for full 
details. 
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AUTO ACCESSORIES 


Every Hardware Dealer should add Auto Accessories to hisstock. It is an opportunity 
for increased sales and big profits. 
Our enormous stock of the most complete line ever assembled is at your command. 


Owing to large and favorable contracts ©n these goods we can supply your needs at 
lowest possible prices. 


Send us your order. Let us select your new stock requirements. 


“Dramonn Looe 1sA QUALITY PLEDGE” 
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